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AUGHAN’S 
All-Steel Camp Axe 


with a shock absorbing Genuine Rubber Grip 


Your customers can tell it at a glance . . . here's another "quality plus” 
Vaughan Tool. The solid all-steel head and handle are inseparable. And that 
spring-tempered handle . . . makes this axe the strongest and toughest 

of all... yet a delight to use with it's tough, hand-fitting 


genuine rubber grip. It's wear resistant, shock resistant. 


Medewe 
ROR I a ice lana lalla, 
Genuine Vaughan No. 999 


The standard of mechanics for over 40 years. Also 
with milled face and long handle. 


New improved design . . . form fitting genuine 
al leather or rubber grip. No more loose or broken 
VAUGHAN handles to replace. 





— | 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 
Chicago 3, Illinois 
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re W sales-packed assortment gives you added sales and 
ded with minimum storage space. Now, at low cost, 
“you tan stock an assortment of circular blades taking care of 
87%, of your calls for blades! 
The ATKINS No. C-20 Circular Saw Assortment contains 
6”, 7” and 8" sizes, fitting Black and Decker, Skilsaw, Mall, 
Porter.Cable, and Bench and Table Saws. 


Get added sales and added profit, today... . with ATKINS! 













Counter Display-Merchandiser with each No. C-20 Assortment 


e' Assortment Retail Selling Price ...... $40.95 
we 
Fre I ai ee a kc 7 28.65 


NO PRICE INCREASE on this assort- 
ment while they last! Order TODAY! Dealer Profit % T 2.30 















BORG-WARN 
CORPORATI 
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THE BELLE OF THEM ALL... 


the all-new ¢ of feematic for *56—more beauty, 
more value in America’s No. I coffeemaker 


Outmoding all others, these fabulous new Universal 
Cofleematics are rocketing sales to a new high. 
There's new beauty in their graceful, modern lines... 
perfect performans ¢ in their fast, automatic action. 
And to make this the greatest Christmas ev er, 
Universal ties it in with the SANTA CLAUS CLUB... 
the biggest merchandising plan of the industry 

with $25,000 in prizes for your customers and 

a duplicate for retailers. See your distributor today! 





FLAVOR-SELECTOR 


Gives you coffee to 
the exact strength 
you choose ... just 
eet it and forget it! 


REDI-LITE 


Model 4460—10-cup, 
¢ a7 
$ 29 5 


Model 4461—in copper, $32.96 
Model 4454—8-cup, $24.95 








MEAT SENTINEL 
Glows to show you Keeps coffee at per- 
coffee is done...no 


fect serving temper- 


watching or wait- ature with no in- 


ing! It's automatic! 


crease in strength! 


Everything points to the B i( : y 3 | \ i ! LANDERS, FRARY & CLARK + NEW GRITAIN, CONN. 


« 
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ACCO’S great new packaging program, designed to 
stimulate sales of AMERICAN CHAIN products and build 
profits for hardware stores, is now complete. The distinc- 
tive packaging has impact and high recognition value. It 
helps buyer and seller alike. 

This new program is not confined to shelf items alone. 
It extends to all chain containers: boxes, cartons, ACCO- 





Smarten Up Your Chain Section 


with Attractive New Packages 
of AMERICAN Chain 











PAILS and steel drums. All are labeled for quick identifica- 
tion, not only of the ACCO brand, but also of the contents 
of the container. Thus, you—the dealer—are enabled to 
find promptly just what your customers want. Time and 
effort are saved for you and your customers. 

Results: faster and easier buying and selling... better 
customer satisfaction...more sales and profits for you. 





Packages for Shelf Chain items 


All AMERICAN CHAIN shelf items now 
come in attractive blue-and-goid pack. 
ages which make it easy for you and 
your salespeople to locate any pack. 
aged chain item in seconds. The colorful 
packages on your shelves and counters 
will attract customers. 





New ACCO-PAILS 


ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays. Newly- 
designed labels now make them brighter 
and more colorful, G2@@n for Proof Coil 
Chain, at0 for KBB Coil Chain 





Stee! Drums for Bulk Chain Selling 


Newly Improved 
Chain Sales-Maker 
The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 
of chain desired. Saves time and steps. 
With the attractive Chain Sales-Maker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! 

The Chain Sales-Maker is shipped 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refilla, on reels, available. [Illustrated is 
Assortment 38, our most popular one. 


Assortment No. 38 (7 reels) 

175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 

75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 Ft. 35 Sash Chain, Bright Zinc Plated 
200 Ft. 1/0 Brass Safety Chain, Bright Finish 
200 Ft. 16 Double Steei Jack Chain, Bright Zinc Plated 





New Cartons 
for Quick Identification 


These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around acco design in 
blue and gold —and each is clearly labeled 
as to ite contents. Very handy to stock, 
store and display. 





Order through your Distributor 


American Chain Division 





Sturdy steel storage drums, with 
readily removable tops, are used for 


AMERICAN CHAIN & CABLE 





acco Proof Coil, BBB Coil, High Teat 
and Alloy chain. Each drum now bears 
a colored label for easy identification. 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 





HARDWARE AGE, NOVEMBER 8, 1956 








Editorial 


by W. A. Phair 


Leonard V. Rewlands, Publisher 


What is the right answer... 


EDITORIAL STAFF 


William A. Phair, editor 1 , ) , ) 
» odite There seems to be quite an increase in the use of cash prizes, or 


ate ate , ae an push money, to stimulate the sale of hardware products. This is 
oieniie ot en | i alle especially true at the wholesale salesmen’s level. 
Paul Eisenberg, assistant editor : , , . an 
Siete: bk Mids Seteittaated, atte, We raised the question, on these pages in the Sept. 27 issue, 
Ries BA, Gireune, Wieebineten cities whether or not this was a healthy situation. We suggested that the 
Neil R. Regeimbal, Washington editor use of such sales gimmicks could make cash a substitute for a 
James G. Cleary, production editor buyer’s: critical appraisal of a product. We wondered if, eventually, 
na 5 tiie the size of the cash prizes might not take the place of salesmanship 
“Who Makes It’ Directory editor and service and product quality, factors that have been most impor- 
—_— tant in the building of the hardware trade. 
Washington member editorial board 
eae Our exploration of this problem appears to have caused quite a 
ceien Meals Meta’ bit of discussion in the trade. Some readers have suggested that we 
asiiitiidiiin setae exaggerated the amount of this type of selling. Perhaps, but that is 
CC R sivertieinn manenes like saying that you exaggerate the importance of a small spot of 
E. J. Sellick, manager, Research Dept cancer when you suggest that medical treatment would be wise. 
Reaional Offices Sales gimmicks are much like cancer. Let one type or another get a 
oe a start, and it spreads like wildfire. 
Jo} v x, 10 Hig ‘ 
Tele berty 2.4460 Perhaps it would help you to comprehend the size of this contest 
ine Wek 0. 0 Y problem if you could sit with us and note the number of announce- 
E. R. Sandiford—John N ; ments that go over our desk telling of cash prize contests that are 
ath ay id 3400 planned, or underway. I am sure that the number of such contests 
ks. ae ieee would convince you that this is getting to be a rather common sales 
Will J. Feddery, 930 8. F. Keith Bldg gimmick these days. 
Telephone: Supe 2680 
ii oe Another good way to get a better picture would be to ask a whole- 
Wr Scholefield—Mal. M. Whitfield sale buyer how many proposals for contests are put in front of him 
230 N. Michigan Ave each day. 
Telephone: Franklin 2-020 ‘ 
San Fr ‘ There was also a number of folks who told us that they felt as we 
ays a Pini“ ne do, that this type of selling should be carefully watched so it doesn't 
Telephone: Douglas 2-4393 get out of hand. 
Los Ang Ca 
L. H. Jack 4055 Wilshire Blvd We pointed out in our discussion that there has always been a 
Velephone: Dunkirk 7-2119 certain amount of this type of promotion in the hardware trade, 
Tulsa, Ob There are times when it is an effective means of focusing attention 
7g Py _ ° b ie on a new model or a new pricing procedure. 
Address all mail te jut many of the contests being sponsored today go far beyond 
> ~rmeannat — oy Pee on, a that. They amount, in effect, to an effort to buy a market. Buying a 
sige ccs market, you may say, is all right, if you have the money. But let's not 
forget that we all intend to be in this business for a long time to 
te MA « ‘ 


come, and it takes more than money to make a product profitable to 
wholesaler and dealer for the long pull. 


A successful and profitable product must have quality; it must be 





backed with service; it must have an adequate margin and it must be 
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Editorial 


suitable for sale in hardware stores. If any of these elements are lacking, 
the product will eventually bounce back on the distributor and will cost him 
much more than the amount of the prize money before he gets out from 
under, 


When a contest for a certain product is underway, what happens to 
the other lines of a similar nature that you have been carrying, profitably, 
for many years’? Do they get neglected, despite the fact that year after 
year they have been a source of profit to both wholesaler and dealer? 


Is it wise for a wholesaler’s salesmen to be concentrating on a few lines 
that are offering a cash incentive? What about the rest of the catalog? If 
the product has so much margin in it that substantial cash prizes can be 
offered, is it overpriced? 


Are there not better ways of stimulating salesmen? If a contest is neces- 
sary, isn’t it better to have one based on the total volume of all items sold, 
rather than just one or two? What is the best answer? This whole subject 
is worth the serious attention of the trade. 


An old woman’s game... 


Conditions in the hardware trade at present, with ownership of firms 
changing, and mergers being announced, seem to encourage the develop- 
ment of wild rumors. The changes that are reported in our news pages in 
almost every issue are bound to create a more than usual amount of inter- 
est in the plans of the new owners. This is certainly understandable. 


But, we must draw a distinction between this interest and being party 
to passing along rumors. Rumors can do serious harm to a firm. They 
can disorganize the sales folks and others. They can cause dealers to 
become uncertain about the stability of the company. They can also 
bounce back. The man that starts an unfounded rumor about a competitor, 
may find the competitor retaliating by starting a counter-rumor. It all ends 
up with nobody gaining. 


Gossiping is an old woman’s game and is not appropriate for an intel- 
ligent adult. The next time someone passes a rumor to you, ask specifically, 
Where did it come from? Was it checked? Is there any real, published 
basis for it? Who stands to gain by such a rumor? You will find, when 
you ask such questions, that the rumormonger will not have answers. In 
which case, ignore it. 


When a firm finds itself involved in a situation that encourages the 
growth of rumors, the best defense is an offense of total and prompt pub- 
licity to what you are doing or plan to do. Making prompt announ: ements 
of new ownership or other plans is a most effective way of killing off false 
rumors. 


We have seen several difficult situations in the hardware trade met with 
this enlightened attitude and we know definitely that this approach has 
effectively ended many wild rumors. The executives who have used this 
approach are to be commended for their action. We hope it will encourage 
others to use the same approach. 
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How to OPEN up a new CLOSER market... 





With peraliel arms 
for recessed side of door 


aia hd lili ia’ 


TALha Lite halla. 


LOCKWOOD 


Ball Bearing Closers 


@ The cold-weather seasonal demand for door closers is increasing 





every year. More and more commercial, industrial and institutional 
establishments are installing automatic door controls. 


e@ With these two popular Lockwood closers in stock you'll be set 
to get a king-size slice of the market. And you'll be ready for every 
type of installation. 


@ For recessed side of doors, the parallel arm closer is a sales 
“natural”. It eliminates headroom interference and makes for a 
neater, less obtrusive installation no brackets are required. 


To sell the most — sell the best ... LOCKWOOD! 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 


FITCHBURG, MASSACHUSETTS 
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WASHINGTON 





BY WASHINGTON 


Government Probe May Show Need 
For Trading Stamp Legislation 


The Federal] Trade Commission's 1l-month study of 
the possible illegality of some trading stamp practices 
is expected to wind up this month. 

Results of the probe probably won't be known right 
away. The FTC has been studying the possibility 
that advertising of stamps as premiums, implying 
they are gifts, may be deceptive advertising when 
prices are raised to cover the cost of the stamps. The 
agency also has studied whether some stamp practices 
are unfair competition or restraint of trade. 

The report will contain recommendations, and will 
probably show to what extent stamps cause increased 
prices, 

The Agriculture Department is also studying 
trading stamps for their effect on food prices and 
farm incomes, but any findings from this agency are 
probably months away. 


A Senate small business committee is waiting for 
the FTC report and may consider the need for legis- 
lation governing trading stamps. It is considered 
highly unlikely that FTC, or Congress, will outlaw 
stamps altogether. 





Cash Farm Receipts On Rebound 
After Steady 5-Year Decline 


Cash farm receipts, after steadily declining for the 
past five years, appear to be on the way back up. 
Sales in rural areas should reflect this improved farm 
situation, U. S. Agriculture Department economists 
predict. 

In the first nine months of this year, farmers 
received $20.2 billion from sales, about 2 percent 
more than in the same period last year. This figure 
does not reflect government subsidies, which are also 






10 


BUREAU 





eS 


3 Dowell i . 
Perr. ‘ — 


i ead 





OF HARDWARE AGE 


rising, so total income should be well above 1955. 

Some 1.8 million farmers, however, are missing one 
source of income. They are eligible for a share of 
some $30 million in gasoline tax refunds, but so far 
they haven’t sought to collect it from local Internal 
Revenue Service offices. 


Increasing farm income will help remove one of the 
remaining soft spots in the market picture. Except 
for the drought-stricken areas, government econo- 





mists say they expect farm incomes to continue to 
rise, thus helping to bolster business forecasts of 
another record-breaking Christmas season. 


Co-Ops Operate 77 Hardware Stores 
With $8.2 Million Annual Sales 


organizations operated some _ 6,135 
retail stores in 1954, which registered sales of $1.7 
billion, figures from the U. S. Census Bureau reveal. 

The largest number of these stores, some 3,575 
were classified as feed, farm, and garden supply out- 
lets. They reported total sales of $1.3 billion. 

Co-ops also operated 77 hardware stores with sales 
of $8.2 million; 253 lumber and building materials 
outlets with sales of $39.8 million; 120 farm equip- 
ment dealers with sales of $39.9 million; and 47 
plumbing, paint, and electrical equipment stores with 
sales of $2.7 million. 

There were also five sporting goods and bicycle 
shops operated by co-ops, with sales of $1.1 million. 


If successful, a movement now underway to get laws 


Cooperative 





to require co-ops to pay taxes at the same rate aa 
other businesses might help remove the unfatr com- 
petitive advantages of these stores, and might cause 
many of them to be abandoned, backers of the plan 
say. 


(Continued on pag 106) 
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Janney, Semple, Hill & Co., with headquarters in Minneapolis, serves 
the territory outlined above selling to quality hardware stores. 
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good reasons why 


JANNEY, SEMPLE, HILL & CO. 
- sell IET 





oB 
ESTED 





tT. M. 


Because you can trust Pet quality. Janney, 
Semple, Hill & Co. officials saw the reports of 
a famous research institute, made on all 
brands of tools. They show that Pet Tools are 
equal to or better than any other power tools 
on the market, in quality and performance. 


Because you get volume sales. A continuing, 
local area sales plan is part and parcel of the 
Pet promotion package. With the exclusive 
Electronic Showcase, big powerful newspaper 
ads, and the most complete, effective mer- 
chandising program the industry has ever 
seen. 

Also, Pet sales and advertising personnel are 
detailed to help put this program over with a 
bang. All of this effort is backed by strong 
national ads keyed to the local promotions. 

Find out the facts. . . learn about this new 
and different Pet plan for yourself, and you'll 
find a new high in power tool sales! 


wa ae 


au 


mail coupon today for full details 


mail to: GEORGE WEATHERBY, Seles Manager 
PORTABLE ELECTRIC TOOLS, INC 
320 West Bird Street, Chicage 20, Iilineis 


rMA-11/8/56 


Please send me full details about your new lecel area PET sales pion 


NAME 
FIRM NAME 
ADDRESS = 


city , STATE 





Key Stock Bar Package 
Zine coated cold-finished steel ma 


chine key stock bar assortments 








are now being distributed in com 


pact fiber display cartons. The 


clean cut bars come in  12-in. 
lengths which require no cutting 
by the dealer. Each 2-color carton 
contains six sizes of square bars 
Rectangles and additional sizes are 
also available. DeVan-Johnson Co 


For more data circle No. 1 on posteard, p. 119 


Mailbox Nameplate 


Christmas gift shoppers will be 


interested in this all aluminum 























mailbox nameplate which is called 
to their attention by the smiling 
mailman display. The full-color, 
heavy plyboard mailman points up 
the beauty of the letters. In addi- 
tion, the gift theme is on a re 
movable sleeve to permit year 
round use of the display. The com 
pact unit takes up little counter 
space. Duncan-Morris Co, 


For more data circle No. 2 on posteard, p. 11% 


Plastic Laundry Basket 


Housewives will welcome this 


open mesh polyethylene plastic 


laundry basket. The colorful round, 





stainproof basket is washable and 
measures 10 in. high and 20 in 
in diameter. The basket is avail- 
able in red, yellow, pink and tur 
quoise, and retails for $3.49. Bea 
con Plastics, Corp. 


Por more data circle No. 3 on postcard, p. 119 


Steam and Dry Iron 


Homemakers will be interested in 
the Mary Proctor Mrs. 
steam and dry 


America 


iron. Steam de 
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velops quickly in the lightweight 
iron designed for right or left hand 
ironing. Even distribution of steam 
and oversize soleplate and finge! 
tip Steam-Dry control are othe 
features of the combination iron 
which retails for S15 95. Proctor 
Klectric (0. 


For more data circle No. 4 on postcard, p. 119 


Adjustable Paint Brush 

The do-it-yourselfer will be in- 
terested in this versatile adjustable 
brush. <A handle on the 
brush can be moved and locked in 


swivel 


four positions for painting. The 
























Want more information on these 


products’? Then use free post 
card on page 119. 


in hardware merchandise... 





FOR THE HARDWARE DEALER 


tool is a regular brush in all other 
respects and is available in & o 
and 4 in. widths. Wooster Brush 
(o. 


For more data circle Ne. 5 on pesteard, p. 119% 


Modernistic Padlocks 


These popular-priced padlocks 
have been given modern styling 
and are designated the Yale 600. 


The weather resistant padlock has 





aluminum-finished 
'¥, in. diameter steel shackle and a 


a solid case, a 


The 


available in sets of 


1 disc-tumbler mechanism. 


line is also 
Keyed alike locks in which several] 
locks can be opened with the same 
Ke} 
display carton and 
Yale & 


For more data circle No. 6 on posteard, p. 119 


Locks are packed six to a self- 
retail at 75¢ 
Towne Mfg. Co 


Double Rule Steel Tape 

Here 
the 
positive 


is a steel tape rule called 
Glide-O-Matic 
lock-action 


which securely holds the extended 


It features a 


push button 
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tape in place, On the lower side of 
the tape is a red-ruled measure fol 
Inside che King The upper side has 
a scale in inches and a scale in feet 


and inches. Steel scribers are in 
the case for marking measurements 
easily. The tape comes in 8, 10 and 
12 ft lengths and 
The CHse is die-cast 

plated Stanleyw Toola 


Stanley Works 


is easily replaced 
chrome 
The 


and 
Div.. 


For more data circle No. 7 on posteard, p. 119 


Router and Jig Saw 

The 
be done with this company’s Routo- 
Jig Model 140 with the addition of 


work of six toola can now 
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Pruner Gift Package 
Holida 


(Christmas 


hoppers will find this 
package of Two Snap-© i? 
interesting 


11s » in 


hand pruning shears 


Shear Nos. 110-8 and are 





included in this labeled 


“Matched Pail 


package 
His and Hers.” In 


addition, a 28-page book “How to 


and an easel for display of 
package included, No 
191RX retails for $5 54. The samme 
(Christmas 
mings is as No 
Seymour Smith & Son, In 


hy une’ 
Tne are 
trim- 
1918 


package without 


denoted 


For more data circle Na. & on pesetcard. p. ti® 


Christmas Gift Bar 


A complete electric housewares 
department can be displayed in only 
1 sq ft of floor this 


(ontinued on 142} 
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For more How's the Hardware Business see page 170 


» Stamps Hike Prices, Reader's Digest Says 


» Construction Contract Awards Set Record 


>» Retail Sales Top $15 Billion in Sept. 


Trading Stamps Bring Higher Retail Prices 
To Consumers, Reader's Digest Story Says 


Trading stamps are not the bonus 
customers think they are. Stamp 
savers usually pay for their pre- 
miums and then some through 
higher retail prices. 

That is the conclusion of a Read- 
ers Digest report on trading 
The report by Albert Q. 
Maisel, entitled “Trading Stamps 

Bonus or Bunkum?” appears in 
the October issue of the magazine. 


stamps. 


“The contention that stamps are 
a bonus is often bunkum,” the re- 
port states. 

“The overwhelming evidence 
seems to indicate that stamp users 
usually pay for their premiums 
and then some—through higher re- 
tail prices,” 

Increased volume alone cannot 
offset the cost of stamps, according 
to the article. “No magic can in- 
crease the consuming capacity of a 
community. Eventually most of 
the stores can make up for the 
added cost of stamp handouts only 
by boosting their prices.” 

The article points out that some- 
times these price increases exceed 
the extra expense. 

“In Albuquerque, for example, it 
was found that a grocery order at 


i4 


a non-stamp supermarket amounted 
to $11.85. At a competing store 
that gave stamps the 
items cost $12.84. 


identical! 


“Hence stamp savers were pay- 
ing & percent higher prices to get 
stamp dividends that were only 2 


(Continued on page 170) 


Home Building Awards 
Up 4 Percent in September 
Prospects brightened in Septem- 
ber for sales of builders’ hardware 
for use in new homes. 
Ww 


tract awards for future home con- 


Dodge Corp. reports con- 


atruction in the 37 states east of 
the Rockies totaled $763,817,000 in 
September. This was a 4 percent 
increase over September a year ago 
and followed a 5 percent increase 
in August. 

Construction contract awards in 
all types of building categories set 
new dollar-value records in the first 
nine months of 1956, Dodge re- 
ports. The total for all types of 
construction was $19.4 billion, an 
increase of 7 percent over the same 
period last year, 


All Retail Sales Total 


$15.7 Billion in Sept. 

Total sales in retail stores across 
the country in September were 
$15.7 billion, the Commerce Dept. 
reports. 

This compares with $16.3 billion 
in August, 1956, and $15.9 billion 
in September, 1955. 

Sales in the hardware, lumber, 
building and farm equipment group 
totaled $1.2 billion compared with 
$1.3 billion the month before and 
in September last year. 

Retail sales of television sets in 
August were the best for any 
month since January, the Radio- 
Electronics-Television Mfrs. Assn. 
reports. TV sales in August to- 
taled $566,158 units, compared to 
105,310 sets sold in July. 

Radio sales in August were 681,- 
899 units compared to 576,453 in 
July and 456,625 units in August, 


1955, 


Jobless Claims Decline 
The number of persons making 
initial claims for unemployment 
compensation in the week ending 
Oct. 13 totaled 164,900, the Labor 
Dept. reports. This is a decline from 
the 182,000 week 


before and the 168.700 in the cor- 


reported the 


responding week last year. 
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New Tools in the PROTO Line 


Sharply Increase Your Sales and Profits! 


Continuous expansion of PROTO’s huge 
line of professional-quality tools ena- 
bles you to meet your customers’ needs. 
With thousands of standard and special 
tools in the complete line, you can serve 
many markets... add customers... in- 
crease tool volume... gain one-source 
buying advantages of lower inventory, 
less paper work. PROTO also gives you 
unequalled promotional support... im- 
pulse-selling merchandisers, extensive 


AGE, NOVEMBER 8&8, 1956 


magazine advertising, over 40 sales aids. 
Yes, tool business is BIG business when 
you handle PROTO. Send for catalog of 
entire line to PROTO TAOGLS 

2235 Santa Fe Ave., Los Angeles 54, Calif 


tL astern Warehouse &t actory, Jamestown, 4.Y.*Lanadian t actory, Londo: 


PROTOSSTOOLS 


PROTO means PROtessional TOols 


Forging Ahead 
Through 
Leadership, 
Quality, Service 
& Understanding 

















NEW CONSUMER ADVERTISING! NEW 


Here’s why this big new promotional 


the Blue Chip Brush 
















Continuous advertising in GOOD HOUSEKEEPING and LIFE 
magazines will reach 41,550,000 readers—help pre-sell your 
customers on the complete line of Rubberset paint brushes. 
















cael OF 4 Bifung o 


2” Guaranteed by 
Good Housekeeping 
% Wor .s 


Famous Good Housekeeping Guaranty Seal on all Rubberset 
brushes works hard for you at the point of sale. Of all the 
women interviewed in a recent survey, 79% said the seal 


eos wate influences their purchases. 






New Rubberset “3-D” Display 
Selis for You in Three Dimensions 


This modular display panel strikes a compelling modern note. 
Use it as a single unit or in numerous interesting and effective 
combinations featuring the use of curves. Dimensions are 24” 
by 24” (perimeter), and up to 20 sizes of brushes can be displayed. 
Both sides are finished in vivid Chinese red lacquer. 


New “Brush-Mobile” Wall 
Display Makes No Demands 
on Counter Space 


Senior Panel Board Display 


Makes an impressive display. It is 
36” x 24” and comes equipped with 
20 single-prong holders. Lacquer fin- 
ish is a neutral gray. 


Attached to the wall by a sturdy bracket, 
it takes up little room, releases up to 
4 sq. ft. of counter space, It is 36 inches 
high .. . revolves freely at the touch of 
the interested customer's finger, Each 
panel of the display is a different color, 
and the unit displays a large number and 
variety of brushes for easy inspection. 
It rings up sales as if it were geared to 
the cash register! 





Junior Panel Board Display 


For use in limited space 
or an assembly in multi- 
ple-unit displays. Holds 
Rubberset brushes in 7 
graduated sizes. Dimen- 
sions 24” by 12”. Furnished 
with 7 single-prong holders, 
2 legs. Neutral gray lacquer. 





Ge 


16 HARDWARE AGE, NOVEMBER 8, 1956 














DISPLAYS! UNIQUE PACKAGING! 
ubberset 


Line for 57 | 
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Rubberset’s unique, colorful Inspecto-Pak packaging promotes 
easy identification, protects the brush, permits easy inspection, 
and stresses the salient points which sell the customer the quality 
brush for his job. Good Housekeeping seal and “As advertised 
in LIFE” sticker help to cinch the sale. Each Rubberset brush 
now has a convenient hole in the handle to facilitate dealer dis- 
play, make storage by customer easy. Another good reason they'll 
prefer Rubberset! 








SA 





And Here Are a Few of the Ways 
You Can Set Up These Rubberset Displays 
to Make Your Brush Department 70% “Self-Service” 


bis Ee) = Gia | ake, 

















Fit two 3-D Panels around Both sides of a 3-D Panel Two 3-D Panels make 5$- Butterfly display formed by inverted 3-D Panel makes 
support post for more effi- placed on end are usable shaped display for counter two 3 Panels back to good island display on 
cient use of space or wail back counter 





























al . 
A 3-D Panel set on doubie- A 3-D Panel and a Junior Tent of 2 Junior Panels or Use 3-D Panel and Senior Use Senior Panel flanked 
prong legs makes a l-prece Panel, attached to wall 2 Senior Panels forms Panel to form modern wall by 2 junior Paneig for 
standing unit supply maximum display in island display display center massive wall display. 
small space. 





See your Rubberset representative NOW for full details on this new '57 promotion 


RU BBERSET COMPANY 900 Passaic Avenue, East Newark 5, N. J, 
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WHY DELTA IS THE | 


WHEN BUYERS WANT INDIVIDUAL TOOLS YOU PROFIT! 


P< 
| 


Delta Homecraft Delta Homecraft 
10” Band Saw 11” Drill Press 


"9 
&. ; » 


Delta Homecraft Delta Homecraft 
4” Jointer 16” Scroll Saw 


Delta Homecraft Delta Homecraft Delia Homecraft 
Sow-Jointer 11” Wood Lathe Shaper 


AND YOU PROFIT WHEN BUYERS WANT ALL-PURPOSE COMBINATION TOOLS! 














PROFIT LINE 


FOR YOU! 





DELTA’S COMPLETE LINE GIVES YOU MORE 


CHANCES TO MAKE MORE PROFITS! 








DELTA gives you the right tools for every power tool prospect! 


There’s no need to lose sales because you don’t 
have the tools your prospects want. Delta gives you 
the world’s most complete line of individual tools 
for every workshop need—-and Delta also gives you 
the world’s most complete line of all-purpose combina- 
tion tools for the man who wants an all-in-one 
workshop. And only Delta gives you the added 


advantage of a complete line of sales-building, profit- 
making accessories plus the complete library of Del- 
tacraft How-to-Do-It Books. Any way you look at it, 
DELTA IS THE PROFIT LINE FOR YOU be- 
cause you profit every way—from tools, from accesso- 
ries, from books, from the hardware and many othersup- 
plies your customers buy when they use power tools, 








DELTA gives you sales-making customer preference! 





Consistent national advertising——backed by unsur- 
have made DELTA the best known, 
most wanted, easiest-to-sell power tools in America! 
Hard hitting national ads continue to pre-sell your 
prospects—and Delta gives you every merchandising 
and point-of-sale selling help you need to channel 
this selling power into your store! 


passed quality 


DELTA gives you a quick, easy, sales-clinching credit plan! 


QUICK AND EASY FOR BUYERS! Delta Budget 
Plan is designed to clinch sales fast by making it easy 
for customers to buy. As little as 10% down—as long 
as 24 months to pay. 


QUICK AND EASY FOR YOU! There’s a minimum 
of red tape in the Delta Budget Plan. You make credit 
decisions on the spot, and get your money right away. 


SEND FOR NEW BOOKLET... 
“Why Delta Can Be The BIG Profit Line For You”’ 
_ and make this the biggest power tool profit year in your history! 


ae 





another product by 


ROCKWELL 








© 





NATIONAL 


DELTA 


BUDGET 
PLAN 





5$$$$$$$$$$SS$3S3333335355 
Delta Power Tool Division, Rockwell Manufacturing Co. 
680L N. Lexington Ave., Pittsburgh 8, Pa. 


[} Please send new booklet: “Why Delta Con Be The BIG Profit Line 
for You.” 

| | Please send names of DELTA Jobbers nearest me. 

|_| Please send complete information on Delta Budget Pion. 


Name Title 
. Company 
Address 


City 


County State 











































AMES OFFERS A COMPLETE 


This all-new Ames tool merchandiser is "<= om 
the answer to the pressing problem of | 

how to display tools without cluttering / 
aisles and walls. This scientifically de- 
signed unit is only 39” long yet holds for 
display and stock up to 5 dozen tools (no 
small hand tools included). The whole 
unit occupies only seven square feet 
and permits heavy sales without the 
necessity of frequent stocking during 
busy store hours. 


NEW ! 

In appearance, portability, and construc 
tion this merchandiser is a completely 
different approach to the selling and 
displaying of garden tools. The unit is 
designed around the needs and desires ] 
of thousands of dealers throughout the 
country 














ATTRACTIVE! 


The handsome blue and silver merchan- 
diser is an eye-catching addition to any 
store. Stays bright and attractive 
because it is in permanent, rugged heavy 
gauge wire and tubing. 


PORTABLE! 


Merchandiser is strong enough to hold 
five dozen tools plus a two-hundred 
pound man and still roll easily about on 
jumbo 3” casters. Can be used indoors 
or outdoors. 


COMPACT! 
Entire display occupies only seven 
square feet. It holds tools securely and 
safely and yet they can easily be in- 
spected by your customers. 





45" 











PAYS OFF! 


As an attractive and modern display for 
your stock of Ames tools this unit will 
keep sales moving at a profitable pace. 
It allows you to bring your garden tool 
department to the front of the store . 

permits display of a greater variety of 
tools which leads to many plus sales 





1774 
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In this Specra/ OFC, as tt 


‘square ff. 


Matched Tool Assortment and Quantity of Each 


3—ADW Dandelion Weeder 
3—AFSH Floral Scuffle Hoe 
3—A3SC 3-Tine Cultivator 
3—AW7 Warren Hoe 

3—A4D Lodies Spading Fork 
3—ASTO Square Top Onion Hoe 


6—AFSD Floral Shovel D. Handle 
6—AG6\% Field and Garden Hoe 
3——-AFTSH Turf Edger 

3—ASGW Weed Whip 
3—-AFS3'A L. H. Floral Shovel 


5 dozen Ames tools as listed on this page—Retail Value 
Ames portable merchandiser No. ATM 


TOTAL VALUE 


Regular Dealer Cost 


If ordered by December 15, 1956 


Bullls 











KS *e eee 
©. Ames , 
- Attention: T 








3--AFHS Floral Hoe 

3-—-AFGS Floral Garden Spade 
3—A14C Garden Rake 
3—ATRB Floral Rake 
3——ATLDA Spading Fork 
6—A14RB Round Bow Rake 


Eastern Zone Western Zone 


$169.80 $174.75 
$40.00 $40.00 
$209.80 $214.75 
$153.20 $156.50 
$113.20 


(Delivered Freight Prepaid) 


For full details call your Ames distributor or fill out the coupon below. 





ar y, Parkersburg, West Virginia 3 
Division HA-| 1 
("] Please have your distributor contact me 


|] Ship me your special offer AS #1 at $113.20 : 
(5 dozen tools plus merchandiser shipped prepaid) 


Ship to arrive my store month of 


Bill me through my jobber who is: 
O. AMES CoO. ane 
Division of McDonough Co. NAME... ADDRESS 
Parkersburg, West Virginia cry —«j re STATE 
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Here's the 
oscillating sprinkler 
that outsel/s 





all others 
| by far... 


~ We 

> 
Swingin Sprays create buyers 
for everything Melnor makes... 
and Melnor makes everything! 


(f~ 
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NOW! 4 SWINGIN’ SPRAYS 6.95 to 13.95! | BRAND NEW AQUA-DIAL SPRAY CONTROL! | A COMPLETE GARDEN ACCESSORY LINE 











~ 











New 6.95 mode! opens huge suburban te | Fingertip dial gives any desired ar Hose nozzles, connectors,. sprinklers, conven 

market! All models have lifetime tu J | Spray area. New advance now avai! . ience items like the famous Stop ‘n Flo shut 
; . . '; Boar . is . : 

bricated “Perma-Sealed ° motor unit | able on 3 Swingin’ Spray models “ et off and Aqua-Gun hose nozzle 


MELNOR INDUSTRIES, INC. (Garden Products Div.) 300 DeWitt Ave., Brooklyn 36, N.Y. 
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iY CYCLONE HARDWARE CLOTH 
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—and every user makes another friend for your store! 
ACTUAL MESH SIZES 

















Of all the different items carried by every person in your community is 
‘ the average hardware store, Hardware a potential customer for Hardware 
| Cloth is probably the most versatile Cloth. 
Homeowners use it on screen doors, as But if you want to make a satis 
. | guards for windows, gutters and trees: fied customer of him, be sure you sell 
farmers use it for grain and fruit bins, him CYCLONE HARDWARE 
poultry feeders, hen nest floors and CLOTH, for Cyclone is a woven hard 
partitions; building and paving con ware cloth with the exclusive welded 
2x2 mesh 3x3 mesh tractors use it for sifters, stucco base, selvage which means that Cyclone 
19 gauge for reinforcing concrete driveways, to Hardware Cloth gives your customers 
protect their machinery. Practically neater, smoother, stronger jobs 


Easier to use... and Longer Lasting 





Note the symmetrical design of the minimizes mesh distortion and resulta in 
strong, welded selvage shown above. An a brighter, amoother protective coating 
exclusive with Cyclone, it makes Cyclone that laste for years. 

4x 4 mesh 8 x 8B mesh Hardware Cloth easier to tack into 

23 gauge 27 gauge wooden frames—easier to weld to steel HARDWARE CLOTH IS A PROFITABLE 

Above meshes are furnished in 24, 30, Look at the mesh, too. Wires are straight ITEM... HOW'S YOUR STOCK? 

36 and 46-inch widths. Packed in 100-4eet the entire length of the cloth. This makes 
rolls. it easier to cut square and gives a For quick delivery, see or call your 

Heavy Grades are available in stronger, better looking finished job. And (yclone jobber without delay, or write or 

%” x %” ... 17 gauge Cyclone’s special method of galvanizing wire Waukegan for quotations 
ond %" x %" ... 17 gauge 

Heavier grodes can be madé to order. We CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
can alse furnish Plastic Coated Hardware WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST « UNITED STATES STEEL EXPORT COMPANY, NEW YORE 
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) HARDWARE PRODUCTS 
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22” MODEL 286 
19” MODEL 285 


—— ‘ — 





21” REEL MODEL 60 
18” REEL MODEL 50 
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SELF PROPELLED ; 
22” MODEL 146 getting your share of the ENTIRE lawn equipment 


16” HAND REEL 





SSHARP 


1957 Lawn Mower Profits will depend on store traffic in your store. 
Eversharp’s Sensational Extra, gives you Price to Pull Traffic, traffic 
that you can sell up to the Complete Deluxe Eversharp Models . . . 
sell up to Profits... 


Imagine... A big 21” All steel Rotary Mower with all the popular 
features, including 4 cycle Engine with Recoil starter, for only $69.95 
..+ A Mower backed with the Eversharp name, a name preferred for 
quality. 

You will get full impact and pulling power from this Traffic Building 
Eversharp Extra. The Eversharp Extra will be featured in full coverage 
national Ads—Ads timed to give you a full Selling Season—Ads that 
you can tie in with your local Newspaper advertising and the FREE 
Store Point of Purchase material. These Ads will spell out “At your 
Local Hardware Store’. 


~ . 2a EVERGHARP backs the 


"SPEARHEAD" with a full line! 


Only EVERGHARP gives you the complete line of 


quality-built rotary and reel mowers that assure you of 


* 





market in your area. 


EVERSHARP is a line designed and engineered to 
LONG LIFE, TROUBLE FREE SERVICE, CUS- 
| \ TOMER PREFERRED FEATURES, OUTSTANDING 


| DESIGN ... all to assure you high volume sales. 
Rg PARTICIPATE IN THIS BIG 


A eot TRAFFIC BUILDING SPEARHEAD PROMOTION! 






21” STEEL MODEL 495 


18” STEEL MODEL 4100A 


MIDWEST MOWER CORPORATION 
4927 Delmar Bivd., St. Louis 8, Mo. 
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“SPEARHEAD’” Promotion 
taps the 1957 mower market 
























Your Lawn Equipment Profits depend on STORE TRAF- 
FIC in YOUR STORE! 
EVERSHARP gears its SPEARHEAD PROMOTION TO 


build your Profits ' 


@ Big National Advertising Schedule featuring the Sen- 
sational 21” Rotary Offer! Timed at the beginning 
of your season. 

@ Giant Window Streamer for YOUR STORE tie-in on 
this Big Price Buy! 

@ NATIONAL AD REPRINTS! LOCAL NEWSPAPER MATS 

to assure Your Share of Buyers! 

@ Unusual, Die-cut Point-of-Sale Hanger Tags to Spark 
IN-STORE Sales—and help you sell up to the full 
Featured Eversharp Deluxe Models 


lremendous national adv ertising effort centers around EVERSHARP’S Spear- 
head to the promotion . . . the big “Extra”! This all steel rotary with 4 cycle 
engine and recoil starter at the low $69.95 creates attention and interest 


builds backlog of buyers in your trade area. 


IN-STORE national ad reprints give prestige, lend impact to sales Full 


selection of newspaper mats assures “rounded” local tie-in! 


COLORFUL Giant window Streamer ‘“‘pin-points’” YOUR 
store as the place to get this sensational EVERSHARP 
EXTRA... limited time offer builds greater volume! 


Unusual, die-cut mobil Hanger tags, call attention to the 
FULL EVERSHARP LINE . . . promote features .. . 
helps you to sell up to EVERSHARP Deluxe Models 

and assures you greater lawn mower profits, and more 


sales volume in 1957 than with any other line. 


ee & & @e @& @&@— Se 





MIDWEST MOWER CORPORATION 


Get behind EVERSHARP and Bono soos oi come me 


Yes, | want to know all about the Eversharp Spearhead Promotion 
and the Evershorp “Extra 721”, 4 cycle, 27'/)" HP. Mower ! con retail 


watch EVERSHARP get behind you! f° "=" emesis os 


Your Name 
, , Firm Name 
Mail coupon for complete details 
Firm Address 


( ity lone Stote 


My Jobber is 
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1957 garden 


h } 
sston lawn rakes are nationally 
known for their exclusive “spring-action” that “sweeps” 
lawns clean of leaves and debris. Their fast turnover and 
repeat sales build big rake profits for you. For example, 
the D-24A sells at $4.10, costs you only $2.72, gives 
you a profit of $1.38 on every sale! 













; 


new features 





a * @ including really strong tubular aluminum 


handles more than ever make Disston Lopping shears 
favorites with both pros and amateurs. And you make a 
profit of $2.25 on every No. 5L shear you sell! Many 
other tools also have new selling features! 





+ @ ©@ Colorful, complete, convenient catalog 
of Disston garden tools for 1957. 12 pages of selling 
information to boost your sales and profits. 






new catalog 








Tools are being listed now at higher prices to bring you 
greater profits on every sale! 


© 
fr 08] Di ' Ki 
O S S 6 I) | Order these fine garden tools from your 


Disston wholesaler. 


new profits. —_ . 


Henry DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 
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ry these two proven 





Modell. profit makers 


CHAIN MERCHANDISER 








THEY BUY 


YOU can step up your chain sales and profits—by 

putting the Hodell Merchandiser out front in your store ,.2 

traffic. Send for four-page, three-color folder describing rs he 7 AM : . 

the merchandiser and showing actual profits based on Ms MO els, , nk 7 

sug gested selling prices. Just write“MERCHANDISER”, BEY, p) Wr (a) * 
es * “ 


v 
v4 
4 


your name and your address on a post card, and mail 
it to us. Why not do it now? 


bad “ 


7 ~ 7 


AND 


Hodell Pailettes 
FAST SELLING SIZES 


OF WELDED CHAIN 


Proot Coil and BBB Coil chain 
are always in demand, Pailettes 
are the handiest way to sell 


P 
ROOF COIL CHAI them. Data sheet in color will 
Pruilette- be included with your Mer- 
—— chandiser folder. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


ae 
a, ational 4 


a Fasteners nA VA Hodeli Chains Chester Hoists 
‘* 7 
24 
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Wateh this Yellow go! 


NEW 0O-CEDAR 





Dust Mop Refills in New Display Cartons 


Newly designed refill cartons are certain to increase your sales 
ti the millions of homemakers who now own 0-4 dar Lunt 
Mops. Whenever you sell a mop be sure to sell a refill as a 
“spare. Cartons equipped with self-hanging device for easy 


display Order your supply today. 


2h 


dust Mop 


in appealing YELLOW 





(,et set for some spirited sales when your cus- 
tomers see this new O-Cedar “Every-Which- 
Way mop with the eye-catching yellow cotton 
pad. ““Magie Action” Swivel Socket adjusts to 
any position with a flick of the wrist—takes the 
work out of dusting. Other exclusive features: 
colorful, triple-lacquered handle . . . sparkling 
chrome center plate... world-famous O-Cedar 
quality. Choice of yellow, turquoise or white 
retails for only $2.79. Nylon “Every-Which- 
Way” retails at $3.95—Triangular Nylon Dust 
Mop at $3.49—both in choice of beautiful pink, 
blue or white. Big four-color ads in leading 
national consumer magazines are pre-selling 
-Cedar Dust Mops to your customers, Order 


now for record profits! 


O-CEDAR 


o DiVIiSton OF 


AMERICAN-MARIETTA COMPANY 


227246 W. 49TH STREET CHICAGO ILL. PHONE LA 3°4700 
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LIFE 
SUCCESSFUL Steet 
PROGRESSIV =<: 
SUNSET 
McCALL’S 
BETTER 10M: os : NS 


Tie in with Revere Ware’s greatest 
holiday advertising campaign! 















Contact your Revere Ware distributor or write directly to us for information 
about Revere Ware gift ad mats, counter leaflets, envelope stuffers, and window 
streamers. Do it today! This powerful, full page, 4-color advertisement _ 
will appear in November and December. You will profit by this 
whirl-wind windup of Revere Ware’s 1956 Advertising Campaign 





REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division Reme, New York + Clinton, iilineis + Riverside, Colifernic 
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REGISTER - vert 


HERE 


So Can You! These are some of the 10,000 
housewares buyers who registered at the 1956 
Chicago National Housewares Exhibit. They’ll 
be back for the coming Chicago show, to get the 
full story first hand about new products, prices 
and merchandising plans...as a step 

toward more business, more profits. You 
should be there too. There will be more 
exhibitors than ever before to welcome 

you to this industry-sponsored exhibit. 

Make it your short-cut to better 


housewares business in 1957. 


National Housewares Manufacturers Association 


(Incorporated not-for-profit) 


1140 Merchandise Mart, Chicago 54, Illinois 
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#384 Crystaicrome 
Towel Ring ( 
#386C ‘‘Stardust”’ 
#386 Crystal clear , lucite ring studded 
lucite ring with twinkling metallic chips 


#386B Ebony biack 
lucite ring 





All Hall-Mack 

Towel Rings are 
stirrup-shaped for 
smart appearance and 
ease of handling... 





... Heavy cast bases 
are finished in gleam- 
ing chromium plate. 


HALL-MACK COMPANY 


1380 West Washington Bivd. 
Los Angeles 7, California 


#686 Coronado 


CL/P 
resting i. ae this coupon 


today 


Please send me FREE color brochure. 
for more 


bathroom 
ideas! 


treat eteniinniteniaiian ia 
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bad 
lage fithiag Lae Advertisements showing \iw Dimensions 
j é for 1957 in full color are appear- 
ing in BETTER HOMES GARDENS, 
ae LIFE, SATURDAY EVENING POST, 
LIVING FOR YOUNG HOMEMAKERS. 
and HOUSI GAHKDEN. New display 


material, advertising mats wl other mer- 
chandising aids are available to dealers. too 
all designed to help dealers benefit from 


New Dimensions for 1957 


Each lovely pattern is wift-boxed in 


set tf ] ibler retail at shout 
$3.95 tor & Pilsners at about 
’ '¥ ‘ $5.95. ] r eye-catching wind: 
ytieds ‘ 
crmninter displa t} attractive New 
Dimensions for 1957 easel interlock 


with the nit ho» 
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Every-day glassware designed for Young America... 


».-.and shown to Young America through the largest 
advertising program in Libbey and glassware history 





Libbev's New Dimensions for 1957 is fine classware ot a series showing this every-day crystal in glowing 
desivned hoy (teciy chia tis¢ how thy whole family to color — stimulating desire hor this lovely crystal 
CTHOY his coery-day Cty tal styled in the (Lontinen llere j advertising reaching the he irt of America 
tal risttitiet lericls el Petticn combined with modern »* part of | ibbey s powerful promotion behind New 
informality to every tabl Dimensions for 1957, 

lo te lI Young \inericu thie story of New Dimen the advantage of thie npact of this tar reaching 
ions for 1957, Libbey is using the largest advertis program, For information on the full Libbey Safedge 
ing program in glassware history. The pictured ad Line, see your Libbey Distributor, or write Libbey 


Vertisemecinft stp op igitiv’§ di | i} ! ihiViiZite is cne Chass Division oft € Jw li Hlinois Toledo | Ohio. 


LIBBEY SAFEDGE GLASSWARE O WENS -[Lu NOIS 


AN (1) PRODUCT CENERAL OFFICES + TOLEDO 1, OHIO 
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REG U S PAT OFF 


- $coren 


BRAND 


33 PLASTIC 
ELECTRICAL TAPE 


3/4 IN. X 240 IN. 75¢ 


MINNESOTA MINING AND MANUFACTURING COMPANY 
ST. PAUL 6. MINNESOTA 














NEW BUY-APPEAL! Sparkling cellophane wrap adds extra color, keeps rolls 
fresh-looking to stimulate impulse sales. 


we 


NEW SALES-BUILDER DISPLAYS 
NO. 196 DISPLAY holds one dozen NO. 197 DISPLAY holds a dozen NO. 198 DISPLAY includes one 


394 rolls of “Scorcu”™ 33 Plastic carded 39¢ rolls, 2" x 150". Simple, dozen 75¢ rolla of “Scorcun” 33 
Electrical ‘Tape, 2" x 150". Self-con self-contained wire rack, seta up on Plastic Electrical Tape, 4%" x 240 
tained back card folds easily into counter, hangson wall. Tape isnsealed, Self-contained back card folda easily 
place. protected in clear plastic blister into place 


The term “Soorcn”’ amd the plaid design are registered trademarks of Minnesota Mining and Mfg. Co., St. Paul 6, Mian. Kaport Gales Office 
99 Park Ave... New York 16. N.Y. In Canada: PO. Hoa 757. London. Ontarw 
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NOW BEING INTRODUCED 
FOR THE FIRST TIME 


EKCO 
STAINLESS 


IN LUSTROUS 


Latham 


PATTERN 








Famous Quality EKCO Stainless—The Ultimate In Simplicity 
And Distinctive Design. 


Graded, Fully Polished With a Lifetime Mirror Finish. 


@ Dining Room Quality At “Kitchen” Prices 


@ Designed And Priced For Hardware-House- 
wares Store Selling 


@ The Complete Line Consists of These Most 
Asked For Items: Six Open Stock Pieces, 
5 pc. Place Setting, 16 and 24 pc. Sets and 
A Beautiful Display 


@ Get Into This Highly Profitable Repeat 
Business Now! 


... the greatest name in housewares 


Ekco Products Company, Chicago 39, Illinois 
also available from EKCO Products Co., (Canada), Lid., Toronto, Canada 
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DAWN FINK 
(CURRENTLY CALCD 
Ogiuxe winx) 











line of decorator-approved bulbs that decorate with light 


General t lectric Coloram« Rulbs: Remember— Only G. E. Offers Your Customers FOUR 
PTR} ike | ; a eer, Delightful Pastel Colors to Choose From. 
('reate New interest in Home | ionting! 


iid Cc i. , +, ‘ ' 
increase Sales crease Profits, too 


Set up your store as headquarters for “home deco- 
rating with new G-E Coloramic Light’. An average 
living room may be redecorated with light with 
approximately $1.50 worth of these new G-E Color- 
amic Bulbs. With 47,.500.000 homes that’s a poten- SKY SL.UE SUN GOLD SPRING GREEN DAWN PINK 
tial market of $71,000,000 for living rooms alone. | 


[hese higher priced bulbs bring bigger profits, too! The smartest of bold, postery, colorful, brand new packag 


lurn the page to see what General Electric is doing ing helps make selling Casier.. . faster _ and in lareer units 


to help its retail outlets capture the lion's share of 
ELECTRIC 





this great market G E N F R A L 
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THE STRONGEST ADVERTISING SUPPORT 
EVER GIVEN ANY LIGHT BULB! 


NATIONAL MAGAZINE ADVERTISING 






OME: 
‘Look. ME 


In November, General Electric's big full color adver- 
tising campaign for Coloramic Bulbs will be loaded with 
sales dynamite—with the nation's leading magazines 
spreading the news! LIFE magazine, November 12, car- 
ries a full page ad. A 4-color , two-page spread will be 
in the November 13th LOOK. There are two half-page 
ads in the November BETTER HOMES & GARDENS, 
and another full-color ad in November AMERICAN 
HOME. This is only the beginning! More ads . 
of them... 








.. lots 
are scheduled for early 1957. 


SPECIAL COLORAMIC DISPLAYS 
ATTRACT ATTENTION . .. SELL BULBS! 





A whole array of colorful displays are available to es- 
tablish your store as headquarters for new G-E Color- 
amic Bulbs. These displays are for window and count- 
er. Special merchandising units, too. Free ad mats also 
available. 


IN 1956-57, IT'LL BE 
COLOR, COLOR, COLOR! 


And Dealers Who Stock and Sell G-E Coloramic Bulbs 
Will PROFIT! 


ORDER A GOOD SUPPLY TODAY! 


“AMERICAN 


TELEVISION COMMERCIALS ON 
“CHEYENNE” 
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cheyenne 


Twenty seven million viewers, on 117 stations, each 
week see G-E Bulb commercials on ‘““Cheyenne’’—Gen- 
eral Electric's new television show which rates third 
among all 1-hour dramas. Oct. 23rd, 30th and Nov. 
20th commercials will be on Coloramic Bulbs. Many 
more will follow. Take advantage of this powerful pre- 
selling! Stock up on G-E Coloramic Bulbs— plenty of 
each of the four colors—and watch your profits go up! 


G-E COLORAMIC BULBS ARE HIGHER 
PRICED, GREATER SERVICE BULBS with 
INCREASED PROFITS FOR YOU! 
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‘DAWN PINK*, SKY BLUE, 























List | List Price | List Price 
SPRING GREEN, SUN GOLD Price Each ‘per Carton| per Case | 
75 watt | 2% | $1.16 (4) | $6.96 (24) 
~ 100 watt 2 =| «21.16 (4) | 6.9% (24) | 
150 watt 324 | 1.92 (6) | 7.68 (24) | 
50/150M 3-lite 6% me 8.28 (12) 
(med.bese) =| od 
“DAWN PINK are currently called “Deluxe PINK” and are also 
available in these additional sizes — ] 
60 watt | 27¢ ea. | $1.08 (4) | $6.48 (24) | 
100 /300 894 es. | 10.68 (12)F | 
(mogul base) | | J 
25 watt "954 ea. | 1.50 (6) | 30.00 (120) 
(flameshaped, | | | 
50 GA 494 oa. | 2.94 (6) | 11.76 (24)t 
(decorative) | 
** Also in 120 case quantities tAlse in 60 case quantities 
Progress /s Our Most /mportant Product 
GENERAL @@ ELECTRIC 
Litho in U.S.A. 











320-6480 





Biggest Seller Everywhere 


because $heftield yperkp WZ 





is the ONE Aluminum Paint 


that dow the entire job 
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metal 
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ore coat 


SAIC AL 





HARDWARE AGE, NOVEMBER 8&8, 1956 37 














To replace broken panes: 


sell “PENNVERNON’’... 


not just “window glass” 











When Mr. “Do-It-Yourself” gets fin- 
ished switching from screens to win- 
dows on his sun porch, he’s going to 
have quite a large expanse of vlass 
and lots of chance for breakage. 
And that’s where you come in, The 
next time he comes to you for a pane 
of glass, sell him Pennvernon. And 
tell him all about Pennvernon’s fine 
Visional qualities 


Explain about Pennvernon » s¢- 








markably brilliant, reflective surface 
that resists accumulation of dust and 
dirt and is easy to clean. Show him 
that objects viewed through Penn- 
vernon retain their natural color. 
with the minimum of distortion. And 
last, but not least, describe the dis. 
tinctive Pennvernon label—tell him 
that it appears on every light of 
Pennvernon and say it stands for 


‘window glass at its best.” 


Pittsburgh Plate Glass Company 
has made available a variety of 
point-o! sale merchandising aids 
For complete information on how 
you may get your supply of these 
free sales helps, just contact youl 
nearest Pittsburgh branch or dis- 
tributor, or write Pittsburgh Plate 
Glass Company, Room 6390, 632 
Fort Duquesne Boulevard, Pitts 


burgh 22. Pennsvivania. 


Pennvernon Window Glass 





PAINTS GLASS 





IN CANADA: CANADIAN PITTSBURGH 
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CHEMICALS 





BRUSHES 
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PLASTICS 


Gtass& 
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INDUSTRIES LIMITED 
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A Kind of Insurance You Can't Buy 


In good times and in bad times—in times of 
prosperity or local emergencies, in wars or 
recessions—your wholesaler’s concern is always 
to provide you with a kind 
of insurance that protects your business inter- 
ests. 





basically the same: 








credit 
insurance or others protecting these phases of 


You no doubt have fire insurance, 


your business—but there are few policies which 
offer as much protection as the policy based on 
your business relationship with your wholesaler, 
He represents an insurance policy without a 
premium or cost to you. 











Specifically, your wholesaler provides you 





protection against unbalanced suppiy and 
demand, fluctuations in prices, delays in 


ping, too-heavy inventories, or extra overhead. 





ship- 


Your wholesaler’s pooled resources are in con- 





stant action to stabilize these factors that result 





in a protection for you that no other type of 
insurance policy can offer. 


It is important for you to consider the quality of 
the merchandise your wholesaler furnishes, and 
it is equally important to realize that his services, 
which are typical of wholesalers everywhere, 





include this type of protection policy that insures 





your fucure business growth and profit. 


Watch for other advertisements by Grabler on how your wholesaler helps you... 


Warehouses: 


New York ¢ Philadelphia 
Atlanta ¢ Pittsburgh 
Cincinnati * New Orleans 
Dallas ¢ Chicago * St. Louis 
Minneapolis ¢ Denver 

San Francisco * Los Angeles 





GRABLER 


Manutacturers of the Square “Gee” Line of Pipe Fittings 


The Grabler Manufacturing Co. 
6565 Broadway, Cleveland 5, Ohie 



















Strength “4 


WHERE IT COUNT 








Pick up a Bethlehem Bolt at random, 


any type of bolt, and you'll recognize 
it as a quality product. For Bethlehem 
Bolts have sturdy, easy-to-grip heads, 


straight shanks, smooth-fitting threads 
plus plenty of strength, where it 





aed a eed 


pETHCEHEN made in hundreds of types and sizes 


making it easy for your jobber to furn 


ish exactly what you need. How about 
calling him right now 


counts. 
What’s more, Bethlehem Bolts are 


Bethlehem Bolts Are Good Bolts 
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ACME STEEL 
CORRUGATED FASTENERS 


ambour fost sabes... fast prohle- 

















Do-it-yourself customers buy Acme Steel fo get your supply of these steady 
an! ” ' . _ . 
se Corrugated Fasteners as fast as the, selling profi builders contact your 
7. 
— ue n , jobber, an Acme Steel representative, 
—<Y cme Steel ¢ + astet 
ime i€ {ee orrur ated basteners are or the Acme Sreel Produc ts Division, 
” scientifically designed to join anything 
Dept. HAC-116, Acme Steel Company, 
made of wood quickly, easily and per 
/ 2840 Archer Avenue, Chicago 8, Illi 
manently, When the fastener is driven, , 
~ this angled corrugation pulls the wood nois. In Canada, Acme Steel Company 


of Canada, Led... 744 Warden Ave., To 
ronto 14, Ontario 


rorether to form a strong, long-lasting 
pome 














Self-service display carton bulids sales 


This new, attractive self-service counter display carton 

was developed to catch the customer's eye... to make more 
profits for you. Each carton contains ten individual boxes 
of 50 or 100 fasteners. Check the chart below for sizes and 
number of fasteners per box. Order your supply TODAY. 


Number of Corrugetions 
5 

















100 ) 
%” 100 50 of 100 100 
Corrugated Fasteners “A” 100 50 of 100 100 
are also packed in bulk in quantities ”" 100 50 of 100 100 
of 500 to a carton. %" 100 100 








HERE'S HOW THEY DRAW WOOD TIGHT 
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Now anyone can mask off spots in a jiffy 


and get a clean-cut profe ssional lookine job 
Behr-cat Maskine Tape comes in a handy 
dispenser box easy-to-grip and quick-to 


use. A quick pull against the built-iA cutter 
har tears off the fapeée at the desired le neth 
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Tie-in with the profitable 
interior painting season 


Move a colorful customer-catching display of Behr-cat 





Masking Tapes right into your paint and decorating dis- 
play counter. You'll attract an extra measure of profit 
by the tie-in. . . with your do-it-yourself as well as your 
professional customers. 

Make a special feature of the new Behr-cat Handy 
Grip Dispenser roll . . . nationally advertised, nationally 
preferred. Ask your jobber for full details, or write to 
Behr-Manning Co., Troy, N. Y., Dept. HA-1L1. 


efada Bete Va ng erada) Ltd . Grant 
; fxo ' Mert fen: Ma ‘ “4 es New @ hele & YF ; +a f 


BEHR-MANNING CO, 


aenepatives 


Binet MANNING, FH g'ed AB: ewve Na oe ‘ e he? 
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DO YOU KNOW THESE 6 SECRETS 


44 


1, 





OF BIGGER TACKER SALES? 


If you're not aware of all 6 of these vital selling 
points you're missing out on one of the biggest 
sales booms that's ever hit the hardware industry! 


ARE YOU AWARE that stapler and tacker sales have 
multiplied over 3 times in the past 5 years? in many 
alert stores they now account for more dollar volume than 
some of the best selling items, like electrical fixtures... 
power and hand tools... paints. Yes! There’s big money 
in gun tackers! 


Get the Story on the Giant Tacker 
Market in Arrow's Free Booklet! 


DO YOU KNOW why gun tackers are like razors? Simple! 
They eat staples the way a razor eats blades. Your really 
big money comes pouring in from the repeat sales of 
staples. Sell 500 tackers this year and you'll sell 5000 
boxes of staples. Sell 500 tackers again next year and 
you ll then sell 10,000 boxes of staples. And so it grows 
with no effort on your part! 


Learn the Secret of Repeat Sales... 
Get Arrow’'s Free Booklet! 


DO YOU KNOW the single, most important secret in 
selling tackers? it's how you display them! In test after 
test, dealers staple and tacker sales have multiplied up 
to 15 times by simple demonstration displays ...or dis: 
plays that tied in with do-it-yourself, related products like 
Reynolds aluminum insulation, Celotex ceiling tile, Chicopee 
fibergias screening, wire mesh, netting, etc. Learn these 
uses, plus the time, work and money-saving advantages of 
staple guns and you can't miss cornering the lion's share 
of the booming tacker market in your area! 


All Demonstrations and Displays are 
Shown in Arrow's Free Booklet! 


RATE YOURSELF ON USES! How many can you think 
of for staplers and tackers? Six...a dozen... two 
dozen? Or are you one of the smart dealers who know the 
hundreds of uses’? There's no limit to the market for 
staplers and tackers! In the home, business, industry, and 
store... carpenters, construction men, electricians, up 
holsterers...everybody who ever has to hammer a nail 
iS @ potential customer for staple guns! You'll be amazed 
by the mushrooming size of the booming tacker market! 


See Hundreds of more Uses in Arrow's 
Free Booklet! 





Yours Free! Get all the answers 


to these and dozens of other vital sell- 


24 page fact folder. It's a gold mine 


full 


snowball your gun tacker sales many 
times over! 


A SF A EE GEES Sees ee ERS ene cm 


DO YOU ASSUME all staplers and tackers are alike? 
Or are you aware that an independent hardware survey 
proves that Arrow far and away leads the industry! And no 
wonder... with Arrow’s tremendous, full profit line; pat- 
ented “can't jam” mechanism; superb construction advan- 
tages and tremendous national advertising in over 50 top 
national magazines! 


Every Important Selling Fact is in 
Arrow’'s Free Booklet! 


DID YOU KNOW that Arrow assures hardware dealer 
profits? ... That Arrow and only Arrow—protects you by 
refusing to sell any user direct. You're the backbone of 
Arrow’s business and we will never do business behind 
our backbone! Arrow sells only to the trade! 





Arrow Backs You Up Ali the Way— 
See How in Arrow’'s Free Booklet! 


SALES MANUAL | 
questions in Arrow's brand new 


of tips and secrets guaranteed to 


Mail 
this coupon 
_ today! 











ARROW FASTENER CO., INC., Dept. HA 116 | 


1 Junius Street, Brooklyn 12, N. Y. 
Dear Sirs: 

[} Rush me 
FIRM NAME 
ADDRESS... iiialaniiniaatenadiniaiansaaniitinis 


ciITY 


SIGNED BY. 


copies at once! 
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anon New 


For Your NRHA-Built Island Displays 





Convenient? Yes! Right for your store? Absolutely! 


This new Serve Yourself Bolt Tray and its contents 
overcomes every objection you ever had toward 
handling bolts and nuts. 


First, the trays fit the standard “islands” and other 
displays approved by NRHA. 


Second, the Serve Yourself Bolt Tray contains the 


= 





%, ary <n 
NRHA APPROVED 
DISPLAY 


% Carriage Bolts 

® Machine Bolts (small 
® Machine Bolts (large) 
% Cap Screws 

*% Stove Bolts 


Each assortment comes 
complete with a tray. Trays 
may also be purchased 
empty. Stands for holding 
four assortments are 


available. 


fastest selling items in the fastest selling sizes. 


Third, all products are brite plated for clean, easy 


handling and the nuts ore on! 


Fourth, there’s no price penalty for brite plating 
for all products come in small quantity cartons 
(10 to 50 pieces each) and are in stock at your 


distributors waiting for your order, 


ns he WAS ERS TSO IEA 


1971 West 85th Street - Cleveland 2, Ohio 


. , PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 
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There is a Difference 


In Polyethylene Pipe 


Throughout the thousands of products sold on today’s 
market, there are always a few that are better than 
their competitors. In polyethylene pipe, Southwestern 
is the “better” pipe. 


Just as in the tools you buy, be sure you look for 
quality in polyethylene. 


Southwestern Polyethylene pipe is extruded of virgin 
polyethylene, inspected and tested under careful 
supervision of plastic engineers, backed by one of 
the nation’s leading pipe manufacturers. When you 
buy Southwestern you know you are buying the best 
; when you sell Southwestern, you know its a 
product that will do the job better. 


SOLD ONLY THROUGH JOBBERS 


Write fer yeur nearest supplier. 


TENITE BUTYRATE 


POLYETHYLENE 


KRALASTIC 


PLASTIic PIPE CO, 
A Division of Texes Vitrified Pipe Ce. 


CHEM-WELDO 


PLASTIC PIPE 
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for the money 





Parker—-Today's greatest 
lawn sweeper value. 

A big-ticket item that will 
make money for you 

this spring, too. 


yy for the show 


Parker~—Easiest of all lawn 
sweepers to display. 

Site-sell features. Beautiful 
bright colors. A “must” 
item for spring showing. 





Parker—-Now packaged in a 
new one piece shipping- 

display carton. Completely 
assembled. Tighten two 
bolts and you're ready. 





4\.r0 GO 


Parker—-These sweepers will 
go—out of your store in 
surprising volume this spring. 
They get lawns ready for 
mowing—make a second big 
ticket sale item for 
every lawn. 


G 


In the spring, too, 
there’s a market for 


Pankon 


LAWN SWE ES we 






Parker Sweeper Co., Bechtle Ave., Springfield, Ohio 
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 @ CYCLE ENGINES 


ENGINES 


fora 
brighter 
protit-picture ES1GS because Lauson is BUILDING OVER A MILLION ENGINES in 1957! 
in 1957, EBIG because Lauson has SOLD OVER A MILLION ENGINES for 1957! 
specif 
- ad ES 1G because Lauson Engines will be on many 
Lauson BIG-Name BRANDS of power equipment! 
Engines 
S EBS1G because Lauson Engines have TEN Quality Features, 
on the each one of which is EXCLUSIVE with Lauson . . . ONLY with Lauson. 
ower 
of BIG IN YOUR PROFIT-PICTURE jecause only 
equipment Lauson Engines can deliver to your customers the finest in quick-starting, 
you buy! trouble-free, long-lasting performance! ... AND THEY COST NO MORE! 





AUSON ENGINE DIVISION 


TECUMSEH PRODUCTS COMPANY, NEW HOLSTEIN, WIS. 
Quality Leader of Small 4-Cyclie Engines ‘Since 1896 








,- — — - . — 


LAUSON’S FABULOUS PROGRESS 


This year, Lauson is making four times more engines than Unparalleled preference for Lauson Engines has been 
ever before! An entirely new plant has just been completed! shown by leading Original Equipment Manufacturers. 

Nothing —enestetery een dirs it hes been built before Such ore the factual results since Jan. | when ownership 
in the small-gasoline engine industry. passed from Hart-Carter Corp. to Tecumseh Products Co., 
Over |'A million dollars have been spent. Tecumseh, Mich., world's leading compressor manufacturer, 
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ee 


DROP IN ON US AT THE LAUSON ENGINE DISPLAY, BOOTHS 106-7-8, NATIONAL 
GARDEN SUPPLY DEALER SHOW, NAVY PIER, CHICAGO, NOVEMBER 18-20! 
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leads the field again 


195 





with 8 beautiful models 


... one for every lawn, every budget! 


I he vicatest prokit year In LAWN-BOY dealer history is com- 
ing up! New expanded line! A bushel of exclusive, sales 
making features! New accessories for profitable side-sales! 
AND tor 1957 ... LAWN-Boy, the world’s best and most 
advertised power mower, offers you even bigger and better 
promotions, more powerful local and national advertising. 
Get the full story from your LAWN-Boy jobber-salesman, 


hen order enough early enough! 





NEW FOR 1957! THE LAWN-BOY AUTOMOWER — simplest, most foolproof self-propelled mower yet! 


NEW EXCLUSIVE ACTIVATED PILOT WHEEL keeps LAWN-BOY level-cutting even on roughest lawns. 
FOR 1957 .. . FEATURES, FEATURES, FEATURES 


Opuonal Electric Starting—Lasy Cutting-Height Adjustment on AU LOMOWER—Safe 
Front-Discharge Chute on ALL Models—Sell-Lubricating Wheels—Plus all the well-known 


features that make LAWN-BoY the best of all power mowers 








LAWN-BOY 


Lamar, Missouri ¢ Division Outboard Marine Corporation 


Makers ol dehagoan and Evinrwde Ovtboard Motors 


In Canada: LAWN-Boy, Peterborough, Ontario 
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ELECTRIC 
COMET LANTERNS 


W in 3 viviv cotors 











LOCOMOTIVE 


BLACK! 


Clear globe, copperized fixtures 





C\eor 


PUT your sales figures in a better light NATIONALLY promoted in LIFE 
with colorful Dietz Comet Lanterns. magazine and American Toy Promo- 
tion. 


EYE-CATCHING colors make ’em sel! 


r 40 per cent discount. 
on sight. 


DISPLAYS, counter cards, ad mats, 


LOOKS like a real kerosene lantern. 
supplied to help you make extra 


Perfectly safe. Turn “wick handle” to 
, - h Comet profits. 


light. 

ADULTS like the Comet for use on the 
AMERICAN built. Rugged and practi- patio or a nite-lite. Height, 812 inches. 
cal, Uses standard bulbs and batteries. Packed 1 to display box. 





See your Dietz Distributor, or write direct / R. E. 


for literature and price information. 


DIETZ COMPANY 


j 108 Leavenworth Ave., Syracuse 1, N. Y. 
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This: 
Tenite tag 
tells your 
customers 
of pipe 
they can 
trust 









Tough pipe made of Tenite Polyethylene 





heips bring water where it's needed 








! 
rf 


‘ 


Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It's 
flexible and can be curved around obstructions. It's available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 


POLVETHYLENE water must be brought from one location to another 


an Eastman plastic Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
produce the actual pipe. This pipe carries the tag you see above, your customers’ 


guarantee that they're getting all the advantages of Tenite Polyethylene 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE 


HARDWARE AGE, NOVEMBER 8, 1956 51 











92 


‘‘We’ve handled nothing but 
...experience has proved that 


“I bought my first American Fence in 1903 and 
introduced steel fence to the farmers of this area. Sales 
of American Fence boomed in those days, and its 
popularity has increased through the years. I'm sell- 
ing more American Fence now than ever before.” 


says William J. Reynolds, 


Loogootee, Indiana 


Sixty-five years ago, young Bill Reynolds, aged 19, took 
a job in the M. J. Carnahan Hardware Store in Loogootee, 
Indiana. He’s still there, working every day. Of course, 
he’s owned the business now for almost 50 years—calls it 
the Reynolds Brooks Hardware-Lumber Company. 

Bill Reynolds has handled American Fence exclusively 
for 50-odd years, and is as closely associated with its 
quality and performance as anyone in the world today. 
He has stocked and sold approximately 450,000 rods of 
American Farm Fence. As one of the most experienced 
dealers in farm fencing materials in America, Mr. Reyn- 
olds has some pretty firm convictions about fence. Lend 
an ear. 





“Why have we handled nothing else but American Fence 
since 19037? Because our day-in, day-out, farm after farm ex- 
perience has proved it’s the best wire fence made; we advertise 
it that way. American Fence is its own best salesman.” 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRISUTORS 
TEMMESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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American Fence for 53 years 





it’s the best wire fence made’’ 
















— and he ought to know! 





‘“*‘American Fence is the answer to the ” 
f; , | es 8 anne 
armers problem .. . it is permanent, easy to 

install, requires no maintenance, won't decay, 

and it keeps the stock in the field.” 





Mr. Reynolds with his sons: William Reynolds, Jr., (left) who manages 
the hardware store, and L. D. Reynolds, manager of the lumber yard. 


cet 
emeegtnne 
ae 


DONABO NEALE AO) matey ti ae 


2 ear anee 
















‘ ~ an, cognet 
Paras a boy wma, el a Saal ov . 4 eevee ’ 
= ‘nda T soauel et ar. 
Ka oye anaes oF 
. * e . 
eoe0 7” 7 4 c une not? as > 
* tee 
aqgaes oe aearat™ 
eave overt? 4 » mvtete 
rere OE en en neem eo lOc 
onwe *Y one nt des : 
ce st ; ae ee 966+ 
wie e400 cusranenrs OOO = ae eh F : 
) oe 
' a te 
: An early invoice, dated 1903, showing the 
4 purchase of American Fence by the Carnahan 
; Co., Mr. Reynolds’ original employer. ' 
| ; 
| | 
ei | 
sé a . - — " | 
We have sold mors than 100 carloads of ps njitos ve or a as - 
American Fence—each totaling 40,000 pounds. pone, Oe be vevoant <* , ; > oo 
Hardly a week passes that we don't get a new . —— 2 rer om pane OOTe teas, cee 
: aman TF we eee 
customer, but most of our sales come from ; ‘ : —s dat 


=n — 


en 















Televised alternate weeks. Con- 
sult your lecal newspaper for 
time and station. 










repeat orders from old customers.” 
Czy AMERICAN FENCEZ 
Uss 
Pw WIRE PRODUCTS 
: U0 3.7 6 D > TaD FS... 68 Bagh 
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BUCH handles smoothly in selling. 


a “tug Buch spreads a wonderland of sales ideas for you with consumer tested colors, national 
po ee = , 
; advertising and a multitude of other exclusive Buch features. 
ae 
g) 7 Buch is quality guaranteed. Its new Lawn Mower handles are shaped for easy use — and 


for smoothness and bendability like so many other 
leading manufacturers of garden implements and 
tools, Buch selects Wheatland Electric Weld Steel 


en) ol 


Whistle while you work. Buch Deluxe Lown 












Cort with new lawn Mower Handle ond 


no-mark semi-pneumotic tires 









Spreading the color 
tiory! Buch Spread 





ers with the new 
“Sweep feed’ prin 





























ciple 
,' | ™ 
4 GY —_ j re 
‘ j i ye 
' Tee fats py tl 
' : ty } WI ys ‘i yh F ve iby J ih 4p 
Mie Maing 
All work and plenty of pay! 
When you corry Buch “SP” Barrows 
Sturdy, economical, with 3 cu. ft. trays 
New flexibie tubular steel undercarriage. ’ 
~— y H ? 
i) 47 ' , , 
h Nady r Wi ee 
th “ul wat tains alt fy ity 
For complete information on illustrations, write to Hh, | nA aly . ee 
icy! - os 
Buch Manufacturing Company, Elizabethtown, Penna. Le i ‘db he, 


and for smooth handling .. 


WHEATLAND ELECTRIC WELD STEEL TUBING 


WHEATLAND TUBE COMPANY 
BANKERS SECURITIES BLOG., PHILA. 7, PA. 
* MILLS: WHEATLAND, PA., DELAIR, N_J. 


BUCH MANUFACTURING CO., 
ELIZABETHTOWN, PA. 
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Quick- Commer’ 


GARDEN HOSE COUPLER 


Patent applied for 











No Moving Parts! Push To Connect 
Twist To Disconnect 











Made from 
1 doz. couplers displayed on Du Pont Zytel Nylon 


informative counter card 9” x 11” 





TILE CRAFTS 
qs 






4 PONT : 






om VY 






rue WEED 





Mode val DU PONT ZyTEL NYLON long we a . 
“ nething: to wear out. Guaranteed fo 









STILE CRAFT Mfg. oo. ' 1825 Macklind, St. ‘Lesle: 10, Mo. 


NOTE: MANUFACTURERS REPRESENTATIVE, SOME TERRITORY OPEN — WRITE US FOR DETAILS. 
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When you order 
for spring... 








*, ¢ , ere a eZ es : pose a ¥ a ae oll ’ ve os A ene ¥ eT, | | ia. ; 
; ip} = td A “et he Sion. 5 pn PR py ate hs yates aie Ae wine a é _* 


BLADE CLUTCH 4-WHEEL STABILITY 
Permits running the mow- Resists tipping on side 
er independently of cut- slopes up to 30%. Gives £0 


ting blade. greater a too. ina S in 5 I )] 0)) ey i TN) (OF | Tec @ all 
a. a LAWN MOWER 


Place your order early! 
The plain fact, gentlemen, is that here is a hot 
| item. Here is a wanted mower combining all the 
important features at a price $50 to $100 less than 
PHOHO ERR O HERE E EE HEE as eHeEEnEHEeHeesesenees cuetemnaiin aeineth So ner. Yea, toho & bia 8% ELP. 
engine—add a 24” cut, four speeds forward plus 
reverse, 4 wheels for stability, knee action front 
wheels—and price it at $259.50 retail plus freight 
—well, here’s volume in big ticket chunks. 
The Springfield riding lawn mower is one of those 
natural sellers. A full line of attachments, too, to 
upgrade your sales. Again we urge—order early! 
FOOT BRAKE ATTACHMENTS 
Foot pedal activates fric- Snow blade, cart, aerator, 


tion plates which contact roller, seeder, gang mow- 
rear wheels for fast stops. er, leaf pulverizer, 
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GUARANTEED TINES HANDLEBAR CLUTCH 















. J e ~~» a | Add them one atatimeto «+ Positive action with new 
NR raeae Gen Zo | | | till rows 74%”, 11", 14%", « fingertip lock and release, 
i/ oe f cq ris rn ” ” , , , , 
>) f (\J waui () | ( | ( )] 18”, 214%" wide. * Anew high in convenience, 
4 | ' , x 7 ;™ a it ic ,” Ac ; 4 ; ° 


ROTARY TILLER 


Name it—this tiller has it! 

3 h.p. engine... handle bar clutch... adjustable 
depth stake. And tines guaranteed for life! Yes, 
Springfield’s disc-tines are guaranteed against 
breakage—are removable individually without 
wrenches to permit tilling of wide or narrow rows 
—are self-sharpening and non-winding. 

If your customers have gardens, they will take 
a long look at the Springfield. And it’s priced right, 
too—only $134.50 retail plus freight and optional 
transport wheels. 





DEPTH STAKE . ATTACHMENTS 
Controls tilling depth and * Roller, aerator, cultivator, 
: PRODUCTS OF speed. Takes the “fight” + furrower, edger, extra 
QUICK MFG., INC., SPRINGFIELD, OHIO out of tilling. ; tiller tines. 
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Good! News! 


a Supplex Hose for 
Every Customer 


TIRE-CORD REINFORCED hose in a full range of sizes is the “good 
news” for 1957. Only Supplex gives you the complete quality line— 


.and Transparent and Opaque top quality traffic builders, at com- 
petitive prices, round out the Supplex profit picture for you. 


TIRE-CORD REINFORCED — will not burst —even if left in the hot sun 
under full pressure. Provide your customers with a better hose and 
solve your “returns” problem once and for all. 


[he exclusive “Mark of Quality”...Supplex Tire-Cord Reinforced 
Garden Hoses now have bright yellow vinyl sleeves at the couplings — 
another Supplex exclusive. Each sleeve is marked with the hose length 
and the “Supplex” trade-mark—a permanent “Mark of Quality.” 

SPARKLING TRANSPARENT ~— non-reinforced—two different diameters 


but top Supplex quality. Also opaque low priced traffic builders to 
meet chain store competition, yet backed by the famous "Supplex” name. 


You can't offer better values...and we help you sell with big adver- 
tising and promotions that pre-sell your customers. 


Check over the line and order your Supplex Hose stock now, Profit 
with Supplex through 1957, 


SuppL_ex Company, Garwood, N. J., Division of American Hard 
Rubber Company. 











Tive-Cord Reinforced Tire-Cord Reintorced Non-Reinforced 
Garden Hose Garden Hose Garden Hose 
Won't burst even if left Packed on Storage Reel Finest quality traffic 


in hot sun under full 
water pressure. Full 
range sizes and lengths 


58 


for easier handling 
quicker sale. 4-Ply hose 
tough and burst-proof. 


builders in Yo” 1. 0. and 
7/i6° 1.0. at real tow 
prices with full profit 
margins. 







O 


at-1 7/16” 3-Ply 
50 ft. $5 os scheme 
Aiso 275 ft. and 75 #1 


AT-5S %” 1.0..3-Ply 
50 ft. $13.50 retaii* 
Aiso 25 ft., 75 ft. and 200 ft 





THE NEW SUPPLEX LINE 
VISIBLE TIRE-CORD REINFORCED 


Your customers can see it won't Durst 


O 


RT-3 4% 3-Ply 
50 ft. $6 4 retail*® 
Aiso 25 ft. and 75 ft 





RT-7 %&”" 1.0.~3Ply 
50 ft. $16.98 retail* 
Also 25 ft.. 75 ft. and 200 ft. 









TIRE-CORD REINFORCED 


Opaque Outer Jacket” 
for professional users 


O 


RS-15 %” 3Ply 
50 ft S12 Ad retail* 
Aiso 25 ft., 75 ft. and 200 ft 


O 


RS-17 4%” Ply 
50 ft. 15 A retail® 
Aliso 25 ft., 75 ft. and 200 ft 


0 


Look 


in your Supp 





* 





your Supplex 


mulate 


Flexible Sprinkier 
Best Seller of Ail 
Test after test proves 
that dollar for dollar it 
out-pertorms ali others 


tons * pays 100% of 


tising up to the 
“dollars” you accu 


* Except non rev 


NON-REINFORCED VINYL 


Economical quality leaders 
both transparent and opaque. 


3 


NT-32 4061.0 
50 ft. $3.98 Suggested Retail 
Aiso 25 ft. and 500 ft. 


ys “a t . 
[/ \ 
a 
NT-33 Vo" 1.0 


50 ft. $6.49 Suggested Retai! 
Aliso 25 ft. and 75 ft. 





NS-41 7/16" 1.0 
50 ft. $3.95 Suggested Retail 
Aiso 25 ft 





RS-23 4" |.D.—4?Ply 
Packed on fle Reel 


50 ft. $9.50 retail *® 
Aiso 25 ft. and 75 ft 


Fair Traded in States where legal 


for the AD-DOLLAR 


lex Car- 


adver 





forced Mose 





Spray Soaker 
for Deep Watering 
Designed for foundation 
plantings. garden rows, 
etc. Virgin vinyl tube 
sprays upward to cower 
entire root system. 
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/, MILLION “SALESMEN” 
push the 


semen sorte SHODCOC LINE 


Yes, sir! There are over 2% million Seymour Smith “Snap-Cut” 
pruners in use today. And, because of their outstanding, efficient 
performance, everyone is a salesman for you in selling the “Snap- 


Cut” Line. 
<$nep (ut Garden Shears 


for All Pruning and Trimming 


This gives you the magic name “Snap-Cut” on each of the Garden 
Shears below—and puts those 2% million “salesmen” to work for 
you to speed sales. 















The famous 


Snap Gc 


Pruner known to 
millions for qual.- 
ity. Out-cuts and 











out-lasts any NEW 

other pruner. #1207 

#119-8” $2.95 Grose oere 

Other “Snap-Cut” = n ite attest 
pruners $2.19 to with plastic ) Tension bar automatically 
$4.25 grips holds precision-edged, hol 


low ground blades at cor- 
rect tension. Tougher the 
grass, the greater the ten 
sion. Hence smooth, easy 
cutting. Plastic grips are 
wonderfully comfortable, 




















y149 aye ae 
Long handied 





#1312 #575 
Tree Pruner “Stand-up” 
pruner $7.25 Grass Shears 
$6.00 retail $4.75 YS 
retail with #1300 retail 
saw blade 
attachment 
$8.75 
4154-9” ) NEW 
Hedge Shears 
74.95 
retail Fasiest-cutting hedge 


shears ever! Precision. 
edged, hollow ground 
blades, plus exclusive 
spring steel shock absorber 
and blade tensioner are 


Here’s the famous For dead 


“Snap-Cut” blade and 
anvil principle applied 
to a iong handled 
pruner with the fine re- 
sults you’d expect. 
Sharp cutting blade is 
alloy steel, handles are 


removing 
branches, thinning out 
trees, removing 
branches that interfere 
with gutters, eaves, 
electric wires, etc. 
Comes in two 6’ jointed 
sections, easy to assem- 


No stooping, no bend- 
ing. Shears roll 
smoothly on two large 
wheels. Simple 
‘squeeze’ action on 
handles operates sharp, 
clean cutting blades. 


strong selling features of 
these fine “Snap-Cut”’ 
hedge shears. 


select ash with long, 
steel ferules. Light- 
weight, yet cuts up to 
1%” limbs. 


ble. Rope operated 
blade cuts cleanly. Saw 
attachment is easy to 
install. 





Think 


Dealer, 
Shears, “Snap-Cut” 
and “Snap-Cut” Tree Pruners in addition to “Snap-Cut” 
Pruning Shears. Our increased sales show it paid off for 
those who did last season. 


now, Mr. in terms of “Snap-Cut” Grass 


Hedge Shears, “Snap-Cut” Loppers 


It's a snap with 








Snap Ot 


Garden Shears 





Seymour Smitx 
Swace 7850 


SEYMOUR SMITH & SON, INC. 
2711 Main St., Oakville, Conn. 
105 Dwuene St., 





Soles Representatives: Joha 1. Grohem Ceo., Inc., New York 8, N.Y. 
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farmer needs fence, 


SRAND 


That's. because distinct brand identification 
combined with quality reputation, helps make 
RED BRAND sell itself. Farmers recognize 
it on sight, hear and see the name everywhere 
ask for it by name from dealers 

The farmer associates RED BRAND ad 
vertising with a product that costs him less 
because it lasts longer He knows only RED 
BRAND is Galvannealed” against rust if 
has zinc locked on the steel wire 

Trends in farming require more fence for 
larger, better equipped farms, for -better use 
of pastures, for fencing in “Soil Bank’’ acres 
and stretching thousands of miles of fence 
along new: highways. Get set for this market 
by selling the fence the farmer knows best 

Powerful Keystone advertising never lets up 
in keeping the nameof RED BRAND out front 


9 £- Eee), i ee 8 8 2 er. ee a 


The Only Fence Line 
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COMPANY: Peoria 7, 


Magazine Advertising. ( olor ads in major 
national and state farm papers distinctly iden 
tify the product, help sell fence by: showinys 
how RED BRAND can bumtl. cemlemrilaiimilliiac 
profitably 


af lelleme tale ae 2 Intensive radio coverage 
and now television. conducted by farm dire 


tors. bring the REL) BRAND story to million 


Practical Land Use. Viaterials on 
soil and livestock practices 


going to many 
thousands of farmers, build sales by showing 
how Rie) BRAND can be used to cut costs 
and boost profits 

And Keystone is constantly at work devel 
oping néw merchandising pieces that will help 


you sell RED BRAND 


lilinois 


that Sells on Sight! 











Your customers save money with this 


TWIN PAK '/ PRICE SALE 


Customer buys one 51/2 oz. can of GOOD-AIRE for Kitchen 



















AT REGULAR PRICE. . . 986 
—gets second for Bathroom “i 
AT HALF PRICE!. . . . 496 e. 
TOTAL $1.96 Value . . . . . ONLY $1.47 a 
Deal No. 2720 % a % 
Price $12.00 per doz. ® a DA | 
Packed 12 Twin Paks to shipping case. i a i a 
$] SPECIAL | $447 
| Naas 09 lame /for & ge 





,oOOCrdairt Sal ». a oaors ‘as? 


NOW BUILD YOUR PROFITS 
WITH THESE 
TWO SALES-PRODUCING OFFERS 


<x) (good aire 


AIR REFRESHER 


J ¥ 





Your customers 
save money with this 


50‘-SAVING OFFER! 


Large 12 oz. can of GOOD-AIRE reg. $1.89— 
SALE PRICED for quick turnover .. . $1.39! 
Deal No. 1820 
Price $11.20 
Packed 12 to shipping case. 


SUPPLIES LIMITED! STOCK UP NOW! PEAK SELLING SEASON AHEAD! 
Indoor living steps up demand for GOOD-AIRE 
Just a quick spray gets rid of unpleasant indoor odors fast 


Nationally advertised--GOOD.-AIRE has high consumer 


acceptance! 





Subject to change without notice 


® 
Bikdgqoots — erioGerort BRASS COMPANY 
‘ BRIDGEPORT 2, CONNECTICUT 
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So you've tried playing 
the Lawn Mower field across why play the field? 
the board ...and you've 
ended up with a bunch of 


“also rans.’ 


That kind of gamble 
really didn't pay off, did it? 


Here's a tip from the 
smart boys... put your 
money on the real champion 

watch the long line of 
RUGG-ED mowers romp e Ort XO 
home, your sales and profit ) , 
winners all season long. 


v) 
Call your jobber today | fa 
for the RUGG mower dope- te 
sheet... satisfy yourself that 4, 
RUGG is your best bet for Cuan 
a fast start and a strong fi iG 
finish. If you prefer, write rhe y of 
ie 





direct to: 
FLASH! Original Vac-U-Lift 
Ring puts Rugg Rotary 
Mowers in winner's circle! 
Creates suction that pulls 
grass straight up for clean 

COMPANY cutting .. . then whirls the 
cuttings around to chop 
them into a fine mulch. 


THE E. fT. 





NEWARK, OHIO 


Manufacturers Since 1883 
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There’s power in this end, too! 


Electric drill power isn’t all in the motor. 
There's another kind of power just as 
important to the user in the business end of 
it portable electric drill. It’s the gripping 
power that has to be in the chuck, particularly 
when you are selling sanding and screwdriver 
attachments that must be chucked on the drill. 

Take the drill shown here. It is equipped 
with a Jacobs Model 6141 Rubber-Flex Hex- 
Key Chuck. You cannot sell a more powerful 
grip On a portable electric tool, It is compact, 
lightweight, easy to operate. Sell the drill and 
sell the chuck. Jacobs is a name men go buy! 


This Jacobs Hex-Key Chuck looks different 
because it 7s different. A quarter turn ofa 
standard Allen key produces tremendous hold- 
ing power. It actually 
produces a gripping 
leverage ratio of 1000 
to 1! Another quarter 
turn easily releases the 
twist drill. 





Reg. U.S. Pat. Off 


The Jacobs Manufacturing Company 


West Hartford 10, Connecticut 
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Even without this famous guarantee 


: Coputhe 
= 
would still be the 


World’s Most Popular 
Pipe Wrench 


..- easiest to sell= 
millions of users know 
it out-performs, 
out-lasts all others! 





























this Housing ever, 
Breaks or Distorts we 
will replace it Free. 




















It’s the “Rifai” name that 
guarantees your customers every- 
thing they want in a pipe wrench 

instant bite on the pipe, instant 
let-go—it can’t lock, assured by 
patented hookjaw suspension .. . 
handy pipe scale, easy-spin 
adjusting nut, comfort-grip 


You get faster turnover [-beam handle... and every one 


and more profit from 
all RIZID Pipe Tools. 


factory-tested before shipment! 
Order today from your Supply 
House! 


"Threaded Pipe — 
it's Tight — 

it's Best — 

Costs Less” 


4P Die Stock, 
2%" te 4°” 


» 





Pipe Cutt Power Drive 


The Ridge Tool Company: Elyria, Ohio, U.S.A. 
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The Top Quality Steel in a | How tO gross all 


ne WP «EXTRA ‘2402" 
yearly . 


EAS sat 
RENT\ ==: 


ewer 








— without il 
to the blade! 


It's not recommended practice, 
but in capable hands a Camillus 
pocket knife like the “Whittler” 
(style #72 above) can shave the 
threads from a Y2-inch carriage 


bolt — without damaging its high- Promote Holt rentals and 


carbon, custom-made steel blade. 


Such demonstrable quality features of famous related sales with this compact display 


Camillus knives have been cutting a choice share of 
the pocket knife business for dealers since 1876, This Table below shows average yearly income of $2402.00 
quality product is backed by an aggressive program 
of advertising and free dealer sales aids (displays, 
banners, streamers, newspaper mats, folders and | 
catalogs) that really makes Camillus sell... and sell | 
3+ a full 40% profit for youl | 





from renting Holt floor equipment, and sales of related 
items in 1,099 paint stores. You may even better this 
figure by proper placement of board. 





Rentals Mdse. Total 
Sander and Edger $536.00 $1,275.00 $1,811.00 
FREE—Attractive Display Polisher 187.00 83.00 270.00 
Case 256-24 | Spinner 137.00 184.00 321.00 
Gloss-front pone! with limed ook & $860.00 $1,542.00 $2,402.00 
trons displays24 knives. each identi ! 
fled by number and price, with all Display board fits into 3’x5’ space, builds store traffic, 
Tetel SMe ela Fi’ nio locked store e . , , . 
ee as increases sales of repeat items like sandpaper, wax, paint, 
mparimen ~a5e¢ oT can be veed as : ‘ ‘ , 
window display | ete. It is designed to display full rental line, plus other 


items, and you can “make-it-yourself” for a material cost 
of only $19.00—we furnish easy-to-follow instructions. 


Now is the time to get in on this profitable rental busi- 
ness. Ask your Holt distributor for display board instruc- 
tion sheet, and full details on our money-making rental 


For information | plan, or write to Dept. P11. 


write Dept. H.A. 


CAMILLUS 


CUTLERY COMPANY 
Camitivs, MN. Y, 


America's “Most Wanted” Knife——A Product 
of Fine American Craftsmanship Since 1876. 


23 
SALES AND SERVICE CENTERS IN MAJOR CITIES 


eH (eye Me MANUFACTURING CO. 


| 669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Nework 8, N. J. 


' 
; 
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3, BEE-LINE FOR \/LINE! 








NEW MILLERS FALLS V-LINE HAND TOOLS PROVE 
OUTSTANDING PROFIT MAKERS FOR DEALERS EVERYWHERE 








aa 
. = af 


Displey Cerds, in same 
block, red, and yellow of 
the Merchandising Unit, tell 
customers that you carry this 
nationally known brand 

Millers Falls V-Line Tools 





Consumer Cateleg, in 
V-lLine color scheme, pic 
tures and describes entire 
ine. Mokes on ottractive 
counter giveaway, of con be 
folded and mailed 


FREE SALES AIDS help to promote your 
store, increase your sales of V-line tools 





Pressure-Sensitive Decals 
ore eye-catching reminders 
to buy V-Line tools from 
you Some small, some large, 
just press them into place 
on windows, doors, walls 








Radio Commercials, brief 
but convincing, get the V 
Line message to mass audi 
ence at low cost. Three one 
minute scripts ovoiloble 








Newspeper Ad Mats, on 
each of the 25 most popular 
V-Line teols. Provide on 
easy, eflective woy to ad 
vertise both the V-Line ond 
your store. 





TV Announcements offer 
the most dramatic form of 
advertising available today 
Three one minute scripts are 
available, to vse on your 
local stations 








FOR WALUE AND \/OLUME.. .IT’S 


HARDWARE AGE, NOVEMBER 8&8, 1956 


\V-LINE 


Introduced only a short time ago, V-Line 
tools are winning acceptance rapidly. Cus 
tomers appreciate V-Line value — profes 
sional quality tools at popular prices. And 
dealers recognize the superior advantages of 
V-Line merchandising for volume and profits 
in today's mass-market selling. 

The compact, colorful (black, red, and 
yellow), V-Line Merchandising Unit, shown 
above, effectively displays for impulse buying 
an assortment representing 75°% of all hand 
tool sales. And each V-Line tool is of tradi 
tional Millers Falls quality, and selected for 
utms customer appeal and fast turnover. 

As so many others are doing, let V-Line be 
the heart of your hand tool department, Full 
details may be obtained trom your jobber, 
or write direct 


MILLERS FALLS COMPANY 
Dept. HA-17 


Greenfield, Massachusetts 
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‘THERMOS’ CELEBRATES ITS 


THERMOS. 


ICE CHESTS AND 
OUTING JUGS 


ANNIVERSARY WITH THIS EXCITING NEW LINE 








extra-thick insulation 
for top efficiency 





Dramatic, eye-catching new designs! dipped galvanized interiors —won’t 


Deep-drawn, heavy-gauge steel con- rust. Jugs have double-coated white 
struction with lustrous two-tone green porcelain on steel interiors—acid re- 
baked enamel finish. Chests have hot- sistant. Wide range of capacities. 
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I like being next door to Sears 


Here’s what I vain: 


I. More store traffic built up by Sears name and promotions 


2. More volume through sales made when Sears is out of 
merchandise 


3. More shopping both stores so customers know my prices are 
com petitive 


Would a store location near a big chain store frighten you? 

It shouldn't. 

There are many reasons why. 

Here are the reactions of a dealer who defied the tradition that the little 
man cannot survive close to a big chain outlet. 

To the contrary, this dealer firmly believes that the best place to locate for 
steady traffic is as near as possible to one of these retail giants. 

William G. Loomis, general manager of Cartwright Hardware Co., Santa Fe, 
N. M., explains why he chose to buy a hardware store which sold out when 
Sears bought the adjacent building. 


Here are some of his surprising answers: 


Question? 


Can you name some of the more important advantages many dealers overlook 


" 


in being next door to a chain store such as Sears 


Answer 


“It is truly unfortunate,”” Mr. Loomis said, “that hardware dealers who could 
be next door to stores like Sears can’t see the many advantages such as 

“1. Big chains always draw traffic, so our traffic has been heavy 

“2 Their numerous sales events increase traffic still more in our store 


(Continued (iri next page 
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“3. Customers shop us to compare our merchandise and prices with Sears’. 

“4. Sears’ salespeople send us many customers for items they do not carry. 

"5. Since we are right next door, we are almost like a department of Sears’. 
And we are often confused as such by customers. 

“6. It (Sears) provides a convenient, large, free parking lot next to our store. 

“7. With Sears on one side, and the First National Bank on the other, we get 
more tratfic than any amount of advertising could bring in.”’ 


Question? 


Can you compete with Sears’ services, such as credit? 


Answer 


“Our services are just about the same as Sears’ except that we feel we have 
a better personal contact with our customers. 

“Our salespeople sell in every department. They stay with a sale from start 
to finish, regardiess of the kind of merchandise involved. 

“We offer many ways to buy: cash, layaway, our own budget plan, 30-day open 
account, and a GMAC plan for time payments up to 24 months equals just about 
any type of credit plan Sears can offer.” 


Question? 


What about price competition” 


Answer 


“Well, Sears is known for price specials on private brand goods 


“We have found it pays to constantly promote our own specials with advertis- 









Qi iiistnccccccccccsccse 
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Here are the two stores, a Sears store 
and right next to it the hardware store 
that a dealer deliberately bought to reap 
the benefits of doing business in the 


I )«6same atmosphere of a bie chain operator 


ing and strong store displays to convince our customers that our prices are right 
in line with competition. 

“Our advertising last year amounted to over 1% percent of total volume, plus 
additional dollars contributed by our suppliers as their share.” 


Question? 


If you run a lot of price specials, does this mean you short cut name-brand 
lines ? 


Answer 


“Oh, no. We feature and promote dozens of nationally advertised lines. Actu- 
ally it is Sears who may be short on selection of branded items. 

“It would be foolish not to take full advantage of manufacturer's advertising 
and promotional programs which build up a sizable pre-sold market.” 


Question? 


What departments do you feature? 


Answer 


“Aside from regula: housewares and hardware staples, we feature light fix- 
tures and go heavy on electrical needs. We have a plumbing counter, china depart- 
ment, major and traffic appliances, giftware, power tools, lawn and garden sup 


plies, and fireplace accessories.’ 


Question? 


Have you any special system to control staple items in order not to lose sales 
to Sears in those lines? 


Answer 


“Yes. All merchandise is grouped by department, such as plumbing and elec- 
trical supplies. 

“Basic items have been selected and placed in permanent bins which are 
ticketed with item name, number, price and minimum quantities. 

“These staple stocks are inventoried each month and reordered to bring quan- 
tities up to our established minimum levels. And quantities are regularly 
adjusted as turnover rates change.” 


To sum if up 


Being located next to a chain outlet can be an advantage. But to get all the 
advantages of traffic, you must be able to appeal to this traffic through being as 
price competitive as your big neighbor does through advertising and display. 

You must keep on top of your staple lines to prevent outs. Remember, chains 
are strong on stock control and basic stock level maintenance. 
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Do-it-yourself classes 
attract more customers 


A West Coast firm attracts customers with in-store classes 


in home maintenance, repair and alteration work. Par- 


ticipants are encouraged to visit store next day for an 


outline of each lesson 


Know-how and show-how are ef 
fective store traffic builders as do- 
it-yourself fans need instructions 
in many of their efforts. 

To attract more do-it-yourself 
fans to the store, Builders Em. 
porium in Van Nuys, Calif., spon- 
sors once-a-week classes at the 
store from September through 


July. These classes have been op 
erated each Tuesday night from 
7 to 8:30 excepting for the month 
of August for three years. 

Sessions are confined to instruc. 
tion periods and do not give cus- 
tomer-students time to go through 
the store. 


The instructor reminds partic- 


Myron Ronne, right, explains operation of anti-syphon valve to several mem 
bers of class. 
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ipants that a summary of the 
evening's lesson may be obtained 
the next day in the store. This 
insures the firm that students wil! 
in most instances make at least 
one visit to the store after each 
class. 

When a plumbing class is held, 
the outline has to be obtained in 
the plumbing department. 

Classes are held in the firm’s 
conference room. 

Plumbing classes are conducted 
by Myron Ronne, a partner in 
another hardware store in a near- 
by community. He also serves as 
instructor in plumbing courses in 
a local junior college. 

Each class attracts a minimum 
of 15 or 16. Some classes have as 
many as 30 in attendance. 

A recent class in how to instal! 
a lawn sprinkling system included 
information on the advantages of 
uniform distribution of water and 
told how to prepare the lawn for 
feeder pipe. 

How to attach the system to the 
high pressure side of water supply 
and the use and function of the 
anti-syphon valve were demon 
strated. 
were told of the 
types of fittings and their use, the 
types of sprinkler heads and their 
adjustment and maintenance prob- 
lems in connection with sprinkler 


Part icipants 


systems. 

When instruction was given in 
the installation of a lawn and gar- 
den sprinkler system the lesson 
opened with an explanation of city 
code requirements. 

Mr. Ronne explained, for ex- 
ample, that according to the city 
code, a l-in. pipe at the meter can 
be dropped to the next pipe size 
If, however, there’s a three-quar- 
ter-inch pipe at the meter, a 
householder is required to install 
a parallel line. 

Mr. Ronne uses a mock-up of 
actual pipe and fittings to show 
the class how to cut into the line, 
use nipples, “t’s” and unions to 
make an installation. He tells the 
class about proper spacing of 
sprinkler heads, based on the 
pressure, and what agencies to 
contact to determine the pressure 
in the areas in which the custom 
er-students live. 


(Continued ov page 104) 
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How to beat the shopping centers 


A single unit hardware store can compete against shopping centers with glamor 


displays of merchandise on modern fixtures; with customer conveniences 


such as wide aisles, self-service, ample parking area. Read how a dealer 


in Milwaukee is meeting the challenge of shopping center competition 


Sweecn 7 ’ 
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on a scale 


built 
size, glamor, convenience, park- 


(an an individual store be 
to compare in 
ing area and traffic attraction with a multi-unit 
shopping center? 
Holt, 


Lumber C« 


the ultra modern 
Milwaukee, is 


Graham manager of 


Holt 
ing it 


store in try 


_ 


His venture is the talk of retailing circles in 
that 
centers 


city where three large scale shopping 


are now in operation, and with three 


more to be opened within one year, 
suilt on a seven-acre tract eight miles north 
east of downtown Milwaukee, on Highway 100 


uston ers with this hard. y 
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ve that cf” 


at W. Silver Spring Rd., the new Holt building- 
needs center has plenty of glamor with its glass 
front, post and beam redwood construction, a 
1 x 
model 


id) x 100 ft self service hardware atore, a 
100 ft self 
home. 


service lumber store and a 
It has a 70-car parking lot for customers of 

the retail store, and it separate 25-car parking 

lot for building contractors 

Formerly located in a congested area of Mil- 

waukee, the building-needs store was operated 

as Pine Lumber Co. 


Mr. Holt analyzed Milwaukee's fast develop 


mpetes with a shopping center location, 


Hott 
umber Inc. 
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ing outer areas and drew plans for his own 
modern building-needs center and opened it on 
May 25 and 26. 

Newspaper photographic coverage was al- 
most unparalleled in Milwaukee, for this store 
was publicized as setting the pace in Milwaukee 
County for individual store expansion in com 
petition with large shopping centers. 

The redwood beams which are cantilevered 
to support an exterior overhang sheltering a 
six foot wide sidewalk along the length of the 
two Holt stores are 10 by 24 in. 

There is a large amount of %-inch thick 
plate glass on the front exterior, which makes a 
daylight store and adds to stock visibility. 

Light red stone and redwood are also used 
in the front. 


(Continued ) 


Rear and side walls of the store have water- 
proof plywood outside, 2 x 4-in. studding, four 
inches of insulation and one inch redwood 
planking faces the interior of the store. 

Instead of redwood planking on one end of 
the hardware store there is knotty pine. 

The greatest height of the new building is 
in the hardware store, display glamor spot of 
the entire business. Here the roof is 28 ft at 
its high point and 14 ft at the low end. 

The store has a built-up roof with marble 
chips eight inches thick. There are four inches 
of insulation below the roof decking. 

Facing the inside of the hardware store is 
3 x 6-in. redwood, with one coat of gray stain 
and one coat of waterproofing. 

The high area of the middle roof section 


Follow the area from the sweeping interior view below to the floor plan on the opposite page. 


View helow shows store fram latt ta right rs 













cony, on 
treme left 
floor plan 


This is how the store 
looks from the boa! 


opposite page. Note 
the wide aisles and 
distinctive 








planking, 6 


per 100 ft of paneling. 
new store sell lumber. 


gives a feeling of spaciousness and grandeur 
to the store, enhanced by the huge redwood 
beams. 


One wall of the hardware store has redwood 
Rand 10 in. wide 
Every wall sample of wood quotes the price 


Thus the walls of the 


The floor in the hardware store is a viny! 
tile, in 9 x 9 in. Squares, 
Near the store service desk and the self ser- 


vice counter, a sturdy and yet unique stairway 


leads to a suite of balcony offices. This stairs. 
made of 3 x 14-in. red fir planks and 3 x 6-in. 
birch railing, is entirely supported by iron rods 
from the top of stairs to the roof. Pieces of 
%4-in. black pipe hold the stair levels apart and 





The store layout plan was also changed alter 
the first week. A 4-ft cross aisle faces the front 
windows, so customers do not have so far to 
walk before getting to the center of the store 

Also, the store’s Home 
four display 
was moved from one end of the 


Building Center, con 
sisting of units of plan books 
literature, ete. 
store to the athens end. 

These latter fixtures, constructed at the store 
by Mr. Holt’s men, are eight feet long, are tri 
angular shaped, four feet wide at bottom and 
two feet wide at top. They are constructed of 
one-inch pine and brown perforated board 

Sectional identification signs for these home 
building units were purchased from a Milwau 
kee display firm. 


Aisles in the store are 54% ft wide. Mr. Holt 
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This is how the departments are arranged in this modern hardware store 


serve as bracing. With such stairs, visibility 
on the other side is clear, and the structure 
interferes very little with the lighting scheme. 

Allen Wallsworth, Marinette, Wis., architect 
took Mr. Holt’s ideas and translated them into 
this modern store. All metal adjustable fix- 
tures, made by the Bulman Co., Grand Rapids, 
Mich., are used. They come in 4 x 4-ft units. 
Mr. Holt uses as many as six of these 4 x 4-ft 
units end on end in some locations, and then 
places one foot streamlined additions on each 
end. The wall fixtures are also metal and fur- 
nished by the same company. 

James E. Hoffman, store manager, reports 
that since opening day, he and his staff have 
found that better display is given paint brushes 


on the wall section and some other merchan- 


dise by tilting the display shelves. 
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says wide aisles 
like this to preserve 
from one section to another, 
days. 

The lighting system, making a daylight store 
possible no matter what the weather, cost $15, 
000. There are 12 banks of instant starter 
fluorescent lighting units in the hardware store, 
making a total of 96, 80 watt, & ft tubes in all 
There are 40 of them ad- 
justable. of each spot is 150 
watts. 

In addition to this lighting, there is a con 
tinuous fluorescent lighting strip hidden behind 
a 2 x 10-in. redwood plank which runs the en- 
tire length of a wall. Across one wall, a knotty 
pine plank of the same dimension screens con- 
tinuous strip lighting. This screened lighting 


are necessary in a roomy store 
the easy flow of traffic 
especially on busy 


also 56 spotlights, 


Candle power 
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Customers help themselves of the self service counter. 


highlights merchandise and upper wall area 
alike. 

“This lighting is definitely of 
yreat value to us on many dark days and on 
Friday evenings when we are open until 9 
p-m.,”’ says Mr. Holt. “It draws additional traf- 
fic,” 


tremendous 


As customers enter this hardware store, they 
see first a rock warden with water fountain and 
plants. Red fir plywood facing is used for part 
of the area. Self service signs are also visible 
here and housewares items are shown in this 
important spot. 

At the time, through newspaper, 
radio and television ads, Mr. Holt is trying to 
build women customer traffic. 

Recent checks indicate that 30 percent of the 
store traffic in the hardware section is women. 

Mrs. Holt is planning to build gift and floral 
item sales, too, and will try small stocks of 
various decorative items to check on their turn- 
over rate with the women trade. 

“We realize that while we can easily get the 


present 


men for our self service building supplies sec- 
tion much of our promotion needs to be slanted 
toward women,” reports Mr. Holt. 

Next spring, the Holts will have a front area 
patio for the display of garden supplies, includ- 
ing mowers and fertilizer, as well as barbecue 
erills. The patio will have a green plastic roof 


This feature is 
many women as 


and will be lighted at night. 
expected to attract 


men. 


well as 


Store hours are 8 to 5, with the exception of 
Friday when the hours extend to 9 p.m. Satur- 
day hours are from 8 a.m. to 1 p.m 

Heavy week-day traffic is from 3 p.m. Friday 
until closing, while Saturday morning traffic 
is still heavier, especially about 10 a.m. 

ight 
store and service counter area. 
staggered 
week 


people are employed in the 
There are no 
hours. Employees work a 48-hour 

Orders come from wholesalers twice a week 
and items are immediately priced and put on 
display. The pricing system is cost, plus per- 
There is stock control, for W hich ra | 


loose-leaf system is employed. 


centage. 


Department sales are coded on the cash reg- 
ister. The service desk has an approach for 
use of hardware store customers, while lumber 


customers are served through another ap- 
proach. Contractors also have a special service 
desk area to handle their needs 

Throughout the lumber and hardware store, 
too, there are nine well placed speakers through 
which recorded, instrumental music is played 


all day long for the benefit of customers 


c : , 
Special carts for customers in self service lumber area 


4 
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ad 
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Maur | ord Ferrara 





checks stock in his electrical supplies department 


Small store constantly 
changes its appearance 


Purchasing geared to needs of trading area and shifts displays to give 


ever-fresh appearance. Promotes seasonal items before or during season 


I'and-tailor your inventory to 
meet the needs and buying habits 
of your trading area. 

Have as varied a stock as you 
can handle in the breadth and depth 
your area requires. 

This is the profit-making plan of 
a neighborhood hardware store 
operator in Rhode Island 

Insofar as practical the firm uses 
these big-store policies: 
shifted 


constantly to give the store an ever- 


l—-Display locations are 


changing appearance. This pro- 
motes better store traffic circula- 
tion 

2-—Seasonal merchandise displays 
are moved at the close of the sea- 
son. That space is quickly changed 
to feature merchandise having cur- 


rent demand 
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3-—Special merchandise is offered 
in weekly promotions. These items 
are priced in line with their value 
and the extent of their public ac 
ceptance, 

i—Use special tags on special 
promotion items. They can help do 
a good sales even in a small store. 

5-—Change window displays at 
least once a week, 

6-—Study the nationalities and 
races in your trading area. KRemem 
ber that people of the same racial 
group tend to 
similar buying habits. 


or national have 
7--Employ a woman to sell gifts, 
housewares and paints 
Maurice Ferrara uses these prim 
ciples in operation of his Manton 
Heights Hardware Co. at 111 At 
wells Ave. in Providence, R. I. 


Mr. Ferrara operates his store 
about one mile from the nearest 
good-sized shopping center, and at- 
tracts many pedestrian shoppers 
Before he selected his store's loca- 
tion, Mr. Ferrara studied automo- 
bile and pedestrian traffic in the 
area. He also considered the ratio 
of business and residential prop 
erties as well as the proximity of 
the types of stores which help pull 
traffic for him. 

Mr. Ferrara kept his equipment 
costs to a minimum. He made his 
own fixtures, bought a used truck 
and a used cash registe1 

For his original stock order he 
bought merchandise at several dif- 
ferent price levels, sometimes in 
as many as three. 


When Mr. Ferrara opened the 


store he carried bean pots in but 
one size. Now he offers them in 
three sizes. Sash cord displayed at 
but one price is now shown in three 
price lines. The two higher-priced 
i.umbers sell in good volume, but do 
not cut down on the sales of the 
lower-priced grade. 

The electrical supplies depart- 
ment is stocked with merchandise 
in several price ranges. A wide 
variety was purchased but in lim- 
ited quantities. 

One of the most profitable de- 
partments is a giftwares section. 
The firm has tripled stock for this 
department in the two years it has 
operated the store. 

Mr. Ferrara says that the gift- 
wares section more than pays the 
store’s monthly rental. 





Mrs. Ferrara, who has charge of 
lines for women, says, “The im- 
portant thing about gift merchan- 
dise is that you cannot put it on 
the shelves and forget it. It must 
be dusted daily and thoroughly 
cleaned every four or five days. 
When you replace gift merchandise 
after it has been cleaned, do not 
put it back in the same shelf loca- 
tion. 


Dollar items sell fast 


“It is strange, but a gift which 
will not sell in one spot will sud- 
denly go very well when moved to 
a different shelf. Practically every 
item in the department is a good 
seller. Planters, ash trays, hurri- 
cane lamps and ceramics of every 
kind are always popular. Dollar 


items always sell fast. It is un- 
believable how quickly a woman 
will decide to buy dollar items. 

“Our gift lines run to $7.50 most 
of the time, but are expanded to 
include merchandise at $12 for the 
Christmas season. Occasionally 
lamps are offered at prices exceed- 
ing our normal brackets.” 

If volume continues at its pres- 
ent rate, last year’s sales totals will 
be exceeded by from 20 to 25 per- 
cent. Business has been built with- 
out give-aways and without charge 
accounts. 

To date, advertising has been 
limited to one three-column by 7'4- 
in. ad in a newspaper to announce 
the store’s opening date and two 
distributions of 2000 flyers. The 
flyers were mimeographed sheets. 





how to get 


Better salesmanship in your store 


Training retail salesmen 





Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 
store, in a stock area, or wherever store people will see it frequently. 


The posters in this series were prepared by a hardwareman with extensive experi- 


ence in the training of retail hardware salespeople. Each poster in the series covers 
a different selling subject. 


Previously published posters in this s:ries are: “How to go places in hardware 
retailing,” issue of Sept. 1; “How do you look this morning?” Sept. 15; “When you 
wait on a customer... ,” Sept. 29; “Did that last check bounce?” Oct. 13; “The eyes 
of the shoplifter are the tip off,” Nov. 10; “Lean over backwards to please your boss, 
the customer,” Nov. 24; “Sell toys to grovnups for the small] fry,” Dec. 8; “Don’t 
sell paint, sell color,” Dec. 22; “How to avoid mistakes when making change,” Jan. 
19; “How to answer the telephone,” Feb. 2; “In case of accident to a customer,” Mar. 
1; “Never say we're out of this,” April 12; “How to discourage shoplifting,” May 10; 
“Lift carefully, avoid an aching back,” June 21; “Customer Hot, let her blow off 
steam,” Aug. 16; “Empty bins never pay the rent,” Sept. 13. 


Reprints of six of the. most popular Capsule Counsels, suitable for posting, are 
available at 25¢ per set. 
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IS YOUR COMPETITOR'S TOUGHEST COMPETITION 


Customers want personalized service. If you give them what they want you will make 
things mighty tough for the competition. You are equipped to give out a warm greeting 
and a helpful hand. Why not do it? You will find that these little service extras don't 
cost you a thing but they do win loyal customers. Every store can’t have the broadest 
stock in the world but every sales person can compete to have the broadest smile in the 
world. Cheerful, personal attention to the individual shopper is your biggest asset. Put 
it to work now, and your reputation will do the rest. 








The little personal extras like these.... 








ADD UP TO REPEAT CUSTOMERS 





i. 


Be willing to show merchandise with graceful patience. Carry through 
pleasantly, even though the customer may take a long time to make 
up his mind. Impatience never made a sale. 


Be quick, nimble and efficient in handling the transaction after the 
sale. It is a service must to make accurate change and to do a neat 
job of wrapping the merchandise. 


Be ready to help a customer at any time during his visit to your 
store. Older customers and women need assistance to take heavy 
packages to the car. Lend a hand. It’s worth the effort. 


Be well informed. The handyman should be able to look to your 
store for how-to information on everything from gardening to car- 
pentry. This service extra keeps the register ringing. 


Be constantly aware of the importance of including service with the 
small, as well as the big sale. The hand tool purchaser of today could 
be the power tool buyer of tomorrow, if served well. 


———, 





—- 


———— 
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$2950 paint sales for each 


Consistent advertising program pulls traffic for 


Illinois store that promotes color rather than paint 


Customers stand in line to buy paint at 
Soukup’s Hardware store at 116 W. York St. 
in Elmhurst, U1. 

A continuing advertising program pulls 
heavy traffic to that department 12 months of 
the year. 

That heavy traffic brings the firm an annual 
paint volume of more than $100,000 a year. 

The 10x40-ft section sells paint at the high 
average rate of $250 per square of display 
space per year. 

A customer numbering system like that used 
in super markets assures customers that they 
will receive service in the order in which they 
arrive in the department. 


While waiting his furn, this customer studies manutac turer $ 


WV id 


Three full-time sales clerks and a part-time 
salesperson staff the paint department. 

Art Hadka, manager of the paint and wall- 
paper department at Soukup’s, likes to refer to 
himself as a paint peddler. It was Mr. Hadka 
who sold the firm on the need for expansion of 
the department several years ago. 

Under Mr. Hadka’s guidance the mixing of 
colors to customer needs was first given major 
attention at the store. That color mixing ser- 
vice is advertised in the firm’s newspaper inser- 
tions and offered to customers visiting the 
paint department. 

Customers are encouraged to take color 
guides to their homes to help them visualize 


sales materials. 


LUI I 


a4: big ij 
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different color schemes to harmonize or con- 
trast with draperies and furniture. 

Many customers who take home a color guide 
for overnight perusal, or over the week-end, 
will return it with an order for paint and re- 
lated merchandise. 

Soukup’s advertises paint in newspaper ads 
stated in various sizes of space. Some of them 
run as large as five columns by 10 in. Some of 
these ads emphasize the large number of colors 
that can be mixed in the department. 

A recent five-column by 10-in. ad stated, in 
part, “We in the paint department at Soukup’s 
have a confession to make! We love our paint 
customers! Why do we love our paint custom- 
ers? Because it is the money they put in our 
cash register that puts the butter on our bread, 
(and sometimes jelly, too!) We humbly thank 
you for the large volume of paint color business 


(_ustomer ot tor right takes number to be waited on when 


ei. we J 
BLING SERVED | Lie a ‘ 
. ; a . 
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square foot of display 


we do, and if we can improve our service please 
let us know!” 

That ad was signed, “Paintingly yours, Art, 
Joe, Glenn and Jack, your servants in the paint 
department.” 

The same ad offered some wallpaper at a spe 
cial reduced price, and invited people to see a 
roller coater demonstration in the paint de- 
partment. 

Ads devoted entirely to paint and related 
lines appear every other week in local news- 
papers. Paint and related merchandise are also 
given some space in ads used to promote lines 
from other departments. 

In addition to use of display pieces and color 
guide books provided by manufacturers, the 
firm avails itself of cooperative advertising al- 
lowances provided by paint and allied line 
firms. 











liow can you encourage more 
people to purchase merchandise and 
services from your store on a credit 
basis? A well-planned credit and 
collection system means greater 
profits for your store. And it 
keeps credit losses low. 

Careful attention to the details 
of credit selling enables a firm in 
a town of more than 80,000 to do 
credit business with 25,000 cus- 
tomers. That firm is the 65-year- 
old J. J. Moreau & Son, Inc., in 
Manchester, N. H. 


A customer uses the self-service cashier 








How to handle credit 





This New England hardware firm handles 25,000 charge 


system. 75 percent of sales are credit 


For more than 10 years the firm 
has encouraged regular customers 
to use their credit. Today 75 per- 
cent of the organization’s annual 
volume is handled on credit plans. 
Homeowners, industrial employees 
and commercial accounts are all 
handled under Moreau’s system. 

Headed by Laurent H. Chalifour, 
the credit department uses a simple 
but complete application (Fig. 1) 
to be signed by the prospective 
credit customer. It includes a 
statement: “I authorize you to 


desk facilities. 


obtain such information as you 
may require from the references 
and banks given concerning the 
statement, which is fur- 
nished for the purpose of obtaining 
credit from time to time and shall 
be regarded as true and correct. 

“I agree to settle my accounts in 
full each month, or as otherwise 
specified.” 

The credit application includes 
name of prospective credit buyer, 
business and home address, busi- 
ness or occupation, length of ser- 
vice in present job and information 
as to realty holdings. In the case 
of a homeowner, data is required 
as to mortgage holder, value of 
property and amount of mortgage 
outstanding. 

Bank and trade references are 
also required. 

At the time the customer makes 


above 


Fig. 5. Envelope copy on the first of a series of 
follow-ups when accounts are 10 days past due. 





Porm 1 


PoP PDD I OLD LODO LIEB PALI LIE LE AF MEME AP LP AP AB AP AD AP AMPA 


Gust a Prendly Note about... 


your account apparentiy overlooked last month 
it happens to the best of as. WE KNOW 


Don't bother to write 
and mail it today 
arrives. THANKS 


. just enclose your check 
We'll pay the postage when it 


eS EAN 8 ON 








NOTE, Purchases of One Month are Payable in Full the Month Following 
if Payment Hae Been Made Within 2 Daye, Please Dreregard 
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J. J. MOREAU & SON, Inc. 




















Dew 
Application for Credit 
Wite « 
Name senmandetemnainamttiiciaas caitlin i - 
Ree Address 1 PTA ON OA A a Fs 
Bee Address ee i anaes a ede eee m 
Busimese ov Sas 
EE nie entertained Mew bes =a 
Former Addvees pceisiaiiiiaaiees = Soe ULE NS OM i 
Checksag 


ee 


1 authorise you te obtain such information as you may require from the references and 


. . banks given concerning the ebeve 
. h ) > statement, which ie furnished for the purpose of obtaining credit from time te time and shall be regarded as true and «correct 
accounts wut its pre SE nt 1 AGREE TO SETTLE MY ACCOUNTS IN FULL EACH MONTH, OR AS OTHERWISE SPRCIFIED 







































































Terme me oon Amount Credit Requested § 
on ot 
Credit Lineit ao. Sienetere 
Aes't Opened by Report 
application for credit he receives a 
printed folder (Fig. 2) outlining mtg Ne I/gxS7g-in credit app! 
; ; aie ofion bioank 
Moreau’s system of cycle billing. 
By checking the first initial of his 
family name against the schedule 
he finds on which day his state- This system works so well that cent cash discount for prompt pay- 
ment will be mailed, the last day most of the charge account cus- ment. 
on which he can take his 2 percent tomers keep their accounts within For the approved credit customer 
discount and the day on which the the 30 day net basis. Many of wanting a longer time to pay for a 
net amount is due. them regularly receive the 2 per- (Continued on page 99) 
Fig. 2. Cycle date reminder of dates 
on which credit accounts are billed 
Fig. 3. Selt-service voucher used by customers placing 
their payments in one of the company’s special reposi 
tories for payment without waiting 
Look up your initiel 
to see approximately 
REGULAR ACCOUNT PAYMENT when your MOREAU 
bill will arrive... 
J. ). MOREAU & SON, Inc. 
Manchester, N. H. - — 
NAMES PURCHASES § |MAML-| Die | NET 
Credit Account of Date wre BEoinnina atone so |uats| bate |oavs 
Name Amount Enclosed 5 —|—_——_|-——- 
Address Discount T chen A - BEN 4th Srd | Sth | 13th | Ird 
Ciey Total Payment Ea. BER -BUN| 6th Sth | 7th | 15th Sth 
SELF SERVICE VOUCHER 
BUR - CZ 8th 7th| Oth | i7th | 7th 
D- DZ lith 10th | 12th | 20th | 10th 
Fig. 4. Envelope used for deposit of charge account E - GEN 13th 12th | 14th | 22nd | 12th 
payments in one of the store depositories. Gro -wu | 15th 14th | 16th | 24cm | 14th 
I-LAMB | 18th 17th | 19th | 27th | 17th 
DEPOSIT ENVELOPE 
FOR YOUR CONVENIENCE LAMI - LY | 20th 19th |2ist | 20th | 19th 
Use this self-service envelope for payments on Regular 30-Day Charge Accounts. MAC - MY | 22nd Ziet | 23rd | Dist | Ziet 
INSTRUCTIONS POR USE OF SELF-SERVICE DEPOSITORY: u - PHI 25th 24th | 26th | 4th | 24th 
1. Enclose top part of your bill 
“ee PI-ROR | 27th  § 26th|26th| 6th |26th 
Fill im receipt form for Regular Account Payment. 
2. Please indicate exact amount of payment here §... BOS - 8Z 29th 26th 30th | Sth | 28th 
4. Payments may be made either in cash of by check. 
4. Seal contents in envelope and deposit in “Self Service Depository.” T-Z ist Sist | 2nd) 10th | 3ist 
If receipt is desived, check here ["} 
J. |. MOREAU & SON, Inc. 
Manchester, N. H. 
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C. M. Porter, left, shows a prospect demonstration units at the store. 


Store displays sell 


Running water idea 


Hardware dealers promote electric water sys- 
tems to sell big-ticket item sales. 

Cold canvassing is done by some dealers. 
Others confine their sales efforts to contact 
with customers in their stores. 

A few years ago when the Rural Electrifica- 
tion Administration was starting extension of 
lines, the Porter-Walker Hardware Co. of Co- 
lumbia, Tenn., used the cold canvass method. 
Now it is well known as a merchandiser of 
pumps and depends chiefly on in-store contacts 
to line up good prospects. 

The firm has sold as many as 100 water sys- 
tems in a single year. It has worked with inde. 
pendent plumbers on these sales and has, in 
some instances, arranged for plumbing and 
electrical work as part of a general contract. 

C. M. Porter, one of four partners in the firm, 
says, “We now sell most of our water systems 
directly from the floor. By now we know prac- 
tically every farmer in the county and the kind 
of farm he operates. We are fairly familiar 
with the water supply situation on these farms 

“When I see a farmer or other rural resident 


who doesn’t have tap water in his home I show 
him the pumps we have on display.” 

Mr. Porter's sales talks include an outline 
as to the financing arrangements which may 
be obtained under FHA-guaranteed loans or 
from other sources. 

When customers want pipeline extensions 
from the pressure tank to the house or barn 
they make arrangements with the plumber in 
most instances. 

Porter-Walker sells pipe, fittings, bathroom 
and kitchen plumbing equipment to many of 
its water systems customers together with fit- 
tings, plastic or metal pipe and other supplies 
even though an independent plumber is doing 
installation work. When the plumber makes an 
installation the outside firm is responsible for 
the quality of the work 

Porter-Walker supplements its line of water 
systems, sinks, bathroom fixtures and water 
heaters with a stock of water system repair 
parts 

Installations of electric water systems range 
from $175 to $500 dependent on the source of 


water or the depth of the well 
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month after month... 


1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens 


4.250.000 COPIES EACH MONTH 
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The complete action-influencing value of 
BH&G only begins with its huge current-issue 
audience. Back-issue readership is tremen- 
dous, too. 9,400,000 readers recently referred 
to ads or articles in an issue of “‘the book’’ 4 
to 12 months old. 15,500,000 people read an 
average issue of BH&G. One third of the 
123,800,000 people in the U.S. 10 years of age 
or older read one or more of every twelve 
issues. That's 44,150,000 readers of Better 
Homes and Gardens —and over 40% of them 
are men. Meredith Publishing Company, 
Des Moines 3. lowa 
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during the year... 


1 2 of America 


*A 12 Month's Study of BH&G Readers, Alfred Politz Research, Inc., 19656 


reads Better Homes & Gardens! 








Christmas display ideas 








Shadow box arrangement 








highlights gifts, housewares 


Here is an idea for a last minute 
Christmas holiday display for your 
store if you are groping for some- 
thing special in the way of showing 
off housewares or giftwares. 

It is a shadow box arrangement, 
with a canopy of holiday trim 
paper. The unit can be built to any 
size. It can be used as a special 
display in the housewares depart- 
ment to highlight housewares lines. 
Or, it could be set up in the gift- 
wares department. 

The unit was constructed and 
used by H. Lorleberg Co., hard- 
ware dealer in Oconomowoc, Wis.., 
last year. 

It is an easily constructed dis- 


play section 11x15 ft topped with 
red paper covered roof, 

Wide entrances on either end of 
the unit pull traffic into the section. 

The gift center walls have 
shadow boxes and narrow shelving 
to make it easy for customers to 
look into all parts of the gift cen- 
ter from any angle. 

Sidewalls of the center are of one 
and two-inch thick lumber built of 
5x7-ft sections. Shadow box units 
measure 18 in. square and 8 in. 
A one-half-inch metal pipe 
is used for the ridgepole. 

Brick paper is used to form the 
lower edge trim. White cotton bat- 
flame-proof brick red 


deep. 


ting and 


paper cover the sidewall display 
shelf. 

Four 150-watt floodlights 
brighten the interior of the gift 
center. Two 350-watt floodlights 
outside the center help focus cus- 
tomer attention on it. 

H. Scherffius, manager of the 
store, says, “This center helped us 
do a larger volume last Christmas 
than we did in the previous year. 

“Practically everyone who came 
into the visited the gift 
center. I would say that our store 
traffic was increased by 20 percent 
because people saw this unit from 
the street or read about the center 
in our newspaper ads.” 


store 


Here is a special gift center you can include in your last minute Christmas display plans. 
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That’s not jive-talk, even though dealers from 
coast-to-coast are hopped up about it. 

It’s sales talk that’s persuading more and more 
of your prospects and customers to turn to Temco— 
specifically to Temco’s remarkable Air-Flow Reflec- 
tor* Gas Heater, with the really cool cabinet. 

To your customers it means no more singed 
curtains, scorched drapes, or burned fingers. 

To you it means an exclusive feature you can 
shout about (using the new cooperative newspaper 
ad mats Temco has prepared just for you). 

In a few brief phrases, Air-Flow Reflector* 
means cool cabinet, circulating heat without fans, a 
Temco exclusive—in other words, your key to local 
leadership in the unvented gas heater field. 


*Pat. Pending 


TEMCO,. Talew 


NASHVILLE 9. TENNESSEE 


9 / A P f) V, fe y, 
FS head Mig 2 DOCH Li 4 Shhh q Ld 4 fi ii LLL 
’ 


wal eae 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS * FLOOR FURNACES + WALL HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 
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. . « And like all Temco heaters, it's engi- 
neered to operate with equal efficiency on 
natural, manufactured, or L.P. gas. 


* Combines advantages of both radiant and 
circulating heaters. 

*® Striking new beauty of design. 

* Finished in “Lifetime” Porcelain Enamel. 


* Approved by A.G.A., guaranteed by Good 
Housekeeping. 


Temco, Inc.: Department 8-844 
Nashville, Tennessee 


Please send me catalog and complete details on 


Temco’s Air-Flow Reflector* Gas Heaters. 
*Pat Pending 


Name 
Firm Name 
Address 


City Zone State 
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Christmas display ideas 








It is as easy to promote big 
ticket lines as Christmas gifts as 
it is to feature lower priced mer- 
chandise, and to compete with 
large downtown stores, many hard- 
ware dealers believe. 

S. Harold Singer, of Singer 
Hardware, New Orleans, La., pro- 
motes big ticket power tools as 
Christmas gifts with demonstra- 


tions in December. A_ special 
financing plan is available, so 
customers can make immediate 


budget plan purchases. 

Portable power tools were the 
big-ticket items he promoted as 
gift suggestions for last Christmas. 
He held a special invitation demon- 
stration on Sunday, Dec. 4 in his 
store at 4600 Freret St. 

Direct mail and window display 
were the two media Mr. Singer 
used to attract customers to his 
Sunday demonstration. That day 
was picked, says Mr. Singer, 
because it was late enough in the 
season to have prospects in the 
Christmas buying mood, and early 
enough to allow them time to con- 
sider the purchase of power tools. 
Many customers, unable to attend 
on a week-day, came to the demon- 
stration. 

Announcements emphasized that 
a Black & Decker factory demon- 
strator would show how to use 
these units. 

Mail pieces were sent to do-it- 
yourself customers on Singer's 
list to invite them to the demon- 
stration. A free drawing for a 





for Christmas gift giving 


power tool was a special induce- 
ment for attendance at the demon- 
stration. No purchase was required 
for participation. 

Although many of the customers 
at that demonstration could and 
did pay cash for power tools, the 
availability of credit terms was an 
important sales factor. 

For Christmas promotion of 
power tools, Mr. Singer made 
special arrangements with a local 
finance company. 





How to sell power tools 





Customers were invited to fill 
out credit applications at the store, 
the finance company having agreed 
to make quick credit checks. The 
finance company was invoiced for 
the power tools, and collected the 
monthly payments. 

Mr. Singer says, “Our budget 
plan set-up enabled us to compete 
from a credit angle with larger 
stores. It was a big factor in help- 
ing our Christmas power tool 
promotion to click.” 


Part of the specially-invited group of power tool prospects listen to the story 
at Sunday showing in the hardware store. 
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Newest idea 
in “Do-/t-Yourse/f’ 
merchandising... 


WOOSTER 
SPACE-MAKER 
DISPLAYS 





1 ad Woosrter 


Here, in just two feet square of floor space, 
is a self-contained paint sundry selling center 
in turquoise and ivory yellow. It ships 

to you complete with fast-moving Wooster 
“*Exploded-Tip”’ brushes and roller 

painting kits, and has plenty of space for 
displaying and storing other 
“Do-It-Yourself” merchandise. 





You make your full profit on the brushes 
and rollers, plus profit on other paint sundry 
items, and you own a valuable permanent 
display, at no additional cost! 





Deluxe 


Ask your Wooster distributor salesman about 
the Counter Space-Maker, too— 

a permanent counter display kit that 

permits easy construction of any number 

of 3-dimensional displays. 


island 


Space Maker 


Here’s a “hot” one that ships with your Space-Maker 
WOOSTER CARRY-OUT CARTON 


A complete roller painting kit~—everything but the paint—in a brand-new 
carton that literally asks to be picked up and carried home. With just 
one sale, you profit on Wooster Ejectomatic frame, W oostron or 
Fabric “‘X”’ cover and Wooster paint tray. It’s priced right to you 

go you can retail it in the $3.00 range and make your full profit. 







Cal/ your Wooster distributor now! 


OSTER 


BRUSH CO. WOOSTER, OHIO 
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lhe former store after a box car had been pulled out of it by a railroad crane. 


Disaster strikes three times— 






A flood and two store demolitions did not prevent a Pennsylvania firm 
from trying again. The newest store exceeds sales volume of old location 


In baseball the umpire shouts “Strike three,” 
and you're out. 

Disaster struck three times against Fries 
Electric & Hardware in West Newton, Pa., but 
the store was not out. 

The three disasters in 18 months were one 
partial and one complete demolition, and one 
flood following a hurricane 

Kenneth F. Fries remodeled his store and re- 
built his business after the partial demolition 
and the flood. 

The third disaster was caused by the collision 
of a runaway truck loaded with lumber and a 
railroad train on Oct. 3, 1955. This accident 
wrecked the store and the firm’s storage build- 
ing on the opposite side of the railroad track. 

The wreckage was so bad after the most recent 
blow that the store was forced to relocate. The 
hardware dealer says, “We did not consider re- 
building after the Oct. 3, 1955, accident because 


90 


of the dangerous location of this particular lot.” 

Mr. Fries resumed business Nov. 30, 1955, 
in a new location at 135 8S. Second St., featuring 
Christmas gifts in a store decorated with holli- 
day trimmings. 

Here are Mr. Fries’ accomplishments with his 
new store: 

Business in December, 1955, equalled that for 
the same month in the previous year. 

To date, 1956 volume has exceeded sales for 
the same period of last year by more than 10 
percent, 

After the third disaster the railroad offered 
io clear the property to the foundation. The 
agreement specified that Mr. Fries would not 
hold up the clearing operation by trying to 
salvage too much merchandise. 

Mr. Fries says, “We decided that it would be 
less expensive to let most of the salvageable 
merchandise go. Thirteen railroad gondola cars 
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The new quarters with its visual-front windows and prominent sign 


Mr. Fries took over the lease on a bowling and 


* ‘ 
h | k billiard hall at 135 8S. Second St. To obtain the 
dea er ceps Somes lease he had to buy the alleys, pool table and 


hauled our store away. Between shovelfuls we 
alvaged whatever merchandise we could. 

“We stored the salvaged merchandise in a 
mall room across the street from the demolished 
tore. We continued business at this temporary 
location. We sold salvaged merchandise, hunting 
licenses, and shells. People visited our temporary 
quarters to see what merchandise we offered, 
and to pay their accounts.” 


te 


 @ 
* 


7 tte 
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other equipment. 

Inadequate lighting and heating equipment 
were replaced. And when the bowling alleys were 
removed there was no floor in most of the 
building. 

Mr. Fries sold the pool tables and two of the 
three alleys for one-third of their purchase price. 
One alley he could not sell was converted into a 

(Continued on page 104) 


, ’ ; : ; 
Ong Ke ern 7 rie n their present store lo 


cated in a tormer bowling and pool hall. 
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Crease> 





This check-out unit provides ample work space for your cashier plus an area 


to display seasonal impulse merchandise. 


How to set up your 





Here is a plan for a check-out unit with 
signing to guide store traffic. This unit provides 
space for display of impulse items. 

Our display consultant suggests that you make 
this unit in sections so that it may be easily 
relocated if desired. 

One show case across the front is supple- 
mented with two counters, plus rail, swinging 
gate and two corner sections. 

Dimensions are not included because these 
units should be built in sizes suited to your 
atore. 

In and out signs, plus the large cashier sign 
will help direct store traffic, and promote the 
serve yourself idea. 

Construct frame of the cashier sign of 8 in. 
wide pine board and face both sides with opaque 
sheet plastic. 


check-out section 


Hinge one side of the cashier sign so that you 
can change the fluorescent light tube as required. 
Support the in and out signs on suitable lengths 
of pipe. Suspend the cashier sign from the 
ceiling on lengths of thin chain. 

Use two slotted metal uprights on the counter 
to support a plywood shelf for display of impulse 
items as shown in the foreground. 

Divide the shelf under the cash register to 
hold various sizes of paper bags and a roll of 
wrapping paper. 

Use 4-in. high bin glass for the counter top 
bins and 6 or 8-in. high bin glass for the two 
end feature display bins. You can feature 
specials in these bins and sign them with 7x11- 
in. chrome finish card holders. Show prices in 
small bin ticket holders for each compartment. 
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hitch your profits to a star... 


Whitney's New UPGRADER pian 


can double your profit per sale! 


Why be satisfied with today’s trend to “price Full-color UPGRADER “situation” displays, 
merchandising” that brings you constantly dim- UPGRADER packaging, your copy of “ABC's of 
inishing profits per unit of sale? Lawn Preparation and Maintenance” and other 


exclusive aids move the customer up the line to 


Whitney's UPGRADER program reverses the 
trend .. . enables you to make over 96% 


4.sear’ Pan American and “4-star” Excelsior mix- 


tures, your better and best profit brands, 
more profit on each seed sale. Here's how: 


- - od Whi : Fill out the coupon and get all the details about 
e comparative ricec utney 2-star Cut 7 : 7 ' 
oP YP ’ “YT Whitney's UPGRADER program . . . first promo 
Park mixture helps build customer trafic. Then 
7 | 3 | tion of its kind in the lawn seed industry! 
Whitney's terrific in-store merchandising material 


UPGRADES customers 





Store Name 


WHITNEY; Attention of (Name & Title) 
Super k tf irtad 


LAWN SEED 





Address 


Send for full details on 
Whitney's UPGRADER program 





City State - 











WHITNEY SEED CO., INC. BUFFALO 5S, NEW YORK 
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Atlantic City Convention Report 





The Salesman's Wife 








by Phyllis A. Brown 
Research Institute of America 


New York, N. Y. 


Editor's Note-——There is lote of 
good information in this article that 
dealers can apply to their store per- 
sonnel, The addreas given Oct. 9 at 
the Atlantic City Convention was 
directed to wholesale company sales 
executives, Substitute the title store 
owner or manager for sales man- 
ager and the ideag can be used to 
improve working 
store saleamen. 


relations with 


You've all read surveys about 
what sales managers think of sales- 
men, What salesmen think of sales 
managers, what purchasing agents 
think of salesmen, and what sales- 
men think of salesmen. 

But to my knowledge, no one had 
ever before asked the salesmen’s 
wives——-the people who really know 

what they think of salesmen and 
selling. 

That's what we at The Research 
Institute did. And here's how it 
came about. 

At the end of World War II, the 
Institute set out to determine what 


94 


“ .. sell the wife on her husband’s 


status as a professional salesman as 


she cannot help her husband in his 


work if she does not respect him...” 


makes one salesman better than 
another. 

We learned this: sales training 
is not enough. Effective salesmen 
must be developed. 

The Institute’s selling and mer- 
chandising program is based on the 
recognition that to develop a su- 
perior salesman you must develop 
the whole man, not just a part of 
him. 

For a man’s ability to sell is 
affected by every aspect of his life 

his health, his attitude toward 
the job, his feeling of well being. 

One of the manv aspects we ex- 
plored was the wife—not as a con- 
sumer, as she has been studied be- 
fore, but as a strong influencing 
factor behind the man who sells. 

And so, the facts I'd like to pre- 
sent to you are not mv own ideas. 

They are the result, first, of ques- 
tionnaires sent to a hundred of 
America’s leading corporations. on 
what thev’re doing about the wife. 
as an influence on her husband's 
ability to sell, 

They are the result of hundreds 
of hours of personal interviewing 
of the wives of salesmen. through 
the cooperation of companies repre- 
sented in the National Sales Execu- 
tives Inc. 

They are the result of a pilot 
survey of 1000 wives of salesmen 
in cities from New York to the 
West Coast. 





They are the result of two years 
of study and research by our own 
staff. 


And, finally, they are the result 
of a survey of more than 15,000 
salesmen’s wives. 

Would it amaze you to find out 
that 75 percent of all companies 
contacted, while admitting they 
were aware of the tremendous op- 
portunity if they were to enlist the 
full support of the wife, have done 
little or nothing about it? 

These were companies that are 
leaders in the fields of sales man- 
agement and sales training. Think 
of what’s happening in 
vanced firms! 


less-ad- 


Would it concern you to discove: 
that some of the things you attempt 
to sell in your sales bulletins are 
the very things that the wife, not 
believing in, tries to unsell at 


home? 


Would it interest you to find out 
that the average convention or sales 
meeting that wives have attended 
does not furnish what the wives 
say they want out of such gather 
ings? 

Would it surprise you to find out 
that 86 percent of the women want 
more information about their hus 


bands’ business from the company 
so that they can talk more intelli- 
gently with their husbands about 

(Continued on next page 
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it—-and only 2 percent say they re- 
ceive such information? 

What can be done about it? Con- 
sider the problem in two areas. 

First, what do you want to sell 
the wife? And secondly, how do 
you go about it? 

Let's take the what first. 

Number one on that list of things 
to sell the wife is her husband's 
status as a professional salesman. 
She can’t help a husband she 
doesn’t respect. And while our sur- 
veys show that the wives admire 
their own husband-salesmen, they 
aren't oversold on other salesmen. 

When wives were asked about 
selling as a profession, there was 
enough distaste expressed to indi- 
cate that every effort should be 
made to sell selling as a profession 

to women. 

Next, we have to sell the prob- 
lems of salesmen. 

The majority of replies indicate 
that the women put up with rather 
than sympathize with their hus- 
band’s work habits. 

They detest paper work at home 
and don’t see the need for most 
of it. 

They don’t like overtime 

They can’t understand why meet- 
ings have to be held outside of 
working hours. 

They almost would rather have 
their husbands quit than continue 
with excessive traveling 

Finally, we went to see the wife 
concerning her importance as a fac- 
tor in the salesman’s success 

You may think wives know this 
But I guess it’s like love—they need 
to be constantly reminded. 

All the questionnaires and inter- 
views indicated a great willingness 
on the part of the wives to make 
a real contribution. 

But they said because of lack of 
knowledge they didn’t know quite 
what to do. So here, quickly, are a 
few suggestions. 

With a high cost of selection and 
the fantastic cost of today’s turn- 
over, wives should in some way be 
tied in with the job interview 

Some companies go as far as to 
interview the wife after they have 
tentatively selected the salesman 

Others arrange drop-in visits be 
fore the final seal of approval has 
been put on the man. 

Whatever method is used, cer 
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‘New! Mitterent! Freit 


WILLIAM BURNS, Drapery Hardware Buyer, 
J. L. HUDSON CO., Basement Store, Derrorr 
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-Manley-Judd Traverse and Café Rods 
in House and Garden” Colors are Big News! 


“I knew Stanley-Judd was coming out fighting this fall, but I 
honestly didn’t expect to see such a powerful campaign with so 
many ideas that will help us sell drapery hardware at a very 
fine profit—it looks like a mighty good program!” 


Mr. Burns is only one of many successful merchants who be- 
lieve in the new Stanley-Judd merchandising program and the 
new Stanley-Judd line. It’s completely new—a decorator series 
of drapery hardware in House and Garden magazine 1957 
forecast colors. Ask the Stanley-Judd salesman to show you 
the new Anne Davis Line of Traverse Rods—the thrilling, new 
Café Curtain Rods—the new Ball-Point Pleatmaster Hooks. 
And ask him for the new “EASY BUYING GUIDE” whieh 


improves turnover and gross profit with the Stanley-Judd line. 


Write today for full information. 





Hardwar 


Oldest Name : ‘ 
in Drapery ; ° ; 


: : 
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Division of The Stanley Works, Wallingford, Connecticut 


tainly misunderstandings can be 
cleared up at this early stage and 
tragic errors avoided if it’s obvi- 
ous to the person doing the selec- 
tion that the wife is opposed to the 
type of work, does not like your 
compensation, or would not move. 

If possible, prepare a brochure 
or manual for the wife, explaining 
the job opportunities and those 
phases of work that affect the 
home. 

Invite your wives to occasional 
district, regional and national sales 
meetings. But don’t-—don’t—-make 
the mistake of patronizing them. 

And don’t think the wife’s only 
role is to be entertained. If you 
invite her to your business meet- 
ings have her attend a business 
session. 

Next, plan your after-hours sales 
meetings in advance. 

Don’t continually pull them as 
surprises on your men. They can 
adjust to these surprises to be a 
good fellow. 

But the wife’s reaction is only 
that you are inconsiderate. 


And since probably one of the 
fundamental reasons you held the 
sales meeting in the first place was 
to give the man a lift-—you'll find 
the lift won’t carry to the next day 
if he takes a beating at home. 

When we surveyed the salesmen 
and asked the question: What one 
thing does you wife do, above all 
others, that annoys you, as regards 
to your profession? More men put 
down the greeting that they re- 
ceived at home—Why are you late’? 

than any other siigle thing. So 
it all ties together. 

Make your communications with 
the wife constant, rather than 
sporadic, 

Too many companies that do any- 
thing about the problem write her 
a lovely welcoming letter and then 


never contact her through any other 


medium, until a year later when 
they are running a contest. 

The officers of various depart- 
ments in your company can do a 
tremendous job to build up a man 
in the home. 


After all, the majority of sales- 





Panel Display Helps Do-It-Yourself 
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You can help your customers serve themselves if you related merchandise 


from perforated panels, 


Hanging pipe fittings is an example of making the 


items recognizable to the customer by their shapes, according to J. E. Alver- 
son, owner of Ockdale Hardware in Smyrna, Ga. 
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men would find it difficult to de- 
scribe properly not only their im- 
portance to society, but their im- 
portance to their own organization 

and yet this is a job that the 
company can do for him. 


In our asked the 


survey, we 
women what they 
most important 
evaluating a job. 

Such things as security, oppor- 
tunity, pay, reputation of the com- 
pany, etc., were listed. 

To our amazement, only 3 per 
cent, 3 per cent of 15,000 women, 
rated pay as the most important 
factor. 

Forty percent consider oppor- 
tunity for advancement most im- 
portant, and 33 percent sought se 
curity first. 


considered the 
single factor in 


Encourage the wives 


Fifteen percent went to the 
trouble of writing in requests such 
as these: give my man a pat on the 
back, take an interest in him, do 
things that make him come home 
happy. 


These requests can be expressed 


in a simple phrase: encouragement 
from the company. 
On the other hand, you should 


not forget to spend a little money 
on the woman. 

For example, when moving a 
man, companies very often will pay 
all of his expenses, and even go so 
far as to pay for an initial visit to 
the town to look it over before he 
goes. 

If they would add to that amount, 
or if necessary substitute for that, 
a check for the wife to visit the 
town before the move is made, a 
lasting impression would be gained, 
and perhaps many dollars saved. 

Salesmen are accustomed to hav- 
ing companies spend money on 
them. But our facts indicate that 
a dollar spent on the wife is worth 
ten spent on the husband. 

Not only does she like it, but he 
does too. 

With a few well-placed expendi- 
tures you can make her look at her 
husband with new eyes, feeling 
that he is quite an important man 
in your organization. And when 
she feels that way, you get a bet- 
ter day’s work. 

Perhaps you may think the fol- 
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FREE CHRISTMAS RIFLE DISPLAY 





STOPS CUSTOMERS . . . STARTS SALES 


COMES WITH 4 POPULAR REMINGTON 22's eins. sie g 


During the busy season ahead let this colorful Remington 22 


rifle shipper-display take work off your hands and add sales 
to your register. Four fast-selling 22’s come shipped in 
this bright red-and-green unit. They include two model 514 
bolt-action single-shot rifles, one model 512 bolt-action 
repeater and one model 550 autoloader. Just open this 
completely assembled display . . . stand it up and 
you're ready for business. It’s so compact you can spot it 
any place in the store. Ask your wholesaler for the 
Remington No. 420 rifle assortment and Christmas display 


that costs nothing extra—-you pay only for the four rifles. 


7 


Display is 172’ 


wide. 6'2” deep, 44lA” high. 
“ a a 


—also free with 
rifle assortment 


Give a 
REMINGTON 22 RIFLE 


the Pert (pif t 





Iindividve!l gun 
stock wraos have WINDOW BANNER 
space for personal 24\/,'° wide, 9%" high 
note from the giver. 


this Chalstmas quee a 
REMINGTON DISPLAY CARD 
22 RIFLE 151%," wide, 10%” high 





These bright red and green extra sales aids 
are packed with every assortment of the four Remington 22's. 
They let you do a complete job of merchandising throughout the 


store—from show window to point of purchase. 
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REMINGTON FIREARMS IN WINDOWS 
ARE SHOPPER STOPPERS! 


One sure way to get attention for a sales display 
is to feature guns in the show window. Retailers 
find that both shooters and non-shooters are 
strongly attracted by a gun display. Capitalize 
on this interest. Show Remington firearms all 
year round in your windows. 





-°* YOU'LL CATCH °-.. 
MORE THAN MICE 
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deat: a eeee*® 
Victor 2-Pac, 15¢ 
(2 Victor mousetraps) 
Victors give you a big 
mark-up to start with. 
And in the 2-Pac or 
4-Pac you can double or 
quadruple your profit on 
every sale. Customers who 
normally buy “‘a mouse trap” 
will buy the Victor Pac—and 
your profits rise accordingly. 
So, get on the Victor “brand 
wagon” to catch extra sales 
and profits. 


Victor 4-Pac, 29¢ 
(4 Victor mousetraps) 


Order Victor mouse and rat traps from your wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. * PASCAGOULA, MISS. 
SERKELEY, CALIF. « NIAGARA FALLS, CANADA 


Tum Ou the 
EAT WAVE 


with 





Sell Greater Warmth 
and Greater Satisfaction 
with the Complete Martin Line 
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Vented Space Heaters 
modeis-—-!5,000 BIU to 85.000 BTU 
Vented Floor Furnaces 
models-—35,000 BTU to 70,000 BTU 
Vented Well Heaters 
models-~25,000 BTU to 60.000 BTU 
Unvented Space Heaters 
modeis—-!0,000 BTU te 50.000 BTU 


a 


2 


—— 


Every Martin Gas Heater is AGA 
approved for natural, liquefied 
and manufectured gases. 






V-300 
*Wall heeters approved under 1956 AGA requirements 
Write your jobber or direct for complete catalog. 
} NA ; ef raat i 
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MARTIN STAMPING 
Ala Ov 50 veo 


STOVE CO. 
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lowing things are trifling. 

But if you were to read through 
hundreds and hundreds of question- 
naires and, in answer to the ques- 
tion, What was done for you by the 
company that you liked, and that 
made an impression on you? found 
the continual mention of flowers for 
some occasion—it might not seem 
trivial. 

Assume the husband is away for 
a week’s convention—flowers at the 


home with a nice note from the 
sales manager because you have 
robbed her of her husband that 


week will hit the right note. 

Or, if hold a meeting, or 
keep a Man away over some im- 
portant holiday—pick up the check 
for a long-distance phone call for 
the man to his home. It won’t be 
forgotten. 


you 


Do you take pictures of your men 
for your house organ? 


Have a good job done, frame one 
and mail it to his wife with your 
compliments. 

Ever try letting the husband and 
wife have a night on the town at 
the end of a contest? 

And then arrange by a note to 
the hotel manager where you are 
providing the meal to have a cor- 
sage and cocktails at the table. 

His wife will talk about it to the 
neighbors and her friends, and 
every time she repeats it she gets 
more your outfit. 

Nowadays, sales contests 
involved the wife are coming more 
and more into the picture. But you 
might carry the same participation 
even a step further. 


sold on 


which 


Now, how about your records” 

I'm sure your files indicate the 
names of your men, past employ- 
ment, type of work, where 
were born, what his temperament 
is, his experience, etc. But do they 
include the wife’s name, or the 
names of the children? 


they 


When you drop him a note, do 
you refer to the wife? 

Do you have the facts to say: 
And Mildred will be interested in 
this, too. 

The fact is, working with the 
salesman’s wife is a problem in 
human relations. And perhaps it’s 
one of the more challenging prob- 
lems in human relations——because 
they're women. 
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How a New England Dealer 


Handles Credit Selling 


(Continued from page 83) 


big-ticket item, a Thrifty Budget 
Plan is offered for three-payment 
purchases. Under this plan pay- 
ments are due in 30, 60 and 99 
days. 

To make it easy for credit cus- 
tomers to pay bills, or make a par- 
tial payment on account when in 
the store, there is a special win- 
dow in the credit department for 
quick payments. Here customers 
not wishing to stand in line, can 
take a regular account payment 
slip (Fig. 3) from a rack on the 
counter and a deposit envelope to 
put their check or cash in the en- 
velope and deposit it in a special 
repository found on each selling 
floor of the firm’s two sales build- 
ings. 


Customers take discounts 


Customers entitled to the 2 per- 
cent cash discount may deduct that 
sum from their payment when mak- 
ing out their slip. If they wish a 
receipt mailed for the payment 
there is space to so indicate. 

A series of collection notices 
helps the firm to follow up on de- 
linquent accounts. These notices 
are in a collect postage envelope, 
with sealing flap covering the mes- 
sages on the envelope 

The series of collection notices 
to delinquent customers stresses 
the fact that follow-ups are friend- 
ly, and that they are sent out be- 
cause of probable, unintentional 
oversight on the part of the re- 
cipient. 


Pink for final letter 


Illustrated is one of these re- 
minders. Fig. 5 shows the message 
on the inner flap of the envelope 
sent to accounts 10 days overdue. 
Another reminder is sent 10 days 
after the first notice. 

Two other distinct types of no- 
tices are used as the second and 
third reminders. Final mail col- 
lection effort is sent in a pink col- 
ored audit department envelope. 
The inner portion of the envelope 
gives full details on the account 
and the amount due with space for 
the customer’s reply. 





The buying rush starts soon! 
Order this Santa for your window today! 
Get in on this great Christmas promotion! 


Beautiful Boontonware 16 piece 
service for 4, plus salt and pepper set 


now onty 914.95 


Viz 
($18.75 value) 





Z, — py ” ? — Ore, 
Y Bue “TPtypy, = = 
UT ba P 










Ready now for your 
biggest Christmas profit 
promotion —4’ x 4’ Santa window poster 

to display Boontonware extra-value gift set. It’s the 
Santa featured in our Christmas ads in “Living for Young Home- 
makers, “Successful Farming,” “McCall's,” “Progressive Farm- 
er, “Rural Gravure’ — more than 27 million readers. Order yours 
now. Display big-saving Boontonware family size sets on free 
counter rack, too. Poster, mounting instructions and tie-in mat 


ads free to Boontonware Program dealers. See your jobber today. 


boorilem ware 


THE FINEST OF ALL MELMAC”™ DINNERWARE 


MANUFACTURED BY THE BOONTON MOLDING CO., BOONTON, N. J. 
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Display section promotes seasonal items inside a Lawn and garden items are neatly displayed aft 
tront window. It is an easily changed area. numerous levels just inside the front entrance. 


Change displays and sell more 


How a dealer changes some displays every week to build 


store traffic, encourage browsing and to boost sales 


Changes in your store’s appearance create device to measure was placed on the sales floor, 
conversation, encourage browsing and increase sales of the line increased 10-fold. 
impulse sales. Both the screen and rope have high-traffic 
A New Engiand hardware dealer moves some display spots near the service counter, 
part of his displays at least once a week. Robert In spring and summer months the constantly 
Goldberg of United Hardware at 2304 Post changed interior displays are supplemented 
Road, Warwick, R. L., says, “It is a good way to with outdoor merchandise. 
stimulate customer interest and catch impulse 
sales,” Robert Goldberg in his fishing equipment depart 
The firm has 20 six-foot gondolas mounted ment, 


on casters. This is a labor saver when the store 
is being cleaned, and eases relocation of en- i. 7 | +5 
tire sections of display units. 4 a 4 . | | } ¥4 

Last fall the firm moved sporting goods from | he? . , | 
a wall location to a spot in back of the service = 
counter, Sales increased. Removal of builders’ i 
toola from a corner to a side wall, increased 
sales to six or eight tools a week. The depart- 
ment averaged but two sales a week in the 
former location. 

Perforated panel on wall unit permits quicx 
and easy change of displays. All panel colors 
are changed every six months to give the store 
a changed appearance. 

The change of displays is sometimes accom- 
panied by removal of merchandise from storage 
to the display room floor. In this group is rope, 
previously sold from cartons in the backroom. 
When the manufacturers’ floor stand with its 
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"Tempo 


CABINET HARDWARE 


Here's « sparkling new cabinet hardware line with scores of 
decorative possibilities. “Tempo” is different distinctive 
contemporary. Its finishes are beautifully modern Basically. TEMPO PULL AND PLATE COMBINATION 
the “Tempo” line features two sizes of fitted «ones and knobs. 





and two sizes of pulls and plates. These basic designs offer 
opportunity of creating many varied and balanced color com 
binations and transpositions, “Tempo” also introduces Wash 
ington’s widely-known %” inset hinge (No. 1020) in oa 
graceful “velvet-lustre” black finish, matching the rich blact 
surfaces of the knobs, cones, pulls, and plates — balancing th 
new line completely in every detail, “Tempo” is gracefully 
ideal for new or refinished cabinets, furniture. and built ins 





No. 1211 KNOB No. 1212 KNOB 
Knobs, cones and pulls are die-cast zinc, Plates are of ste! No. 1221 CONE No. 1222 CONE 
1%” DIAMETER 2 DIAMETER 


*Tempo is a trademark of Washington Steel Products, inc 


SPOTLITE” KNOB AND TEMPO CONE COMBINATION 


Here’s one method of achieving sparkling 

color combinations with 

Spotlite’ knobs 

plus “Tempo” 
cones 












P “Washington manufacture Spotlite’ knobs mm: dull black (US19 polished 
- brass (US4 polished copper (CI atin bronze (1S10). polished chromiun 


(US26), satin chromium (US26D), and satin brass (US4). The new “Tempo 

cones are manufactured in dull black (US19), brass (US3), bronze (US10 

copper (Cl and polished chromium (US26). By combination and inter 
Photography by change of these finishes, unlimited, stunning color combination 


John Bickel 


riay be a hieve ad 






ADDITIONAL COLOR COMBINATIONS NO. 120 DISPLAY BOARD 


FROM THIS DUOC, Sti!) more color poss: 
bilities are provided in “Tempo” pulls 
and plates beautifully stvled and 
expertly finished designed to fit your 
Krip ——_ CT po pulls available in black 
polished chromium polished brass, sat 


if} bronze and polished Copper 







i GET THIS HANDSOME 
WA GTON DISPLAY TO SELL ‘TEMPO”’ 
Ihis display highlights sev 





t eral color combinations with 


the complete Tempo” line 
WASHINGTON, LINE with full 


color illustrations 


For more information, see your jobber, or write to: ©! “tue! installations. Pits 
all NRHA standard fixtures 


WASHINGTON STEEL PRODUCTS, INC. Smaller display also available 
DEPT. HA-11, TACOMA 2, WASHINGTON 
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... and they sell just as fast as they cut 


GENSCO BUSHMAN BOW SAWS 


You'll be amazed at the way Gensco Bushman Bow Saws cut so fast and 

easy—just like they sell for every dealer! The patented tooth design of 

the Swedish steel blades makes all cutting of logs, posts and rough ot 6a Geeeaintes 
work—a cinch. 


Make sure these famous bow saws are on your racks ... sell your 
customers the best—Gensco Bushman Bow Saws. f \ 


REPLACEMENT BLADES FOR ALL BOW AND BUCK SAWS [pS 


A ERR WER | — 

















BUSHMAN BUSHMAN NORDIC 
PATENTED BLADES PULPWOOD BLADES RAKER BLADES 42° and 46° Adystable Sew 
Fast cutting general pur- For production work on A fast citing blade with 
pose blades in 1" widths. pulpwood. 42” « 1%«" or raker teeth. 30", 36", 42”, 
24°, 30°, 36” lengths. 48" x 1%". 48" lengths. 1" or 1%" widths. 
ee ee 
OTHER GENSCO PRODUCTS: oy en8 OO" Ener Sew 
Pruning Sews Swedish Weed Chisels aimee ae 
Bult Hinges and Builders Hardwere Weed Planes © Machine Screws asa 
Steel, Brass, Galvanized and Complete line of Pliers, Diegenals 
Nickel Plated Weed Screws and Nippers 


See Your Jobber... Write for Literature 


GENSC@ TOOLS 
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, ®@ Only 36” Long © Weight: 98 Lbs. 
@ 15°’ Wide © 10 gal. Fuel Tank 
€ H © 27 High @ Fuel input: .85 gph 
¢ / 


$198 List 120,000 BTU’S 


You'll find a profitable, ready-made market for these 
new Silent Glow portable CUB “recirculating” Heaters, 
from September to May, among your local building 
contractor, small business and do-it-yourself customers. 


This small, compact CUB heater delivers more BTU’S 
than any other heater for its size and price . . . main- 
taining even temperatures throughout the room or area. 


Silent Glow CUBS provide heat for personnel .. . 
pre-heat materials and equipment . . . quickly, economi- 
cally and safely. Anyway you look at it . . . the CUB 
is a money-maker. 


“Over 25,000 Silent Glow Portable Heaters in Operation” 
ORDER NOW SO THAT YOU 


WILL HAVE YOUR SUPPLY 
ON HAND THIS FALL. 


THE SILENT GLOW OIL BURNER CORPORATION 
877 WINDSOR STREET ° HARTFORD 1, CONNECTICUT 
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4] | Disaster Strikes 3 Times 


(Continued from page 91) 


side display fixture along wall by 
Louis J. Farrell, his assistant store 
manager. 

Dealer Fries says, “We think 
that we have the only three-inch 
thick maple display counter in any 
hardware store in the United 
States.” 

A contractor installed a concrete 
floor in the new quarters, and the 
staff added tile flooring in the store 
after Christmas. 

Mr. Farrell constructed aisle dis- 
play units from second-hand office 
cabinets and some plywood. The 
firm purchased but three display 
units, two 5x8-ft tables and a nail 
unit. 

Continuous strip fluorescent 
lighting and two overhead gas fur- 
nace units were installed. 

The firm’s Christmas toy order, 
placed in July, was held by the 
wholesaler until the day Mr. Fries 
asked for its delivery. 


Do-lt-Yourself Classes 


(Continued from page 72 


The instructor uses samples of 
every tool, fitting and valve need- 
ed to illustrate his explanations. 

When he talks about cutting in- 
to the water line he shows with 
actual fittings how it is done. 
Then he passes the fittings around 
the class for examination and to 
invite questions. 

Hie tells the class the cost of 
each item used in the lesson. 

Queries raised by the class in 
cluded: 

What water pressure is needed 
for a sound sprinkler system’? 

Where is the water shut-off lo 
cated on the water meter? 

How do I get a length of pipe 
under a sidewalk to a parkway 
sprinkler? 

In what lengths is pipe sold? 

The Do-It-Yourself class sched- 
ule for the fall of 1956 included: 
installation of lawn sprinklers; 
painting and decorating; installa- 
tion and inspection of garbage 
disposal units; electric wiring and 
installation for an electric water 
heater; and plumbing stoppages 
and faucet repairs. 
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DUTCH BRAND FRICTION TAPE 


A top seller for years! Dutch Brand “extra-service” quality has more 
strength, sticks tighter, lasts longer. Choose from a variety of displays 
and “put-ups" to give the perfect assortment to service store traffic. 





DUTCH BRAND RUBBER 





DUTCH BRAND RUB’R-SHIM 
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DUTCH BRAND PLASTIC TAPE 


For jobs with that professional look, easy to use, versatile Dutch 
Brand Plastic Tape is an established favorite. U.L. listed. Your 
choice of sizes attractively packaged—" wide by 150° and \” 
wide by 20 ft. rolis in small “action-packed” selling displays. 
Also %" by 20 ft. and &" by 44 ft. rolls in screw top shop cans 
and %" by 66 ft. rolis in individual metal containers. 
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DUTCH BRAND HOUSEHOLD MASKING TAPE 


“Do-it-yourselfers" or professionals get better, easier, faster home painting 
and decorating with Dutch Brand Masking Tape. Excelient for sealing, holding, 
reinforcing, repairing. Rolle available in three sizes, %" x 25 ft., 14" « 26 ft, 
and ¥%” x 90 ft. Displays help sell these steady repeat items. 


ve 
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TILE AND TUS SEALER 





BONDING CEMENT 


Water and moisture-proof, quick and easy to 
use, Dutch Brand Bonding Cement is pertect for 
cementing rubber to metal and for general 
household use. it has great adhesive power and 
does not become brittle with age. it's packed in 


SPONGE RUBBER WEATHERSTRIP 


A pertect, all-weather cushion and seal to stop 
household rattles, squeaks, drafts and leaks. 
Available in rolie 10 ft. long by 4%" or %" wide 
and Ym", %«", and As” thick. Display assortment 
packaged with sizes proven most popular. 


Water-proof and soap-proot, easy-to-apply seal, 
for use around sinks, tubs, tles and toilets, 
Dutch Brand Tile and Tub Sealer adheres and 
seals all buliding materials. Dries hard .. . per- 
manent white. in 6 oz. tubes, packed 12 tubes to 
the display carton. 


handy 2 oz. botties with applicator top. 


Duteh Brand presente these six high-tre- 
quency sales items shown here as typical of solid, repeat 
business Dutch Brand Products. Attractively packaged 
and designed for maximum display appeal, they sell on 
sight, bring you greater profit through increased turn- 
over. Check your local Dutch Brand jobber for ali profit- 
packaged Dutch Brand products! 
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SALES 


® Dual Markings 


upper edge — feet and inches 
lower edge —consecutive inches. 
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®tlong wearing plastic coated 


blade. 


® Strong chrome-plated case. 
® Snow white biade with jet black 


markings. 





upper edge —fee 


lower edge — consecutive inches, 
16 inch centers indicated. 
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tempered steel 


® Extra-wide, %4” 
blade. 


® Heavy duty chrome-plated case. 


WHITE CLAD 
PE RULES HAVE 


R coven" 
FEATURE? 





8 fy. we2e $1.19 
10 FT. W9210 $1.49 
12 FT. W9212 $1.89 










10 FT. 
12 FT. 


wesio 
wei? 





boxes 
blades available. 


® Extra-long, self-adjusting end 


hook 


tT PAYS TO StL 
TAPES * RULES - 


UF RIN 
PRECISION TOOLS 


“BETTER MEASURE 
WITH LUFKIN" 


ORDER FROM YOUR HARDWARE WHOLESALER 


449 THE LUFKIN RULE COMPANY, Saginaw, Michigan 
a Berrie, Ontario 


New York City 
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$2.39 
$2.89 


Packaged in individ- 
val re-usable plastic 
Replacement 








NEWS 


(Continued from page 10) 








False Radio, TV Advertising 
Being Checked by FTC Unit 


The government is training its 
radio and tele- 
vision to watch for false and mis- 
leading advertising. 

The Federal 


has set up a 


eyes and ears on 


Trade Commission 


special monitoring 
unit to listen to radio commercials 
and to watch 


part-time 


television ads on a 
basis. 

Previously four FTC attorneys 
had searched ads in sample scripts 
submitted by radio and TV sta- 
tions. But, the government says, 
actual commercials did not always 
follow the written script. The proc- 
ess of screening scripts will be 


continued, however. 


Soil Bank Payments Rising 
Just in Time for Christmas 

Hardware dealers in farm areas 
are receiving a Christmas dividend 
from the government in the form 
of increased soil bank payment 
checks to farmers. It means more 
available spending money at Christ- 
mas time. 

The Agriculture Dept., which had 
gotten behind in making payments, 
reports the amount of soil 
payments made has 


bank 
picked up 
sharply in recent weeks and more 
than half of the total amount due 
should have been out by Election 


Day. 


Little Chance Seen for Hike 
In VA, FHA Mortgage Rates 


It appears unlikely that interest 
rates on government backed mort- 
gages will be raised this year to 
help boost new home construction. 

The Administration 
rate is already at its ceiling and 
cannot be raised without Congres- 
sional action. 

Although the Federal Housing 
Administration rates can be raised, 
the Administration does not fore- 
see any 


Veterans 


raise this year. 


(Reaume reading on page 11} 
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*. Grand Slam 
SS Profits Plan!’ 


*. 4 


"“2®eseecoe?” 


...Power Packed Beauties with 


BUILT--IN--MOTORS 


A DEALER’S DREAM COME TRUE THAT MEANS MORE PROFITS FOR YOU! 
A year of hush-hush planning, designing and re-designing in collabora- 

cuadh:.. aad caviba enaniensiviads. - Gesen eaiicnen WITH NEW DARRA-JAMES 

fost tenia workshop power tools ... brand new Darra- CREDIT PLAN YOUR CUSTOMERS 
Ganssch oats sisters 06 Savcen Gemeabs the soushens wwedueeiany CAN PURCHASE FOR ONLY 

chores. Now... your selling effort is simplified and minimized. Each 


tool comes equipped with timing belt, pulley, switch and motor... 
ready to operate. MoterTools are available in two handsome, manly 
color-tones — Woodland Green or Slate Gray — to enhance the beauty E« 


of any home workshop. Darra-James MoterTools are what you've 
been waiting for! Get behindthem! They've got Power! 


’ 
' 
, 
’ 
’ 














CONVENIENT DARRA-JAMES CREDIT PLAN 
Makes Selling Easy! 


: 
GRAND SLAM PROFITS PLAN 7 Here are the quick facts: 
i 


« Customers can take up to 18 months 
to pay. 

@ Dealer himself extends no credit... 
fusses with no bookkeeping, sends out 
no statements, makes no collections! 

@ Customers make payments to avthor- 
ized credit offices in 120 cities. 

@ Derra-James Credit Plan can be used 
for purchases of all Daerra-James 


Darra-James 





. means more to you... SOSSSISSSS CSI 
PARRA james en” 


5- tae 
aa Derre 






‘omes Pon a 


ony \ Cooperctive Dealer Advertising Allowance; You 
get a generous advertising allowance in order to do 
a real bang-up selling job. 
V less Inventory Confusion; Darra-James Moter- 
Tools require no stocking of motors, timing belts, 
pulleys or switches. 


y¥ 5-Yeor Guarantee: We are the only power tool power tools. 
company able to make this unusual offer, because of 
the exceptional quality of our tools. Mr. Distributor! P-s-s-s-6-+8-t.--«- 


Darra-James Power Tools because you buy for less. 
¥ Convenient Derre-James Credit Pian; This plan 
increases your volume of sales. You get bigger 
sales... and more sales than ever! 


for name of our salesman in your area. He will tell you 
all about Darra-James “Grand Slam Profits Pian’ that 
will knock you off your feet. But you must act now! 


' 
y Bigger Margin of Profits; You carn more with | Contact Emil Osled at our factory 
i 


Mr Emil Osied TOOLKRAFT CORPORATION 
500 Plainfield $1. Springfield, Mass. 


Please send me complete information about Grand Siam 
Profits Pian and name of your necrest salesman 


NAME 





sveee? _. 





CITY ZONE __. STATE 











YOU'LL BE AS BUSY AS A BEAVER WHEN YOU STOCK DARRA-JAMES POWER TOOLS 
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lf you want to sell 

HEX-KEYS, 

put this new card 
on your counter 


This new Allen “merchandiser” con- 
nects with customers in a flash! In 
bright yellow, black and white, it 
tells the story of Allen Hex-Keys — 
uses and sizes — in less than “ 
minute of reading. 


Each Allen merchandiser mounts 
12 Allen No, 604 Junior Key Kits 
~~ each containing 7 Alien Hex- 
Keys, sized from %j" to “%”, in 
red plastic envelope with transparent 
face. Keys are bright finished — 
size markings are easier to read and 
keys are easier to find on a work 
bench. 


Available now from leading In- 
dustrial Distributors and Hardware 
Jobbers. Write for new descriptive 
bulletin C38, and name of your 
nearest supplier. 
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ror Comp ete Geta: 4 about the 


the alphabetical listings foll: 


November 
18-20 Nationa! Garden Supply Decler 
show, Chicago 


1967 
January 
6- 8 Illinois Retail Hardware Assn 
/. 9 Western Retail implement & 


Mardwore Assn. 

13-15 National Garden Supply Dealer 
Show, New York 

13-15 Hibbard, Spencer, Bartlett & Co 
Merchandise Show & Convention 
Evanston, til, 

14-16 Janney, Semple, Hill & Co., Re 
tailers’ Conference & Spring Mar 
ket, Minneapolis 

15-16 North Dokota Retai) Hardware 
Assn 

17.24 National Housewores Exhibit. Ch 
cago 

20.22 \intermountain Assn. of Hardware 
& implement Dealers 

227.24 Minnesota Retai! Hardware Assn 

22-24 Mountain States Hordware & Im 

plement Assn 

Pacitic Northwest Wordwore 4% 


_ 
nN 


implement Assn 
Tennessee Retail Hardware Acs: 


~ 
~ 
= 


27.30 Texos Hardwore & Implement 
Assn 

277.30 W Bingham Co Spring Merchor 
dice ok Sporting Goods Show 
4 laeveland Ohio 

27.30 Gitt Show Washington D.C 

28.29 American Hardwore Supply Co 
Merchandise Fair & Stockholders’ 
Meeting Pittsburgh 

28.29 Wisco Wardware Co. Merchar 
dising Schoo! & Sales Show. Mad 
ison, Wik 

29.31 Indiana Retai! Hardware Assn 

29.31 Pennsylvania & Atlantic Seaboard 
Moardwore Ass 


February 
1. &§ North Coast Retail Hardware 
Assn. 
3. 6 Oklahoma Hardware & Imole 
ment Assn 


- Convention Check List 





ynvention listed by dates below use 
wing this quick check list 


3- / National Sporting Goods Assn. 
Convention 
3-14 Gitt Show, Chicago 
4- 6&6 New York State Retai! Hardware 
Assn 
5. 7 Wisconsin Retail Hardware Assn 
5. B lowa Retail Hardware Assn 
b Connecticut Retail Hardware 
Assn 
10-12 Alabama Retail Hardware Assr 
10-12 Tri-State Hardwore & Implement 
As 
10-12 Virainia Reta Mardwore Assn 
10-13 California Retail Hardware Assn 
l1.-13 Ace Hordwore Coro Annua 
Convention & Exhibit Chicago 
C) 
> 


’ 


Hardware Assn 

Jur Own Hardware Co. Ann 10) 
Stockholders Meeting & Mer 
chandise Show. Minneapolis 
17-14 Nebraska Reto tHoardware Assn 
17.18 Arkansas Retai! Mordware A«c«n 
17.19 West V rainia Hordwoare Assn 
19.21 Hardwore Assn. of the Carolinas 
19.21 Kentucky Retail Hardware Assn 
19.21 Missouri Retail Hardware Assn 
19.21 Pacific Southwest Hardware Assr 
20.22 New Enaland Hardware Dealer: 

Accn 

24.25 Mississippi Retai! Hardware A: 
274.27 Michiaan Retail Hardware A 


11.13 
it-t3 


24-M ywrch | Gilt Show. New York 
March 
3 5 C tter x, ® Merchar 146¢e Sh oa 
%, Ste ‘ 4 lder Meat ng cr") Le 


4. @8 Gitt Shaw RBoaston 
17.19 Florida & Georgia Retail Hard 


ware Assn 


17.20 Gift Show. Philadelohio 
19 Zi _ ith Dok ra Reta) | Hardy fe 
Assn. 
31-Apri! | Louisiana Retail Hardware 
Assn. 
June 
ig.? if Juste 3) ‘ i [ y ( nyentior 


¢ a f wala : " 
Te ronciscgn 








National Events 


Industrial Supply Convention, June 
18-20, 1957, at San Francisco, Calif. 
Attendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Asen.; Fairmont Hotel Head- 
quarters for National Industrial 


Distributors’ Assn. and Southern 
Industrial Distributors’ Assn. Spon- 
sored by ASMMA, W. B. Thomas. 
Hunter-Thomas Associates, 2130 
Keith Bidg., Cleveland 15, Ohio, 
business manager; NIDA, 1900 Arch 
St., Philadelphia 3, Pa., Robert C 
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quick plier Probite. ay 


SELL THE LINE 
with the PROFIT LEADER 










CHAN wey Lock Mi Nw 


P No. 420 








For a longer profit per sale...SELL QUALITY 


een een aetna eli 








SELL THE COMPLETE CHANNELLOCK LINE 


You get more than a quality line when you 
handle Channellock pliers. Here’s a line with a fast- 
moving, nationally advertised profit-leader . . . the 
popular Channellock 420, No other plier does so 
many jobs so well... no other plier sells so fast. So 
stock the Channellock line and put the profit-leader 
420 plier out front for your customers to see... 
try ...and buy. It’s easier to sell just one plier line. 
It’s profit-wise to sell the Channellock line, 








CHANNELLOCK BC Corr 

















CHAMPION DEARMENT TOOL COMPANY 
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DOOPEN TO YOU! 


IF YOULL WAIT, SIR. 
JM SURE | CAN FIND THE RIGHT 
S/ZES 


~y\\ D 
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WE SELL 
ANY OLD 
DRILLS 


AI 





USE THE NEW 





THE DRILL DISPLAY 
THAT ASSURES SALES. EVERY 
DRILL INSTANTLY ACCESSIBLE. 









CONTACT YOUR JOBBER OR — 
HENRY L. HANSON COMPANY 


24 UHION ST. WORCESTER, MASS. 


ee ee ee 
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Fernley, executive secretary; SIDA, 
712 Volunteer Bidg., Atlanta, Ga., 
k. L. Pugh, secretary-treasurer. 


National Garden Supply Dealer 
Shows, Nov. 18-20, at Navy Pier, 
hotel headquarters, Morrison Hotel, 
Chicago, Ill.; and Jan. 13-15, at 
Kingsbridge Armory; hotel head- 
quarters, Concourse Plaza Hotel, 
New York, N. Y. Sponsored by 
Garden Supply Merchandiser Mag- 
azine, Baltimore, Md. 


National Housewares Exhibit, Jan. 17- 
24, at Navy Pier and Drill Hall, 
Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, at 
Hotel Morrison, Chicago. Spon- 
sored by the National Sporting 
Goods Assn., 716 Rush St., Chicago 
11, I. 


Regional Events 


Ace Hardware Corp., Chicago, 33rd 
Annual Convention and Exhibit, 
Feb. 11-13, at Conrad Hilton Hotel, 
Chicago. Arthur Krausman, con- 
vention manager. 


American Hardware Supply Co., 
Pittsburgh, Annual Merchandise 
Fair and Stockholders’ Meeting, 
Jan. 28-29, at company office and 
warehouse, 41 Terminal Way, Pitts- 
burgh 19, Pa. 


W. Bingham Co., Cleveland, Spring 
Merchandise & Sporting Goods 
Show, Jan. 27-30, at company ware- 
house, 1278-98 W. Ninth St., Cleve- 
land, Ohio. 


Cotter & Co., Chicago, Annual! Mer- 
chandise Show and Stockholders’ 
Meeting, March 3-5, at company 
warehouse, 36 E. Illinois St., and 
Sheraton Hotel, Chicago. 


Gift Shows: Washington, Hote! W'!- 
lard, Jan. 27-30; Chieago, LaSalle 
Hotel and Palmer House. Feb. 3-14; 
New York, Hotel New Yorker and 
New York Trade Show Building, 


Feb. 24-March 1; Boston, Hotel 
Statler, March 4-8; Philadelphia, 
Hotel Benjamin Franklin, March 
17-20. George F. Little Manage- 


ment, 220 Fifth Ave., New York 1, 
except Chicago Show which is con- 
ducte? by Eastern Mfrs. & Import- 
ers Exhibit. Inc., George F. Little, 
managing director. 


Hibbard, Spencer, Bartlett & Co.., 
2201 W. Howard St., Evaneton, Il.. 
4th Annual Merchandise Show & 


Convention, Jan. 13-15, at company 
warehouse. 


Janney, Semple, Hill & Co., 22-26 
Second St. South, Minneapolis 1, 
4th Annual Retailers’ Conference 
and Spring Market, Jan. 14-16. 
Meetings at Hotel Leamington, ex- 
hibits at North Star Bldg. 


Our Own Hardware Co., Minneapolis, 
Annual Stockholders’ Meeting and 
Merchandise Show, Feb. 11-13, at 
company offices and warehouse, 618 
N. Third St., Minneapolis. 


Wisco Hardware Co., dealer-owned 
wholesaler of Madison, Wis., annual 
merchandising school and Sales 
Show, Jan. 28-29, at company head- 
quarters, 15 S. Brearly, Madison. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions 
and exhibit at State Coliseum, hotel! 
headquarters Whitley & Jefferson 
Davis Hotels, Montgomery, Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Retail Hardware Assn. Con- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Audito- 
rium, hotel headquarters Marion 
Hotel, Little Rock. J. Wayne Tis- 
dale, 908 Rector Bldg., Little Rock. 


California Retail Hardware Assn. 
Convention, Feb. 10-138, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Fairmont Hotel, San Fran- 
cisco. Krueger B. Jacobsen, 122 
Ninth St., San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion. Feb. 6, 1957. Sessions and 
hotel headquarters at Statler Hotel, 
Hartford. Ned Russell, Harris 
Hardware. Southport. 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 17- 
19, 1957. Hotel headquarters at 
George Washington Hotel, Jackson- 
ville, Fla. W. W. Howell, P. O. 
Drawer 1000, 1640 Plant Ave., 
Waycross, Ga. 


Hardware Assn. of the Carolinas Con- 


vention, Feb. 19-21, 1957. Sessions 
and exhibit at Radio City Audi- 
torium, hotel headquarters Char- 


lotte Hotel, Charlotte, N. C. Martin 
Fr. Kaelke, managing director, P. O. 
Box 6215, Charlotte 7, N. C. 


Illinois Retail Hardware Assan. Con- 
vention & Trade Show, Jan. 6-8, 
1957. Sessions and hotel headquar- 
ters at Pere Maranette Hotel. ex- 
hibit at Armory. Peoria. William 
F. Ewert. 1194 Merchandise Mart, 
Chicago 54, 


Indiana Retail Hardware Assen. Con- 
vention, Jan. 29-31. 1957. Sessions 
and exhibit at Morat Temple, hotel 
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It’s a square 
ie. 
and a level! 


Packed 12 in carton 


with colorful 


Holiday Poster 


A Hot Christmas Item . 
with real GIFT APPEAL! ~ 


Here's a natural for Christmas sales because 
every customer's a prospect for a Squar- 
Evel. Two tools for the price of one. Comes 


in beautiful anodized colors . 
Albright . 


.. Albras and 


. « will not chip, fade or wear. 


Can be adjusted to either 45 or 90 angle. 
Each Squar-Evel has a cororful Christmas 


wrapper. 


12 M-D SQUAR-EVELS @ $2.50 ea 


GIVE M-D SQUAR-EVELS 


$30.00 list 


aTO YOUR OWN CUSTOMERS <q 


AND FRIENDS 


MACKLANBURG-DUNCAN CO. &® 
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BOX 


ORDER DIRECT TODAY! 
Send vs your order ond imprint 
copy sew. Shipment will be 
mode in ample time for Christ 
mos. We poy freight on all 
orders of $20 or over. 


Bh. oe. 


OKLAHOMA CITY 1, 


individually wrapped in 
Polyethylene tubing with 
Christmas tags at both ends. 
Personalized Christmas card 
inside with your firm name 
imprinted free. 

Makes a wonderful gift from you 
to your friends, customers or 
employees. 


J 
« 


coy 


OKLAHOMA 



































AMERICAN 


REG. VU, 6. PAT. OFF. 


LUMBER 
CRAYONS 


A product of over 100 years of experi- 
ence, Americon Lumber Crayons are 
preferred and specified for their clear, 
long-lasting, legible marks—moarks that 
work equally well on dry or green lumber! 





See the complete line of American 
Markers at your favorite suppliers. 


the American YOR Compeny 
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headquarters Sheraton-Lincoln Ho- 
tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4. 


Intermountain Assn. of Hardware & 
Implement Dealers Convention, Jan. 
20-22, 1957. Sessions and hotel! 
headquarters at Hotel Utah, Salt 
Lake City, Utah. Leon L. Weeks, 
408 Continental Bank Blidg., Boise, 
Idaho. 


lowa Retail Hardware Assn. Conven- 
tion and lowa Hardware & Appli- 
ance Buyers Show, Feb, 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium, hotel 
headquarters Hotel Savery, Des 
Moines. Philip R. Jacobson, Mason 
City. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Kentucky Hotel, Louisville. Ed- 
ward Keiley, 501 Republic Bldg., 
Louisville 2, 


Louisiana Retail Hardware Assn. Con- 
vention, March 31-April 1, 1957. 
Sessions, exhibit and hotel head- 
quarters at Roosevelt Hotel, New 
Orieans. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 24-27, 1957. Hotel 
headquarters at Statler Hotel, ses- 
sions at hotel and Eight Mile 
Armory, exhibit at Armory, Detroit. 
Harold W. Schumacher, 1916 Mich- 
igan National Tower, Lansing 8. 


Minpesota Retail Hardware Assn. 
Convention, Jan. 22-24, 1957. Ses- 
sions and hotel headquarters at 
Curtis Hotel, exhibit at Minneapolis 
Auditorium, Minneapolis, C. J. 
Christopher, 3033 Excelsior Blvd., 
Minneapolis 4. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 24-25, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Heidelburg Hotel, Jackson. 
David O. Mansfield, P. O. Box 1696, 
Jackson 5. 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions 
exhibit and hotel headquarters at 


Sheraton-Jefferson Hotel, St. Louis. 


Fred Boemer, 2340 Hampton Ave., 
St. Louis 10, 


Mountain States Hardware & Imple- 
ment Assn. Convention, Jan, 22-24, 
1957. Sessions and hotel headquar- 
ters at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, P. O. Box 
73, Boulder, Colo. 


Nebraska Retail Hardware Assn. Con- 
vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi- 
torium; hotel headquarters, Fon- 


tenelle Hotel, Omaha. C. A. McCoy, 
325 Insurance Bldg., Lincoln 5. 


New England Hardware Dealers Assn. 
Convention, Feb. 20-22, 1957. Ses- 
sions and hotel headquarters at 
Statler Hotel, exhibit at hotel and 
First Corps Cadet Armory, Boston, 
Mass. A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assn. Convention, Feb. 4-6, 1957. 
Sessions and hotel headquarters at 
Hotel Statler, exhibit at Memoria! 
Auditorium, Buffalo. Nicholas H. 
Kiley, Hills Bldg., Syracuse 2. 


North Coast Retail Hardware Assn. 
Convention, Feb. 3-5, 1957. Hotel 
headquarters New Washington Ho- 
tel, sessions and exhibit at Senator 
Auditorium, Seattle, Wash., Martin 
W. Danko, Route 12, Box 109, Fife 
Sq., Tacoma, Wash. 


North Dakota Retail Hardware Assn. 
Convention, Jan. 15-16, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Graver Hotel, Fargo. Miss 


E. J. MecGrann, 54% Broadway, 
Fargo. 
Ohio Hardware Assn. Convention, 


Feb. 11-138, 1957. Sessions and ho- 
tel headquarters at Hotel Cleveland, 
exhibit at Cleveland Public Audi- 
torium, Cleveland. John B. Conk- 
lin, 198 S. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957. 
Sessions and exhibit at State Fair 
Grounds, hotel headquarters Skir- 
vin Hotel, Oklahoma City. Aaron 
Gritzmaker, 512 Midwest Bidg., 
Oklahoma City. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 27- 


29. 1957. Hotel headquarters and 
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Here it is on a special order, fellow 
by the nome of Paul Bunyan. 


@® Hardware Age, 1956 
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MIRACLE TUB-CAULK 
Special bonus package contains: 


1 display 100T (6 Tubes 4% oz. Tub-Caulk) plus 2 
extra 4% oz. ($1.00 retail) Tubes FREE. 


Miracle 
Now 
Announces "3 oe 


MIRACLE “BLACK MAGIC” ADHESIVE 

New Improved Formula! New Economy Size“ 

Special bonus package contains: 

1 display 59M (12 Tubes 2% oz. Black Magic) plus 

4 extra 2% oz. ($.59 retail) Tubes FREE. 

~ PACKING NET PRICE PRICE TO 
1 Display TO DEALER CONSUMER 

16 2% oz. tubes | $4.25 | $9.44 














| PACKING | NET PRICE PRICE TO | 
1 Display TO DEALER | CONSUMER | 
8 4% oz. tubes $3.60 =~ $8.00 Ve | 




























YOUR PROFTUT: $5.19 


a sensational 55% profit 








*59M replaces Cat. #25M and 50M 


MIRACLE “BRITE MAGIC” ADHESIVE 
New Improved Formula! New Economy Size** 
Special bonus package contains: 
1 display 59W (12 Tubes 2% oz. Brite Magic) plus 
4 extra 2% oz. ($.59 retail) Tubes FREE. 
| PACKING ! NET PRICE | PRICE TO 
| 1 Display TO DEALER | CONSUMER 
16 2% oz. tubes $4.25 | $9.44 | 








300 PROFIT 





YOUR PR 9 








**59W replaces Cat. #25W and 50W 


LIMITED TIME! Act fast and take advantage of these sensational 55-profit deals. 
YOu MORE THAN Tub-Caulk, Black Magic and Brite Magic sell fast, turn-over fast. 


MERC R ae MIRAGLE ADHESIVES CORPORATION 


214 East 53rd Street, New York 22, New York 
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© rete. again 


ati Mulsadil illite 
at its finest! 


























































The VACO Tool Center can be 
furnished with any assortment 
of VACO tools since any and all 
shelves in the complete VACO line 
fit the perforated back panel of 
the VACO Tool Center display. 








































The New VACO Tool Center 


brings versatility, eficiency and showmanship 

to one concentrated selling area. Occupies only 

5 square feet of floor space! Completely 
self-illuminated back display panel! Large storage 
compartments with sliding doors! Modern 
wrought iron legs! A truly modern merchandiser 
for a modern sales approach. You can place 

this in your store for practically the cost 

of the merchandise alone 


Write at once for complete details! 


VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago 11, Ill. 











Convention Calendar 





(Continued ) 


sessions at Davenport Hotel, Spo- 
kane, Wash. J. Malcolm Smith, 210 
Empire State Bidg., Spokane 1, 
Wash. 


Pacific Southwest Hardware Assn., 
Convention, Feb. 19-21, 1957. Ses- 
sions and hotel headquarters at 
Lafayette Hotel, exhibit at Munic- 
ipal Auditorium, Long Beach, Calif. 
Otto H. Grigg, 1519 S. Garfield 
Ave., Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Jan. 
29-31, 1957. Sessions and exhibit 
at Convention Hall, Philadelphia, 
Pa. L. W. Jenness, 707-710, 1616 
Walnut St., Philadelphia 3. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21, 1957. Ses- 
sions and exhibit at Coliseum Audi- 
torium, hotel headquarters Carpen- 
ter Hotel, Sioux Falls. O. R. Baily, 
1300 S. Jefferson Ave., Sioux Falls. 


Tennessee Ketail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Hotel Chisca, Memphis. 
Morris Jones, P. O. Box 784, Nash- 
ville. 


Texas Hardware & Implement Assen. 
Convention, Jan. 27-30, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Shamrock Hilton, Houston, 
R. M. Souder, 1108 Gibraltar Life 
Bldg., Dallas 2. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 10-12, 1957. 
Sessions, exhibit and hotel head- 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 
Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10-12, 1957. Sessions, 
exhibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. MT. 
Omohoundro, Jr., Scottsville. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi- 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. J. 
Keith Melvin, 638-40 W. 39th St., 
Kansas City 11, Mo. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17-19, 1957. Sessions 
exhibit and hotel headquarters at 
Daniel Boone Hotel, Charleston. 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Asan. 
Convention, Feb. 5-7, 1957. Ses- 
sions and exhibit at Milwaukee 
Auditorium-Arena, hotel headquar- 
ters—-Schroeder Hotel, Milwaukee. 
H. A. Lewis, Stevens Point. 
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MAGNA creative engineering brings 
the first NEW advances to power tools 
since the introduction of SHOPSMITH 





11-1N. BANDSAW 5-IN. SAW 
with Automatic with 
Blade Tracking ‘The Helping Hand’ 





NEW MAGNA 9-iIN. SAW 
WITH “THE HELPING HAND” 


The only tilt arbor saw with “The Helping Hand —a built-in 
extension which makes the largest G4” x 24”) effective 
table on the market, allows bigger rip and cross-cut capac 
ity than any other saw + Epicyclic Speed-gear Control gives 
you full 45° tilt with only 10 turns of knob (40 to 60 turns 
on other saws!) « Single-knob control—push for projection, 
pull for tilt + Self-aligning Fence locks front and back with 
single knob + Colored Safety Zone Table insert cannot 
catch work piece + Exclusive pressure-cast tub front bolted 
rigidly to table, coordinates al! controls + Externally adjust. 
able Tilt Stops + 3 Auto-stops on Miter Gauge 
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6-IN. BELT SANDER COMPRESSOR-SPRAYER 4-10. JOINTER 16-16. JIGSAW 
with Automatic with with Longest Table, with 
Belt Tensioning 100-ft. Range Largest Fence Full Speed-range 


Now, for the first time, MAGNA offers dealers a complete line of supe 
rior power tools for a complete power tool department. Lach one of the 
magnificent new MAGNA-LINE tools is the result of new engineering 
concepts; each offers outstanding features never before available on 


power tools for home use. 


For a complete power tool department, no other line can “measure up— 
to MAGNA-LINE-—in quality, capacity, appearance, or the compact 
floor-space (51% ft. x 9 ft.) required to display and sell them all, includ 
ing SHOPSMITH! 


There are still MAGNA-LINE—SHOPSMITH Franchises avail- 
able. Perhaps one is in your territory. For full information, 
please write Dept. 601-A, Magna Power Tool Corporation, 
Box 2808, Menlo Park, Calif. 








NEW SHOPSMITH MARK 5 


Most wanted multi purpose power tool in America! 
Shopemith is a 9-in. Saw, 12-in. Dise Sander, 

H4-in. Lathe, 16%-in. Vertical Drill, unlimited 
capacity Horizontal Drill. Shopsmith completes 
MAGNA-LINE, completes your power tool 
department and offers your customers their 


choice of America’s finest power tools! 





MAGHA POWTER TEGL CERPeRATION 
Americas Finest Power Too!s 











WHAT'S NEW 








® For more information on these products and services 
use free post card on page 119. 


(Continued from page 13) 


several attachments. The low cost 
attachments make it possible to do 
high speed shaping, finish sanding, 
power planing, dove-tailing and 
grass trimming with one basic tool. 
As an introductory offer each 
Routo-Jig purchaser will get a cer- 
tificate worth up to $20 toward the 
price of the new attachments. Por- 
ter-Cable Machine Co. 


For more data circle Neo. 9 on posteard, p. 119 


Coffee Maker Special 
This 8-cup Holiday Special Cof- 
feematic is being offered to retail 





at $19.95 for a limited time. The 
$24.95 value has been introduced 
at this reduced price to provide a 
gift bargain to help boost Christ- 
mas sales. This Universal Coffee- 
matic contains all the features of 
other Coffeematics including solid 
copper-chrome finish construction. 
A paper band gives price and fea- 
tures for display purposes. Landers, 
Frary & Clark. 


Por mere data circle Ne, 16 on postcard, p. 119 


Featherweight Scale 


The slim lines of the Flight bath- 
room scale cause it to blend well 
with contemporary decor. This 
luxury featherweight scale has a 
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triple-plated chrome finish under- 
neath to prevent rust. Retail price 
of this anodized gold trimmed unit 
is $15. Platform shades are pastel 
pink, blue, green, yellow, black and 
white. Borg-Erickson Corp. 


For more data circle No. 11 on postcard, p. 119 


Push-Button Hand Torch 


A large-sized push-button propane 
torch has been added to the Bernz- 
O-Matic line of hand torches. The 
new unit features a larger burner, 
push-button valve and knob. The 





flame of the trigger torch is ignited 
by a steady burning pilot light. 
Otto Bernz Co. 


For more data circle Neo. 12 on postcard, p. 11% 


Oscillating Sprinkler 


This low-priced oscillating lawn 
sprinkler is especially suited for 
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small lawns. A rectangular spray 
covers areas up to 1500 sq ft. Model 
No. 525 is the latest addition to 
the Swingin’ Spray line and is fair 
traded at $6.95. Melnor Industries, 
Inc. 


For more data circle No. 13 on postcard, p. 119 


Two Saw-Jointer Units 


These saw-jointer combinations 
offer two tools of the workshop in 





a compact unit operated by one 
Both models have an 8 in. 
tilting arbor saw and a 4™% in. 
jointer. Model 1536A saw cuts to 
depth of 2% in. Model 1536B depth 
of saw cut is 2-9/16 in. A table 
extension is included on the second 
model (illustrated). Both jointer 
tables are adjustable and feature 
parallel motion. Toolkraft Corp. 


For more data circle Ne. 14 on posteard, p. 119 


motor. 


Aluminum Insulation 


Reynolds Do-It-Yourself Alumi- 
num Insulation is now being made 
available to retail This 
reflective insulation consists of 
heavy aluminum foil bonded to both 
sides of kraft paper. 
rolls 36 in. in width. 
covers 250 sq ft. 


outlets. 


Comes in 
Each roll 
A do-it-yourself 





CF HARDWARE CLOTH 


Often called “‘the product with a 1001 
uses,’” CFal Hardware Cloth is ideal for 


holding farm products and small parts as 
well as for animal cages, floral pieces, 
locker room partitions, etc. This relatively 
stiff, very strong, galvanized fabric is 
supplied with at openings up to 44” and 
in widths from 24” through 48”. Sold 
under the brand names “‘Clinton”’ in the 
east and ‘“‘Calwico”’ in the west. 
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you can fill a wide variety 
of customer needs with... 


et ee protecting glass from breakage, 
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CFel produces a wide variety of nettings. 

This means your customers will find them ideal for 
such uses as baseball backstops, tennis courts, 
plaster reinforcement, fish and crab traps, — 
yards and cages for small animals. Available in 
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Fal CLINTON GENERAL 


PURPOSE WELDED WIRE FABRIC 


Heavier, stronger and more rigid than the 


mg ye above, CFa&l General Purpose Welded Ht | 
ire Fabric is often used for poultry floors, lawn 

fencing, window guards, corn cribs, animal pens, etc. 
Each stay wire is firmly welded to each line wire, 
then cut flush with the edge wires to eliminate 

all sharp ends and projections. Supplied in a wide 


range of wire sizes and in spacings from 
1” x 1” through 2” x 4’. 


Stock up on all three of these versatile CFal products today—they are avail- i. 
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mesh sizes from *,” to 2”, CFal Nettings come in 
all standard heights from 12” through 72’; 
conventional or reverse-twist construction; 
galvanized either before or after weaving; and in 
wire sizes from 14 through 20 gauge. 
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able in CFal-Wickwire warehouses in the following eighteen key locations: 


ATLANTA + BUFFALO - CHICAGO - 


CLINTON, MASS. - DENVER - HOUSTON - LOS 


ANGELES - MT. WOLF, PA,» NEW ORLEANS - NEW YORK CITY - OAKLAND - PHILADELPHIA 
PHOENIX - PORTLAND, ORE. - PUEBLO, COLO. - SALT LAKE CITY - SEATTLE - WICHITA 


CFal- 


WICKWIRE 


HARDWARE PRODUCTS 


THE COLORADO FUEL AND IRON CORPORATION 4231 


THE COLORADO FUEL AND IRON CORPORATION: Aibuquerque « Amarillo « Billings « Bole + Butte + Cosper + Denver « El Paso « ft. Worth « Houston 
Lincoln (Neb.) * Los Angeles « Ockland « Okichome City + Phoenix + Portland « Pueblo « Salt Lake City « Son Francisco + Seattle « Spokane « Wichita 
WICKWIRE SPENCER STEEL DIVISION: Atlanta + Boston + Buffalo « Chicago + Detroit « New Orleans « New York « Philadelphic 
CFal OFFICES IN CANADA: Toronto « Montreal 
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WHAT’S NEW 





aluminum shower door is also be- 
ing marketed by this company. 
Reynolds Metals Co. 


Por more data circle Neo. 15 on ptosteard, p. 119 


Washerless Faucet Insert 


This faucet insert keeps valves 
closed by utilizing water pressure 
to force a ball against a nylon seat. 





When “on” a vertical plunger keeps 
the ball away from the aperture. 
The Bal-O-Matic is made in RH 
and LH thread and will fit most 
conventional single and combina- 
tion faucets. Also available in 34, 
4% in. for deck faucets and 5% 
in. for wall and shower installa- 
tions. Rich-Troy Mfg. Corp. 


For more data circle No. 16 on postcard, p. 119 


Steel Garden Planter 


Gardeners will welcome this ver- 
satile garden planter just added to 
the Ames line. The unit has a 
depth-gage on its tubular steel 
handle and can be used to plant 
vegetables, bulbs, small trees and 





shrubs. It also doubles as a feed- 
ing helper by removing cones of 
earth for insertion of plant food. 
Also available with straight wood 
handle without depth gage. UO. Ames 
Co. 


For more date circle No. 17 on postcard, p. 119 


Nontoxic Paint Remover 


Do-it-yourselfers will be cus- 
tomers for this water soluble paint 
remover which is non-toxic and 
noninflammable. This solution is 
flowed on with a brush, allowed to 
remain a short time and then the 
paint is washed away with water, 
without sanding or scraping. Re- 
moves all types of paint from wood, 
plaster, glass and metal. Winfield 
Brooks Co., Ine. 


For more data circle No. 18 on postcard, p. 119 


Tree Protective Guard 


Land owners with rabbit damage 
to trees and shrubs will be custom- 
ers for this aluminum protective 
wrapping. The open mesh metal 
barrier can be applied to trees and 
shrubs without stakes or frames 
and resists the gnawing of hungry 
animals. Rabbit Rap is rust proof, 
can be cut with scissors, and ex- 
pands with the growth of the tree. 





Available in rolls 4 in. wide by 
30 ft long. Jumbo rolls are avail- 
able for large volume use. Research 
Products Corp. 


For more data circle No. 19 on posteard, p. 119 


Soil and Turf Sprayer 


This soil and turf sprayer is 
designed for applying semi-solu- 
ble fertilizers, soil chemicals and 
heavy, viscous materials. The same 
metering jet principle of other 











Hayes sprayers is utilized in this 
latest addition to the line. The 
unit's quart jar sprays 10 gal. 
Hayes Spray Gun Co, 


For more data circle No. 26 on postcard, p. 119 


Clip Fastening Kit 
The Jiffy Squeez-Klip Fastener 
is a ring shaped like a staple which 





forms a triangular ring when 
clinched together with special 
pliers. The clips can be used in 


upholstering, decorating, camping 
and many other areas where fast- 
eners are needed. The kit comes 
in a colorful box containing pliers 
and 500 fasteners in sizes from % 
to % in. Republic Fastener Prod- 
ucts Corp. 


For more data circle No. 21 en postcard, p. 119 


Stainless Tableware 


Economy minded homemakers 
will be customers for this low-cost, 
high-fashion stainless steel table- 
ware pattern. The Latham pattern 
is being introduced with special 
sale prices, a dealer contest and a 
display (illustrated). A gift-boxed 
place setting retails at a special 
$2.95, a 16-piece set sells for $9.95 
and a 24-piece set retails at $14.95. 

(Continued on page 122) 
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I CHECK CARD 


AN EXTRA 
Ha HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
i | What's New in merchandise. The Quick Check 

Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
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get you all the information you need, quickly. 











FIRST CLASS 
PERMIT NO. M 
(Sec. M9 PL AR) 
New York N.Y 

















BUSINESS REPLY CARD 


No pestege necessary Wf mailed in the United States 
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Please use this P. O. Post Office Box 60 
Box Address for Quick Village Station 
Check Cards Only NEW YORK 14, N. Y 
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Here is Your Quick Check Card 


| What it is... Hew it works 


® Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New” columns. Yeu get more of these in 
HARDWARE AGE than in any other magezine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item descriptien. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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Braced Rail 


The Braced Rail has been especially designed to work 
in coordination with the “BIG 4” in providing an even 


perfect tread for the swift gliding hanger wheels. 


CITy er TOW... «ees 


if it’s strength 
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your trade wants— 
here's the hanger 
for the job! 


The “BIG 4” Hanger and the Braced 
Rail are “old timers” in the hardware 
trade, having served for generations 
in operating heavy sliding doors. 





Hanger has a large protecting hood, 
heavily embossed for extra strength. 
Hanger wheels glide along on steel 
roller-bearings and carry the weight 
of even the heaviest of doors without 
signs of strain or wear, 


On the farm in the factory or wherever 
there is need for a large type of sliding 
door, “BIG 4” will handle the job with 
smooth operating precision. 


MANUFACTURING COMPANY “eins 
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KLEINS == 


® For more information 
on these products and 
services use free post 
card on page 119. 





(Continued from page 118) 


deg and shuts off when it drops to 
SO deg. The fan, which has a 16 

blade diameter, can be installed 
| vertically or horizontally. Retail 
ma price, $39.95. An automatic wall 
Cae ft “\ shutter to match the fan is priced 
at $9.95. Lau Blower Co. 


For more data circle No. 24 on postcard, p. 119 








° . Heavy Drill Router Kit 
Quality Pliers ap tcaglene acomeadapee 
Total value of the assortment ie Heavy-duty industrial drill rout- 


Customers Ask For $72.26. Individual pieces range ers are now available in kit form. 
from 39 to 89¢. Ekeo Producta Co. 
When customers who know good For more data circle No. 22 on posteard, p. 119 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are | Free-Wheeling Mower 
judged . . . backed by almost a Safe manual free-wheeling oper- 
century of experience. ation when cutting close to ob- 

Kleins are available in a wide | stacles is the main feature of this 
range of sizes and styles to meet | rotary mower. This Roto-Rugg is 
every need, Be sure you have arep- | propelled by the gear driven rear 
resentative stock of the most popu- | wheels. The streamlined mower’s 
lar items. | 

A recently developed selling dis- | ~“ 
play board on your counter will 
help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 








2 


Obtainable in lengths up to 7 in., 
the tools are all available with 
in. shank with the larger sizes 
available with % in. shank on de- 
mand from stock. Set of six in 





THIS plastic bag as illustrated sells for 
$11.75. Individual prices range 

DISPLAY from $1.25 to $3.25. Tec Imports. 

WILL Por more data circle No. 25 on posteard, p. 119 

MAKE | 

MONEY 

fae Emergency Hand Lantern 
he FOR YOU mechanism is completely enclosed 





and located away from the blade. Motorists and outdoorsmen will 
E. T. Rugg Co. be customers for this emergency 
hand lantern. The unit is light- 
weight, has seamless metal con- 
struction, an aluminum reflector, 


DISTRIBUTED THROUGH JOBBERS | Por more data circle No. 23 on postcard, p. 119 
Foreign Distributer: | 
Ne — art Automatic Attic Fan and a pushbutton that cannot be 
w 


turned on accidentally No. 59 
Mathias » Game This automatic attic exhaust fan Eveready lantern lists at $4.25 
or IK LEIN== is preset to begin operation when without battery. The unit uses an 


the attic temperature reaches 95 Eveready No. 509 6-volt lantern 
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—it’sa EVEL—it'sa quare—itsa_ ape 


accurate 
unbreakable 





evel Square Tape 


Built-in, accurate, unbreakable level with easy- 
view bubble. 

Accurate square, easy to use. 

Full 10 foot, replaceable, WYTEFACE® tape 
rule. Sliding end-hook makes inside and out- 
side measurements accurate. 


Rugged die-cast case with long-life chrome 
plated finish. 









svinety 100 


shipping weight 2 lbs. 14 ozs. 


per display box 
of six” 






Shipping weight 2 Ibs. 14 oz. 





Mode by K & E, mokers of instruments of precision since 1867 


Kee | KEUFFEL & ESSER CO. 








display box of 6 


HOBOKEN, MN. J. 
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SELLS FASTER 


here's why... 











. 


For top volume - 
sell JENKINS 









FRICTION 
RUBBER 
PLASTIC 


BEST SELLER FOR 
PLANT SUPPLY » 


All types of Geld Seal 
Tepe — Friction, Rubber, 
Plastic — ore pocked in 
10-rell cartons as well os 
single rolls. All 
rollscellophane 
protected, stay 
fresh. 


JENKING BROS., RUBBER DIVISION 
100 Perk Ave., New York 17 
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WHAT'S NEW 





® For more information 
on these products and 
services use free post 
card on page 119. 





battery and a PR 13 lamp. National 
Carbon Co., Div. of Union Carbide 
and Carbon Corp. 


For more data circle Ne. 26 on posteard, p. 119 


Lawnmower and Trimmer 
Mowing, 


machine without making any ad- 
justments between operations. The 
Mow-Chine is the same size as the 





lawnmower and features 

staggered wheel construc- 
tion. Front end grass exhaust, 
fold away chrome handle and 
chrome molybdenum steel blades 
are other features. Royal Inter- 
national Corp. 


average 
larye, 


Por more date circle Ne. 27 on posteard, p. 119 


Flat Electric Blanket 


This special flat automatic elec- 
tric blanket will be available at 


(Continued on page 128) 





PROP UP SALES 


with pant Tall 





edging and trimming | 
lawns can be done with this single | 


CLOTHES PROPS 


Want More Se 
Volume? = 
SURE YOU DO! - 


Want more profit, too? 
Then you wont KANT.- 
FALLI Every women 
who's suffered the 
“fallen wash" problem 
@ prospect! Virtually 
unlimited sales poten- 
tial the yeor ‘round! 
Add this quality prod- 
uct to your line today! 


























* it's patented! CLOTHESPIN 
SUGGESTED Se 
RETAIL PRICE ADJUSTABLE 
y FROM 4 FT. 

1.19 TO 7% FT. 
ee + 
JOBBERS 
& DEALERS yt 
WANTED FALL 
Good Territories IN ANY 
Still Available DIRECTION 






Ty ey Tian 


Riverdale Station P.O. Box $2 ca 


DAYTON 5, OHIO 





TOILET 
SEATS 


hy ra 


J ' mor 
Cibd  Raee 4 
* v $ 
i 


rahe: Sig _—— 
; Ere ~~ - 4 #y 
- hE jf ee See a 
a ie Pag 7 afl see 
ty ‘ » 





most beautiful! 


most sanitary 


the y sell on 


‘ ight 


CENTURY PLASTIC 
PRODUCTS, INC. 
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it's long-green time again! 


Reap extra sales and profits this Fall with big displays ... and every man who has a bar. Your customers 
of SWING-A-WAY products to attract women and will be looking for SWING-A-WAY gifts right up to 
men. They'll stop to buy because SWING-A-WAY the last minute, so keep your stocks complete 
is the perfect gift for every woman who has a kitchen all through the Christmas season. Order early! 


FIRST IN SALES FIRST IN VALUE! 








COMBINATION CAN OPENER 
WALL ICE CRUSHER from $7.96 AND KNIFE SHARPENER from $3.98 
*eeeeeoe ea eeeeeeeweeeeeeeveeeeeeeeeeneenen @ 


DELUXE CAN OPENER from 82.49 
eeeeeeveeeeeeeeeee 

















CABINET CAN OPENER from $9.95 PORTABLE CAN OPENER $1.90 
eeeeeevoeeeeeeeeeeeeeeeaeeeeeeeeees 


AUTOMATIC CAN OPENER from 64.49 
*eeeeeeeeeeeeeenese 





TABLE ICE CRUSHER from 68.96 


ICE BUCKET @7.06 
i ee a a a a ae a a a 
SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE., ST. LOUVIG 16, MO. + IN CANADA: FOX AGENCIES, PORT CREDIT, ONT. 


MAGNETIC CAN OPENER from @23.40 
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Theyre New!... 








Pittspuron Maestro 


Unlimited Color Range... Mixed 





@ Only 11 Concentrated Colorants for 
Rubberized, Alkyd and Ojil-base Paints 








VOLUME PAINT USERS SAVE TIME AND 
REDUCE COSTS THESE IMPORTANT WAYS 


1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and thor- 
oughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO COLORS — 
and many other tints and shades. 


4. You need only two tinting bases for each type of paint. 


5. These tube colorants can be used with high-quality 
rubberized, alkyd and oil-base Pittsburgh Paint tinting 
bases for interiors and exteriors. 





PITTSBURGH CONCENTRATED COLORANTS are available 
for use in tinting bases of these famous Pittsburgh Paints 


e WALLHIDE Rubberized Satin Finish” 


e SUN-PROOF” House Paint 
Wall Paint © SUN-PROOF Trim Paint 
© WALLHIDE” Alkyd-type Flat Wall Paint e SHAKE & SHINGLE Paint 
e WALLHIDE Gloss Enamel e CEMENTHIDE® Rubberized 
¢ SATINHIDE” Enamel Masonry Paint 
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They re Revolutionary ! 


Concentrated Coloran 


in Minutes...in 5-Gallon Containers! 



















Handy Color Deck for Painters and Decorators 


@ Pittsburgh makes this color deck available for painting con- 
tractors and decorators. It contains large chips of the hundreds 
“ of smart, modern Pittsburgh MAESTRO COLORS. 


PITTSBURGH PAINTS 


|} PAINTS @ GLASS @ CHEMICALS ¢ BRUSHES ¢ PLASTICS © FIBER GLASS 
PiTTsS BUR GH = & me G a eS a eee ee ee 


GENERAL OFFICE, PITTSBURGH, PA. IN CANADA, CANADIAN PITTSBURGH INDUSTRIES UMITED 
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WHAT'S NEW 

















“SALES BOOSTER" 
STICKER 
turns lookers into buyers 


Attractive sticker on every item in the 
Modern Line is an effective “silent 
salesman". It points out the important 
features of each product ... helps you 
get fast turnover. 


In every detail, the Modern Line for 
1957 is geared for sales. Expertly de- 
signed ... bright, appealing colors... 
made of top quality materials... 
manufactured to the highest standards 
» ++ @nd priced for action! 


The MODERN Line 
is COMPLETE 







WHEELBARROWS 


Five pepular models, from 
3 ff. to 5 ft. evble copacity. 


LAWN 
CARTS 


Convertible 
Spreader -Cart 
and conventional 
Utility Cert. 


/ 







SPREADERS 


Twe lines — the 
de twee PRINCE 
models ond the 
fast selling 
COMMANDER 
models. 






felel Mm. Mell -m eter 


S389 W ft aOth Sf ( ley 


at tat: meee 




















® For more information 
on these products and 
services use free post 
card on page 119. 


a 





(Continued from page 124) 
retail level immediately after 
Christmas. Model PB99 features a 
highly napped rayon and cotton 
blend Chatham fabric in rose pink 
or dresden blue with Skinner tru- 
tone satin binding and a Sleep- 
Guard bedside control. Twin-bed 
size retails for $23.88 and double- 
bed lists at $28.88 for single con- 





trol model. The blanket will be 
produced in limited quantities. 
General Hlectrie Co. 

For more data circle Ne. 28 on postcard, p. 119 


Colored Toilet Seats 


Puritan 600 toilet seats are now 
available to match colors used by 





all major fixture manufacturers. 
The seats will be packaged in 
cartons marked with seat color and 
the name of the fixture brand with 
which it is used. The molded Pura- 
lite seats are available in 11 ad- 





ditional buked porcelain enamel 
shades and have solid brass, 
chrome-plated (fittings. Century 


Products, Inc. 


For more data circle Neo. 29 on postcard, p. 11% 


Transparent Tool Kit 
This transparent plastic pocket 
toolkit has a zipper opening and 





is approximately 4 x 8 in. in size. 
The CK-20 kit contains the Xcelite 
1-2 x 4 in. combination handle and 
two double ended reversible screw- 
drivers. One has a 3/16 in, regu- 
lar blade and No. 1 Phillips point. 
The other has ™% in. regular and 
No. 2 Phillips. The handle may be 
used as a 7/16 in. hexnut driver. 
Set lists at $4.40 with 

plated blades available at 
A reversible 5/16 in. regular 
and No. 3 Phillips blade can be 
had to make a 6-blade kit. Two G 
type clutch blades to fit the handle 


can also be obtained. Xcelite, Inc. 
For more data circle No. 30 on postcard, p. 119 


chrome 
extra 


cost. 


Garden Power Tiller 


Two soil working jobs can be 
done in one operation with the self- 
propelled Planet Jr. Super Plane- 
tiller (illustrated). 
tilled by the 


The soil is 
12-in. tines and the 


~ »° 
f ‘ bn ‘=s 
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e on this girl! 


your oy 


ver” 





... Selling the Scale with a 
Light in it — the only plus-value 
feature in scales today. Over 45,000,000 





readers will see her in full color pages 
in Saturday Evening Post, Better 


Homes and Gardens, House Beautiful 


(plus twe color ads in Parents, Good Housekeeping, Living 
and Ebony) 


offered exclusively by 


OCOOUN SE LOR 


order Star-Lite 
from your jobber 


Retails at $9.95 east; 
$10.45 far west. Other 
models from $6.95. 
You get full profit 
with Counselor 
protected prices 


In all 
the world 
no other scale 
like if. 


TIE IN WITH THE TREMENDOUS 
SALES VALUE OF THIS PROGRAM 


COUNSELOR 





ae bes 


THE BREARLEY COMPANY, ROCKFORD, ILLINOIS 


America’s Foremost and Largest Producer of Bath Scales | 
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|| SAFETY PRODUCTS 
aay and 

~ SM Le 
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@o'8 Watee suwree 







#iiste 
wmoror cover 












#467 WEEPING BAG 


‘oo OaACc#eOonm FuLeo 


, SCOTCH FLAW CUtONM 
(Coast Gverd Agpreved) 
@ 


THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO | 





#707 Coee® vet 
(Cees Gverd Approved) 





better... 
life” 


Write for 
free literature 


"You ean t buy 
to save your 








Fairfield. Catt Mew Orleans, la 


ET 


ee ee 




























HERE 

BECAUSE 
THOUSANDS 

REQUESTED THEM 


UST-PROOF, NON-STAINING 


H-W LETTERS 


Beautifully designed for legi- 
bility. Handsome rust-proof 
weather resistant BLACK finish. 





DISPLAY Letters 2” high, with holes for 
INCLUDED fast, easy installation to doors. 
hoards, other surfaces. Brass 





FREE 


WITH THE BELOW 
ASSORTMENT OF 
117 LETTERS 
‘4 dz. each, lettersa ¢ 


i 
LRHIMNOlI r WU 
‘ 


yins included free. Packaged in 
eos sa combination counter 
display and stock bin. Refill let- 
ters available from your jobber. 


HALL-WESSEL CO. 


4 dz, each, letters); | 919-931 N. Sth St., Philadelphia 23, Pa. 
JRLPQVWAY 7 
in Canada: Geo. &. Hali Coe., 25 Grenville St.. Terentae | 
Export: Hall & Reels, tnc., 165 Broadway, New York 6 





Hardware Specialties 
worth asking for by name 





cHICAGo ° 


SILEN NT SLASH, 








Supplex Tire-Cord 
Reinforced Garden- 
Hose Won't Burst 


OUTLAST STEEL! 


Actual tests prove these 
noise-free rubber tire 





wheels outlast steel. 
They roll smooth and 
fast, 
Foam rubber ankle pads. Oscillating 


— even if left in hot sun under 
full water pressure for days. No 
“returns” problem for you. 


See the big new Suppiex line be- 
fore you buy. It's worth money 
to you. 


For full details see page 58 





and absorb shock. 


trucks have built-in rubber cushions. 






\OC (2 —> hails. 


| 4456-K West Loke S$... 


illinois 





Chicago 24, 
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WHAT'S NEW 


® For more information 
on these products and 
services use free post 
card on page 119. 





14'% in 
in preparation for seeding. 
handles can be 


roller then presses it down 
Offset 
set in angled posi- 


tions to permit the operator to 
walk on either side of the unit. 
The Planet Jr. B&G tractor has 


also been introduced by this com- 
pany. A quick front hitch and two 
power take-offs are features of the 
new tractor. S. L. Allen & Co., Ine. 


For more data circle No. 31 on posteard, p. i119 


Convertible 20 in. Fan 
This 


with a 


versatile fan is equipped 
control 
floor, 


window 


thermostati and 
table, or 
pane! 


make 


used as a 
fan. 


AcCe@SSOriles 


can be 


window Four 


available to 


are 





fan conversion on all standard 
The PT-20 fan also 
converts to a mobile utility fan by 
the Atlas-Aire mo- 
Window accessories and 


the 
window sizes. 
attaching to 
bile stand. 


mobile stand are shipped sepa- 
rately packed. Atlas Tool and Mfg. 
Co. 


For more data circle No. 32 on postcard, p. 119 


Smooth Metals Finish 

galv-a-grip protects, 
beautifies and primes unpainted or 
partially rusted galvanized metal. 
The supplied in 
tainer, 


Derusto 


item is one con- 
Galv-a-grip is 


No. 32, 


ready-to-use. 


available in red, or gray, 














makes the difference 
in sales! and in action! 





Utica’s New 


* 





























UTICA’s SELECT-O-LOCK will add sales magic to your 
tool department. 


There’s no more slipping or resetting with SELECT-O-LocK. Lock 
it—unlock it with one hand. Push the magic button and wrench 
stays locked at the desired position—just like an open end 
wrench. Pull the magic button and it’s a conventional adjustable 
wrench. And it’s built for rugged use—the magic button will not 
accidentally push in and unlock the wrench. SELECT-O-LOCK is 
just what your customers have been looking for. 


The 6, 8, 10 and 12 inch sizes of SELECT-0-LOCK are priced at 
$2.20, $2.56, $3.28 and $4.80 respectively. 


Order from your hardware distributor today and add magic 
to your sales. 


L 





THE HALLMARK OF QUALITY 





Locking Adjustable 
Wrench 


UTICA DROP FORGE & TOOL 


Division of Kelsey-Hayes Wheel Co. 


Utica 4, New York 
HARDWARE AGE, NOVEMBER &, 1956 
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ALUMILADDERS 
AND PROFIT TWICE 


Rent out WERNER aluminum exten- 
sion ladders and you'll sell more alu- 
minum ladders too—A rental service 
promotes the sale of more companion 
items—paints, brushes, roofing, building 
materials, gutters and dozens of other 
items needed for those high jobs which 
only a WERNER Alwmiladder can put 
within such safe easy reach. 


Demonstration is the most powerful 
salesman—to the one who is using the 
ladder—to the community which is made 
aware of its lightness— 
ease of handling—and 
safety features. Be first 
in your neighborhood 
with a WERNER Lad- 
der Rental Service. 

Write today...for 
booklet outlining pro- 
cedure and benefits 


of renting WERNER 
Alumiladders. 


R. D. Werner Com , Inc., 
295 Fifth Ave., N. Y. 16, . L-s9 


“WERNER 
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WHAT’S NEW 











® For more information 
on these products and 
services use free post 
card on page 119. 





No. 33, and can be used on alumi- 
num, terne plate, tin or any other 
smooth surfaced metal. Master 
Bronze Powder Co. 


Por more data circle No. 33 on postcard, p. 119 


Extra Large Mail Box 


The super mail box is constructed 
of hammered embossed steel, hot 
dip zinc-coated and finished in 
Colonial black with a _ brass-type 
ornament. A unique old mail box 





trade-in deal with stimulate sales 
of this extra large mailbox. Retails 
for $9.95. Nor-Gee Co. 


Per more data circle No. 34 on postcard, p. 119 


Low-Cost Spiral Nail 


Spiral nails are now available at 
low cost in the form of “Ardox” 
nails. The holding power of these 
fasteners is high, with wood 





damage reduced to a minimum. 
Additional economy is realized with 
the increase of nails per pound 
reaching 38 percent more than 
straight shank common nails. Jones 
& Laughlin Steel Corp. 


For more data circle No. 35 on postcard, p. 119 


Wide-Swath Power Mower 


Triple cutting blades give this 
rotary power mower a 32 in. wide 





cut. One 16 in. direct drive blade 
and two 10 in. belt driven blades 
are driven by a 2% hp, 4-cycle 
engine. The Goodall Multi-Cut is 
available as a hand or self- 
propelled model with recoil starter 
as standard equipment. Approxi- 
mate retail prices will be $170 for 
the hand model and $225 for the 
self-propelled model. Goodall Mfg. 
Corp. 


For more data circle No. 36 on postcard, p. 119 


Aerosol Plant Spray 


Amateur and professional wgar- 
deners will be customers for this 
aerosol container of plant spray. 
Spray can be used indoors and out- 
doors on plants such as St. Paulia, 
Ivy and Fushia. When container is 
held 18-in. from the foliage, a light 


HARDWARE AGE, NOVEMBER 8, 1956 



































the (ult Line 





TAPER PINS 


Complete stock, all sizes #7/0 through 14. 
Special sizes to order. 
Milled or Centerless Ground (Precision Type). 
Made to accurate tolerances. 


Also “Stanho Taper Pins made from selected 
screw stock, Monel, Brass, Aluminum 
or other metals. Clean bright finish 
—prompt shipments. 










— 


Write for 
description 
and prices. 


a] STANSARD 


a 





Glueky’'s “Scrabble” 
spells good 

advice for you .. > 
FOR PROFIT— 
ROGERS LIQUID 
GLUE—BEST! 


NATIONALLY ADVERTISED! 


Rogers “the best liquid fish glue” has more 
points of superiority—it's oalways cleor— 
uniform — odorless — has gorilla grip — will 
not discolor woods—is easier to paint, var- 
nish or stain—is stronger—nationally ad- 
vertised and notionally preferred by home 
craftsmen and by industry. 

Be sure you have plenty of Rogers Glue 
on hand to provide the right answer for 
customer satisfaction .. . and to score 
higher profits. 

Order Rogers Glue from your jobber, 
today, or if he is unable to supply you, 
write us immediately. 



















© ZY ROGERS 


3,685 Ibs. and over Sheerin 
Reanath oor Nemec “wt a ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 
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Dealer Discount 


40% 





Amateurs and Professionals 


» 
on 
: if " 
Pret A ss 
gseroias. ef 
TS) ee a hae ’ 
eel a aA es [” Aas 
; ae ey 





the tin-lead 
solder in 
/ paste form 





V ou're going to make lots of new 
friends with SWIF Solder. Every cus- 
tomer who buys Swif Solder will be 
so delighted to find he can do a per. 
fect soldering job so easily he'll 
be telling all his friends. And those 
friends will be coming to you 


SWIF is real 50/50 tin-lead solder 
with flux in paste form that any 
one can use. Real solder not a 
give. Just apply Swif, heat with match, 
torch, or iron the job is done 
And done, even by a beginner, to 
professional standards. Order Swif 
now from your wholesaler, in the 
plastic tube or the 4 oz. jar; also 
professional sizes, ‘ Ib., | Ib., and 
3 ib. cans 


Nationally advertised in 
popular do-it-yourself books 


: Qvality Chemicals for Home and Industry since 1915 
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7ae WHAT'S NEW 
complete, 


©, U A LI TY ® For more information 


on these products and 
LI N a services use free post 
card on page 119. 
of 


FOLLANSBEE 
STOVE PIPE 


ve will take care of four head of cattle 
77? ™ 5” and two hogs at one time. No. 


109 is available with cattle trough 
only. Each drinker is controlled 





by separate brass valves and cop- 
per floats. Electric or gas heaters 
are available for winter use. H. D 
Hudson Mf a. ('o. 


For more data circie No. 39 on posteard, p. 119 








and 
accessories spray from the nozzle moistens $pecial Power Mower 


both sides of the leaves. The 12-oz 


lin bive, gaivanized and chrome | container retails for $1.69. Plasti- 
Kote. Inc. 


For more data circle No. 37 on postcard, p. 119 


The 1957 Eversharp power mower 
line will feature the Extra which 
is a 21 in., 4 cycle, 24% hp mowe! 
retailing for $69.95. A national ad- 
vertising program will offer the 
Water Ski Life Bel# Extra at this price for 30 days and 

Lovers of water sports will be wil reter maa moa -” socal deal. 
ers. Complete kits of advertising 


customers for this low priced water 7 | | 
and promotion materials will be 


ski belt which is included in this . “gi : 
supplied to participating dealers 


See ah Midwest Mower Corp. 


For more data circle No. 40 on postcard, p. 119 


will’ | Test Driver Game 
° | Children, and adults, too, will 
fill 


be interested in the newest Bradley 
game called Test Driver. The 3- 
dimensional playing board is a re- 


all 
your 


customers’ 
needs company's 1907 Tapatco line. The 


belt is made of Kapok sealed in 
vinyl inserts which are covered 
with cotton material. No. 235 Wa- 
ter Ski Belt is packed in individual 
See your jobber or write plastic bags. American Pad & 
Textile Co. 


Per more data circle No. 38 on posteard, p. 119 


production of a major automobile 
company’s proving grounds. Each 
player uses magnetic action to pilot 





a scale model test car through th 


Shipped in 
sturdy, corrugated cartons 


Sheet Metal 
J el-leirelis AEP IRAl-jiels 
FOLLANSBEE Cattle and Hog Waterer 


Steel Corporation This pipe-line waterer serves 
Box 567 | cattle and hogs from the same 
Follansbee, West Virginia | unit. No. 209 Waterer (illustrated) | 
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FOR THE MOST COMPLETE LINE, 
BACKED BY THE 
MOST PROFITABLE SALES POLICY... 


SELL FAMOUS 








TOOLS 


BUILDERS 


« i 





First in quality tools for more than 25 years, SKIL 
is first in protecting your profits! Find out how the 
new SKIL sales policy can help put profits back 
into your portable tool business. Dealers every- 
where are proving it. See your wholesaler today! 





gx SAWS 


o 6% , 
hh > %* nes. 
5 Modes als" plade Wdel 
” a ‘ , " 
Teavy-dut 


y as exclu- 
4 ‘\juserate Te iytch tO 


c Z 
Vari-tora® vickback, 
sive . aginst eats and 
eotec 
pry 


>) 
e we n 
are Ball-bea" b 
mv 





SKIL DRILLS 
2 Model; —14" and 4" 
p.m. Model $49 j 
Steel; 4" in hardw. 
2 SKIL 4%" Drill K; 
brushing an 


sizes. Powerfy! 2500 


illustrated, drills 4" in 


0d. Geared chuc k, 


45 tor drill 
d Polishing ~O8, Sanding, 

























acti 

“on 

@ith OF | 

t 

Power Chest on 
polisher and 4 


identify your store as a SKIL 

Tool Center with this com- 

pact, colorful display! 

Ask Your Wholesaler 
About it Today. 


SKIL Trimmers, Chain Saws and complete 
line of Builder Tool accessories also available! 


i 
oe, 
“ 
OP ie bie ins eae ibe i gage! de 
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BOKER tools are as finely made as the famous BOKER 
TREE ¥ BRAND Cutlery... from special analysis, 
chrome vanadium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus 
tomers will go for them! 


Se - 


™~ 






Heavy duty Combination Pattern Snips will 
as well as straight lines, Other 
} and 61286 a/80 avaliadie 


f "& me a Ge 
Pra: Dd 


‘ it Lurves 


pattert 


Patented Gr 
Grip > position 
adjustable Plier 
Wrench cannot 
siip. Forged ribs 
and grooves 










A popular Long-Nose Plier with heen side 
cutters. For electrical, radio and teiepnone 
work. The ali around home tool 


Kr 







Heavy duty side cutting Plier widely used 
by linesmen and electriciang and for 
maintenance repair 


A 
i. “ ‘ : 










Diagonal cutting Plier used by 
telepon ne. facio and electrical 
workers, ‘Do-it-Yourseives”’ and 
for general maintenance repair 


LL A iS RTT 
DUKE ORS Ctwee 


Chrome plated finish, spe- 
cial altioy steel thin 
Wrench, Exceptionaity 
strong 


APOSI 
Recognized Value 


— 


Compound action Aviation Type 
metal Snips. 61 cuts lett; BZ cuts 
right; 63 universal straight cut 




















































The famous fireproof material | (Oya Ti 


for 101 uses in the home ag ee 


SAL M a |. aa 


test areas while a timer clocks him. 
.».now put up for the hardware trade | ‘he game retails for $4. Milton 
Bradley Co. 


in quick sale, household size packages For more data circle No. 41 on postcard, p. 119 








Two Power Mowers 


An 18 in. reel (illustrated) and 
a 21 in. self-propelled rotary model 
have been added to this company’s 
1957 power mower line. A special 
feature of the new mowers is the 





This is the now-famous 12 ft. 
roll in display carton which 
took Asbestos Paper out of 
the basement, put it on the 
main floor and freed hardware 
cealers from the time-wastin 
task of measuring, cutting sal 
wrapping this indispensable 
fireproofing and insulating 


Swirl Dise which spins with the 
paper. 


cutting blade to suck grass into line 
for cutting. It also prevents grass 
packing in the shell. Clemson 
Bros., Ine. 


For more data circle No. 42 on postcard, p. 119 


Heavy-Duty Chain Saw 


King of the Woods, Model 577, 
is the latest heavy-duty chain saw 
to be added to this company’s line. 
The unit is made to take guide 
bars from 16 to 54 in. as well as 








And this is the twin profit 

item——Sal-Mo Asbestos Panels. 

16 pieces of ready-cut Asbestos i 5 
Board—'%” thick, 24” x 36”, | 
put up in a compact, self-serve y 
carton. ~ VA 


ny 
Order NOW from your jobber. (leY 





SALL MOUNTAIN DIVISION 
Nicolet Industries, Inc., HAMILTON, OHIO 


136 HARDWARE AGE, NOVEMBER 8&8, 1956 








LIM zerR Wake Ln fp vispiays 
SELL MORE PAINT... AND BRUSHES! 









ves 
NO preser 
6 ariGHTENS st DELAY FOR BEST RESULTS USE 

oanee™ PAINT... SO © Se 

Ll y , 
ToDA ) © tach brush 
ndividually 

me protected with 





| Painting jobs galore, cryin’ for action! WAKE 
UP YOUR CUSTOMERS! Sell ‘em more paint 


eg 
THIS DISPLAY RACK pronto...as well as more LINZER guaranteed 


‘‘Flo-Controlled’’ Brushes. You can do it, and 


FREE 4B a 


with any of our 5 current deals FILL OUT AND MAIL THIS CARD TODAY 











DEAL #415 7 DAVID LINZER & SONS, INC 1234 
i 10-20 Astor Place, New York 3, N.Y 
Assortment “MAGNET” 
5-doz. (100% Pure Bristle) } On we'll buy your Wake ‘Em Up ideo. Ship wus the following assortments of 
(as illustrated above) | LINZER “Fie-Controtied”’ Brushes, each deal to include the FREE "Wake ‘Em Uo’ 
; ' Display thet you've cooked up to stimulate our paint sales 
| ft n : 5.40 ; Deal #415 $41.50 Deal #51 $51.00 Deal 745 $45.00 
i Deol # 41 $41.00 Deal #40 $40.00 
1 doz. 14” 9.48 Pn eeteitadlbcen gia a 
om interesie in pring oTing 
1 doz. 2” 11.76 I 
| doz. 3” 20.28 | Store 
1 doz. 4” 26.28 | 
Bu 7 §\ nature 
Total Selling Price alia 
Total Cost 41.50 ' Address 
; : 
$31.70 i City lone State 
See 4 other “Wake ‘Em Up” deals on back of this poge | 








Standard of Quality and Performance since 1892... LINZER ‘‘Flo-Controlled” Brushes 













LAW E fF 


BASS Mate Ln Y visors 


with any of these PROFIT MAKING deals 




























































Em Up 5-doz. Assortment 5-doz. Assortment 
Wake .6\ “COPPA GLO” (100% Pure Bristle) “BLACK BEAUTY” (100% Pure Bristle) 

oer 

none | Sug. Ret. 
Quan Size per doz. Total Quan. Size per doz. Total 
1 doz. gf 6.46 Selling Price $91.32 1 doz. a 7.06 Selling Price $81.00 
1 doz 14” 972 + Tetal Cost 51.00 1 doz. 1” 10.68 >} Total Cost 45.00 
1 doz. 2” 13.06 1 doz. 2” 13.08 
~ a 23.76 Your Profit $40.32 “sa ay" 22.68 Your Profit $36.00 
1 doz. 38.28 P 1 doz. 27.48 7 

bap 5-doz. Assortment bm Up 5-doz. Assortment 
fm “COLT” (100% Tynex Nylon) Wake “CARSON-CHICO” (100% Tynex Nylon) 

Wake’ 

Sug. Ret. 7 Sug. Ret. 
Quan. Size per doz. Total Quan. Size per doz. Total 
1 doz. 1’ 8.28 Selling Price $74.88 1 doz. _ 6.48 Selling Price $75.60 
1 doz. 14” 10.68 } Total Cost 41.00 L — 14” 8.28 » Total Cost 40.00 

z. o 1 doz. - 10.68 

<7 oe" 1908 | Mu Profit $33.88 1 doz. 3” 21.48 | Mur Profi $35.60 
1 doz. 3” 23.76 | 1 doz. 4” 28.68 | 












Sint 


Postage 
Will be Paid 
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ALSO see Deal #415, listed on front of this page.. 


DAVID LINZER & SONS, 


e FAMILY business 


has been 


OUR GUARANTEE 


Unquestionable Quality of 


. Order Now. 


NO MIDDLEMEN 


Dealers do business direct 


Three generations of LINZERS workmanship and materi through LINZER representa 
have followed the policy laid als. Satisfactory adjust tives spread from Coast to 
down 64 years ago EVERY ments made cheerfully Coast— saving time and money 
BRUSH AS FINE AS WE CAN Square treatment by using our far-flung branch 
MAKE IT. with no IFs or ALWAYS warehouse facilities 





BUTs 


Necessary 


it Mailed in the 











BUSINESS REPLY CARD 


First Cleese 


Permit Ne. 14.801. See 349. PLAP Mew York NW. Ff 











DAVID LINZER & SONS, Inc 


10 Astor Place 


New York 3, N. Y. 





SELL MORE OF 
YOUR FINE PAINTS 
AND — NATURALLY—YOU 
WILL SELL MORE FINE 
ER 
hav 


OSs 


as 











WHAT’S NEW 


14 and 18 in. plunge cutting bow 
saw attachments. A Nitre-Ebon- 
ized process guide bar offering 
greater life is a feature of the unit. 
Clinton Machine Co. 





Por more data circle Neo. 43 on postcard, p. 119 


Jar and Bottle Opener 
Housewives will be customers for 
this jar and bottle opener that 


tia 4. | ra * 


* 


worn 
Ae ws 





fastens under any shelf, cupboard 
or sink. The opener permits the 
use of both hands to twist the jar. 
Unit is made of rustproof steel and 
is packaged for rack or shelf dis- 
play. Retails for 984. White-Horn 
Co. 


For mere data circle No. 44 on postcard, p. 119 


Swivel Dispensers 


Kebal stainless steel swivels, keel 
swivels and trolling leads are now 
available in color-keyed transparent 
display dispensers. The complete 
display is 6 x 7 in. and is ready for 
the counter as it comes from the 


shipping sleeve. The clear plastic 
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tubes have a colored cap to help the 
customer select proper sizes from 
the card key. Art Wire and Stamp- 
ing Co. 


For more data circle No. 45 on posteard, p. 119 


Plastic Baby Bath Tub 


Busy mothers will be customers 
for this newly designed polyethy- 
lene baby bath. The $4.98 item is 
odorless, unbreakable and _ rust- 
proof and is available in pink, blue, 
maize and mint green. Two legs 
at the back end of the 28 in. bath 
tilt it for better water circulation 
Loma Plastics, Ine. 


For more data circle Neo. 46 on postcard, p. 115 


Plastic Fishing Floats 


Four additional floats have been 
added to the Dayton line. These 
Pan Fish floats are designed for 
small fish. Floats are plastic and 
come in red, white and green. The 
two smaller sizes retail for 16¢, 
next size retails for 15¢ and the 


largest size lists at 20¢. Display 





deal No. 1080 offers a gross quan- 
tity of floats with an attractive 
self service display which is in- 
cluded free. Dayton Bait Co. 


Por more data circle No. 47 on postcard, p. 119 


A Correction 


The Androck flour sifter which 
appeared in the What's New sec- 
tion of the Oct. 11 issue, page 12, 
was under an incorrect heading of 
“Chrome Flour Sifter.” The out- 
side of the $2.98 sifter is done in 
an attractive satin-finish copper 
plate while the interior is done in 
chrome. Androck flour sifters are 
manufactured by the Washburn Co. 

(Reaume reading on page 13) 
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Profit Points 
for You in New 
Supplex Plastic Pipe 


$500,000 in 1948 to $45,000,000 in 1955 Open your door to this great growing market 


That's the story of the startling growth of —feature Supplex pipe—the quality pipe. 
flexible polyethylene plastic pipe. Here are 5 big reasons why it is easier to 


sell Supplex profitably. 








Are you getting your share? 
140 


HARDWARE AGE, NOVEMBER 8, 1956 








Certified Safe for Drinking Water — 


Bears the Seal of Approval of the Na- 
tional Sanitation Foundation, Ann Arbor, 
Michigan. Non-toxic, absolutely safe, 
even for human drinking water! 


Streamlined Stock— 


One high grade pressure-tested Supplex 
pipe in six diameters equips you to sell 
95% of all jobs where flexible pipe can 


be used. 


Packaged for Protection and 
Sales Appea/— 

Unique package design (Caterpillar- 
Wrap) guarantees delivery of pipe in 
perfect condition from factory to con- 
sumer. No job failures or returns because 
of transit damaged pipe. Easy to store, 
carry and handle. 


Consumer Advertising — 


To pre-sell your customers, plus... Stuff 
ers, Advertising Mats, and many other 
sales aids to help you sell Supplex 


Fittings and Clamps— 
A complete line of high-impact poly- 
styrene adapters, couplings, elbows and 
tees—N.S.F. approved—and all stainless 
stec! clamps (housing and screw too), 
available for all diameters. 
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Colorful— 
Sales Building 
Dealer 
Display 


Tells and Selis in only 15° x 4”. 


Counter unit gives your custom- 
ers a chance to see and feel the 
high quality Supplex pipe. They 
can look through the smooth 
bore, smooth as a rifle barrel. No 
chance for scale and algae depos- 
its to form on the inner surface. 


The sample fitting and clamp on 
the pipe in the display clearly 
shows your customer that the only 
tools necessary to install long 
lengths of Supplex pipe are a 
screwdriver and jackknife. 


7 be 
Shi od 
gvuas oo” 

ev 


The compact display makes seli- 
ing easier—climinates the need to 
stock bulky packages on your 
selling floor. 


Ask your jobber for complete in- 
formation on Supplex pipe or use 
the coupon below. 


SuPpPLEX COMPANY, GARWOOD, 
N. J., Division of American Hard 
Rubber Company, Pioneers in 
Plastic Piping for Farm, Home 
and Industrial uses. 


Write now for sample and full information 


SuPpPLEX COMPANY. 


NAME 


STREET 


CITY 


JOBBER 


———————————------ 4 


crry 


| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
| 


Division of American Hard Rubber Company, 
335 Broadway, New York 13, N. Y. 


Rush me airmail full information about your Supplex Flexible 
Plastic Pipe and a sample for my inspection 


I normally buy such material from 


ee ee ee 


| 
| 
| 
| 
= 








em 
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| The "do it yourself” 
| vise with industrial 
| quality features 










At competitive prices 
theres only one vise line 
that gives you these top-quality 
| selling features in every vise 
in the line 
stee| channel slide 
enclosed screw 
shoulder-fit jaw inserts 
| cut-off tool 
pipe jaws 


one-piece no-pinch handle 


jaw widths: 3°, 3/,°,4,5 

for various needs of shop, farm, 

| garage, school, or home 
On top of all this, 

Desmond gives 

you replaceable 
hardened steel 


pipe jow inserts 





| in the two large sizes. 


LEADING HARDWARE DEALERS PROMOTE EXTRA VALUES IN 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 








8 EE: oa ee 
| Use handy coupon to obtain facts | 
on the new Desmond-Simplex | 
Vise Display Deal 
| THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO | 
| Please send me full details on the new Vise Display Deal. | 
| Name — - | 
| oe iain | 
Address - lie m | 
¥ J 
142 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 13) 


Christmas Gift Bar. The Yuletide 
merchandising unit is 4 ft in 
length, 5 ft high and 1 ft deep 
with black legs of % in. tubular 
steel. Shelves are of heavy-duty 





2 ~ = 
z ¥ | 


a ants 


composition with stipple finish on 
pastel colors. Westinghouse Elec- 
trie Corp. 












For more data circle No. 48 on posteard, p. 119 


Lock Display Container 
This shipping container for bi- 
cycle locks has four brightly col- 
ored flaps which easily convert it 
into an attractive display piece. 








Dividers separate the one dozen 
assortment into three price groups. 
Slaymaker Lock Co. 





For more data circle Ne. 49 on posteard, p. 119 


Nail Assortment Display 


Home handymen who need only 
| a few of each type of nail will be 





HARDWARE AGE, NOVEMBER 8, 1956 


arr ry, Lt Ee. 
-™ ' eee 


— ee A 


ALUMINUM 





attracted by the Handi-Pac assort- 
ment found in this eye-catching 
self-replacing display. The blue 
labeled plastic boxes hold small 
quantities of aluminum nails rang- 
ing in size from 8-penny sinker 
wood siding nails to 1% in. screw 
thread nails. Nichols Wire & Alu- 
minum Co. 

For more data circle No. 50 on postcard, p. 119 


Matched Paint Brushes 


Gift shoppers will be interested 


in this pair of matched paint 





brushes as a useful item for the 
man of the house. A 4 in. wall 
brush and a 1% in. sash brush are 
gift packaged in gold foil to attract 
the eye. Wooster Brush Co. 


Por more data circle No. 61 on postcard, p. 119 


Garden Tool Sales Aids 


Dealer may choose one of three 
sales aids offered with the purchase 
of 72 True Temper garden tools, 
lawn tools and shears. No. M72 has 
a display stand (illustrated) on 
casters which holds over 50 tools. 
No. 872 features an electric sign 
10 x 25 in. for wall or window use 
No. C72 includes an electric clock 
which is 16 in. in diameter and 


(Continued on page 146) 
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GREENLEE 











another reason why you profit trom 


ASSURED QUALITY 


Greeniee Toois tor Crattemen 


Your customers who rea//y know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are truce .. . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here's example again of the 
assured quality you and your customers get from 
Greences — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

(GREENLER tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


FREE... HAND-TOOL 
PROFIT CHART. Guickiy conven 


cost per dozen of various tems into unit cost 

Gives proft percentages on selling prices ond on coms, 
to help you rapidiy figure you markups. | ells 

your prof story in seconds. free to hardware and 
buiding supply deater, send 

request on you letterheud 





GREENLEE TOOL CO. 


1811 Herbert Ave., Rocktord, iii. 


Auger Bits © Electric Drill Bits © 
Expensive Bits * 


Chisels and Gouges 
Drewknives © Other fine tools 
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FREE DISPLAY STAND 
with No. 125-8 offer described next page 
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162 SPARKLING NEW RODS... 





| PLUS A FREE STAND FOR DISPLAY 


In the fishing tackle market, profit comes with 
color ... and the beautiful new True Temper 
rods have got it. 

The entire line is completely redesigned. New 
spiral windings sparkle with color. A new white 
sheath identifies every rod. And new actions 
meet the challenge for individual fishing needs. 

A complete selection of 162 rods covers every 
price range. Now you can select the models you 
want for your area— and set up a brilliant display 
of the top-quality rods your customers want. 


YOUR DISPLAY STAND IS FREE! Select your own 
choice of any 20 ‘True Temper rods that total 


TRUE TEMPER. 





Type of rods 


Spin-bait — solid glass 





Spin-bait — tubular glass 
Fly rods —- tubular glass 
Spinning — solid glass 








Spinning — tubviar glass 

Bait casting a solid glass 

Bait casting — tubular glass 

Salt water spinning — tubular gioss 
| Salt water & Trolling — solid glass 

Salt woter & Trolling — tubulor gloss 
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$125.00, dealer’s cost (or $208.33, retail). And 
receive a compact, all-steel display stand free. 
Rods and stand are shipped direct—freight 
prepaid. 

You can set up a complete fishing rod depart- 
ment with this offer. The stand takes only 
16” x 30” of floor space. Special rubber fingers 
hold rod tips firmly. Non-marring rubber feet 
protect your floor. The finish is an attractive 
dark green with a bright yellow trim. 

Your wholesaler is the man to see for this 
special 20-rod offer, No. 125-R. Ask, too, about 
the famous Al Foss lures and ‘True Temper reels. 
True Temper, Tackle Division, Anderson, S. C. 


You can look to 


for leadership 





MAKE YOUR CHOICE FROM THIS COMPLETE NEW LINE 


No. of models Range in lengths Range in prices, retail 
2 5% to 6 $5.9510695 
5 610 6% 7.95 to 14.95 
8 7 to 9 8.95 to 60.00 
5 6% 5.95 to 11.95 
- 6% to7 7.95 to 27.95 
13 3% to 6 3.95 to 27.95 
13 5 to 6 7.95 to 29.95 
7% 109 14.95 to 23.95 
7 4%, to 6% 4.95 to 13.95 


Tt 510 9% 11.95 to 22.95 
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| Theyre SUPER 
...for fast 
leakproof _ 

connections! 






tA ER ARO CRE SEE ca ae 








Gas Range Connectors 


The long, 10° tapered cone on Super- 
seal Connector Fittings makes posi- 
tive, leakproof connections which are 
not affected by vibration or moving the 
range in and out of position. The fit- 
tings are rugged, cadmium-plated, 
malleable iron with no sharp edges to 
shear the aluminum tubing, 


And here's another thing installation 
men like. Because tubing can be easily 
bent, it is always possible to make neat, 
flush-to-the-wall installations. 


Superseal Connectors are certified by 
the American Gas Association and are 
listed by Underwriters’ Laboratories. 
They are produced in any combination 
of female elbows and male or female 
adapters; *%-inch pipe thread; 12 to 








60-inch lengths. Over 400 U. S. distrib- | 


utors. Insist on Superseal. 


“Every Superseal Fitting 
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\ is a union in itself” | 








TO HELP YOU SELL 


® For more information 
on these products and 
services use free post 
card on page 119. 
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(Continued from page 


usable in window or wall. Also in- 
cluded free with each tool package 








is a retail price card, two wall tool 


holders and a window display kit. 


True Temper Corp. 


Por more data circle No. 52 on postcard, p. 119 


Sliding Door Hardware 

An eye-catcher, this counter 
display sells the Sterling 600 series 
sliding door hardware for by-pass- 
ing doors. The 3-D unit uses stock 





contrasting colors to 


and 
reveal the line. John Sterling Corp. 


items 


Por more data circle Neo. 63 on postcard, p. 119 


Household Cement 


Pliobond is now being distrib- 
uted in a 1 oz brush top bottle 
which retails for 29¢. The house- 
hold cement comes packed 12 bot- 
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tles to a box which converts into a 
counter merchandiser. The Good- 
year Pliobond box ties in with na- 
tional television and magazine ad- 
vertising. W. J. Ruscoe Co. 

For more data circle Ne. 54 on postcard, p. 119 


Power Tool Board Deal 


A free permanent all-purpose dis- 
play board merchandiser is avail- 





able with the purchase of four Wen 
The 


be used as a floor, counter or wall 


hand power tools. board can 


display and is designed in five 
colors. The package includes a 
No. 250 soldering gun, No. 505 


power saw, No, 707 % in. drill and 
a No. 202 sander-polisher. Plus 
assorted literature, and the new 
10W display board merchandiser. 
Wen Products, Inc. 


For more data circle Ne. 55 on postcard, p. 119 


Level, Vise Catalogs 


Two miniature catalogs describe 
this company’s complete vise and 
level lines. The main feature of 
the vise catalog is a cross section 
photo of Columbian Machinists’ 
vises. Other vise types are also 
described in detail, including the 
Gyro-Vise. The level catalog illus- 


1956 








trates and describes the various 
levels in the line. Vise catalog 
number is LL-4103. Level catalog 
is number LL-4085. Columbian 


i — tian ie ih ee 


SELF-SERVICE FIXTURES IN OVER 25,000 STORES 


Vise & Mfg. Co. et th 


a 


For more data circle No. 56 on postcard, p. 11% 


Adhesives Bonus Deals er 
The maker has offered 55 percent 

profit free goods deals on three a 

Miracle Adhesives products. The Bulman g 

Tub-Caulk bonus package contains : ee 

“~ 


Experience with the 
SCIENCE OF SELF-SELECTION 
increases sales, profits GO” 


Knowing the “do’s” and “don’t’s” equipment to display more mer- 
of merchandising stores for self- chandise more efficiently. These 





selection — how many brands to things Bulman knows better be- 
carry ... how to display high cause of their greater experience 
profit and volume items .. . . . greater volume. To get the 
: departments to add... store lay- most out of self-selection, get Bul- 
out .. . and engineering the man fixtures and store planning. 


2 
ty 


display 100T, six 4% oz tubes, plus 
2 extra 4% oz tubes free. Retails The BULMAN Corporation 
at $1 per tube. Black Magic pack- 
age contains display 59M (illus- The Greatest Name in Self-Selection 
trated), 12 tubes 2%, oz, plus 4 
extra 2% oz tubes. Retail price 
59¢. Brite Magic deal contains dis- 


INCREDIBLE || W2cume & Adtwooo 
play 59W, 12 tubes 2% oz, plus 4 : 
extra tubes. Retails at 59¢. Miracle Vou prosesty tate Wt fer granted, Ke ro se mn Se 


7 7 but give this a moment's thought. 
Adhesives Corp. isn't it incredible—the speed and 


For more data circle No. 57 on posteard, p. 119 ease with which you make a sale 
when you can give your customer 


the name-brand item he reauests? 


* National sales increase 
of Builman equipped and 


Write, wire or call Department HA 106 merchandised stores 





Pocket Watch Display it's a fact that on the overage, it | for Lamps 
This stand-up counter display or aon gas Bo os long fe incubators 

shows a variety of pocket watches eT RBrooders 

and stand-up watch-clock combina Aside from the customer confidence HH 

| | | 7 eaters 

tions. Silver and luminous dials angle, consider: how much is your Water 


time worth? 


Get THE 
GENUINE 


ll) ATER the famous “EAGLE” BURNER 


The Hardware Man's 


TOILET TANK BALL 


America’s Largest Seller 





POCKET WATCH 


Se e0te 208) OFT ee ise 


A-curgte f 


antees 


Veyendabie 


a 





ume & /.\TWOOD 


; 





we ; uy 4 
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EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


* OFFER 
Easier selling. 
Greater convenience. 
improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


TTeuabachles 


TURNBUCKLES, INC. 





MitLAWN ‘ 7 ¥ 


LPAND BtAth 





“One goed turn (buckle) deserves another” 


TO HELP YOU SELL 








TURNBUCKLES 4 S_ 
*Packaged 4\ 
me 














® For more information 
on these products and 
services use free post 
card on page 119. 


ce ee ee 


can be shown together on the card 
which holds six watches. The yel- 
low, red and blue display holds 
timepieces with a total retail value 
of $23.30. New Haven Clock & 
Watch Co, 


Por more data circle No. 54 on posteard, p. 119 


Adhesives Merchandiser 


The Weldwood Adhesive Center 
has been designed to display four 
Weldwood adhesives. Chief feature 
of the Center is its variety of glues 
and a master chart giving general 
gluing information and character 
of glues to be used for specific 
projects. The unit is 60 in. high, 
36 in. wide and 17 in. deep, is 
topped by a lighted panel, and can 





be used as a wall or island display. 
The four glues are identified by 
different colored containers. United 
States Plywood Corp. 


For more data circle Neo. 59 on posteard, p. 119 


Rubber Mat Department 
This completely packaged rubber 
door mat department occupies only 
34e sq ft of floor space. Bearfoot 
products included are the do-it- 
yourself personalized door mat, 
Airug, Glorug, regular door mat 
and Stairug. All mats are individ- 
ually packaged in the department 























and hardware trade: Un- 
derlayment, Spiral Floor- 
ing, Drywall, Metal Rool- 
ing, Colored Siding. 


STORMGUARD NAILS 
Revolutionary new line of 
rust-resistant nails in 85 
sizes and types for roofing, 
siding, trim. Easy to stock, 
display and sell in clearly 
labeled 5 Ib. cartons. 


Write ter Samples 
W. H. MAZE COMPANY 


Peru 5, Illinois 





DOUBLE EDGE 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal. Home owners 


and mechanics will really 
go for this new flexible 
blade. 


individually carded 
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WissoTas LOW COST 
SKATE SHARPENER 


WILL BOOST 
YOUR PROFITS! 


* BALL BEARINGS 
* MODERN DESIGN 
* FOR ALL SKATE TYPES 


The improved Model SA6 Skate Hold 
er shown with grinder comes as 
reguiar equipment with all Wissota 
Skate Sharpeners. Also may be pur 

















which is shipped complete with dis- | chased separately. It has a wide 
and accurate range of adjustment 
plays, a window streamer and a The skate is rigidly clamped to pre 


For Flat or Hollow > Gatedinal 


vent movement or chatter Bottom 


free personalized door mat for dem- surface is carefully machined 


onstrations. Bearfoot Airway Corp. A small investment now in a new Wissota Skate Sharpener will mean bigger repair 
department profits and more store tratlic this tall and winter! Easily and accurately 
sharpens regular hollow ground hockey, specially deep ground figures, er flat ground 
narrow blade skates 


NOT ONLY A SKATE SHARPENER— the Mode! SIOM shown above may also be 


For more data circle No. 60 on posteard, p. 11% 








- used as an all around Too! Grinder! A pe brush wheel, saw gumming wheel or cloth 
bulfer may easily be substituted. A sickle cone may be used for sharpening mowing 
Paint Merchandiser machine sections, using any Wissota Six *kie Holder 
; ay ‘ why » fini The Wissota SIOM Skate Sharpener unit is mounted on a special board, complete with 
S f S < € s 
Thi h wre gag hr ro ini h holder, two surface plates on which holder slides, a 1/3 H.P. heavy duty motor (packed 
steel rack is included with the first separately), three vitrified grinding wheels and two V-belts for the two separately driven 
/ sie atiile spindles. Three wheels as follows: 7xl'«x% for flat grinding, Sxlx's for regular hollow 
order of Retardo rust inhibitive rinding. 3xlx% for deep contour hollow grinding 
g g ; 
| $10M Skete Sherpener, Complete * ORDER NOW FROM YOUR JOBBER 
$10 Skate Sherpener, Less Motor OR WRITE FOR DETAILS! 
} 
SA6 Skate Holder, Only (Also sold separately) 
| DEPT. A 
| MANUFACTURING — simnearoris «, 
MINNESOTA 
| 






TWISTED 


BROWNELL NYLON MASON LINE 


MADE FROM 100% HIGH TENACITY 
DU PONT NYLON YARNS 


THE PERFECT ‘’LINE’’ 


paint consisting of 2 gal, 4 qt, 6 pt For Masons, Contractors, Plumbers, Do-it- yourselfers 
and 4 half-pints in each of six 
colors. The 4-shelf display is topped 
by a large sign showing color 
chips for red, gray, green and 
black. A pocket for color cards is 
also provided. Benjamin Moore & 
Co. 

















Durable? it's 4 times as strong as cotton! 


Economical? Additional tensile strength over cotton per- 
mits use of smaller sizes — gains yordage, 
reduces costs. 

Practical? Your choice of 2 handy sizes: % Ib. size on 
4” or 6” tube ot the same price... Ib. 
and | ib. tubes if desired. 


Always specify ‘‘BROWNIE"’ — the quality brond 
for over a century~made by Brownell & Co., Inc., the lergest 
manufacturers of Nylon Seine Twine and serving the fishing 
industry since 1644 








For more data circle No. 61 on postcard, p. 119 


Lawn Seed Packaging 


The All Star line of lawn seed 
for 1957 will be presented in pack- 
ages designed to upgrade the con- 
sumer. Two stars on the carton 


will represent the 2 Star City Park Write for Descriptive Catalog Sheet. 
formula classified as good grade. 


gee a oe 
The 3 Star Pan American carton 


will be the better grade. Top grade ’ BROWN a88 & CO... INC. 


will be the 4 Star Excelsior repre- 
sented by four stars. Full color 





At Last... ao Twisted Nylon Mason Line thot is not af. 
fected by water, gasoline, kerosene, oils, paints, etc. Twisted for 
proper amount of elasticity, it has much greater abrasive quall- 
ties than cotton. Once your customers hove tried it, repeat sales 
will come automatically 


MOOODUS, CONNECTICUT # 
A 
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GRIES REPRODUCER CORP. 


. help you to 
EXTRA PROFITS 





CUP HOOKS 


Packaged one 
hundred per box 
in 6 popular sizes, 
>" to iV". 
Nickel or brass 
Also 
popular 7,” 
colors and in nickel and brass. 


GRIES E-Z self-screw 
UTILITY HOOKS 


Packaged 50 per 
box Ihe only 


finish 
hooks carded 5S toa card 


; 


smal! utility hook 
for every home, 
store Of factory 
use Bright 
plated finishes 
Also 2 per card 


24 caras per bon 


JOBBERS: write for sampies and catalog 
pages, prvene on GRC's full line of fast 
selling hardware items 


DEALERS: see your 
ebber salesmen for 
mmediate delivery 


World's foremost producer of smal! die castings 


132 Beechwood Ave., New Rochelle N.Y. 
Phone: NEw Rochelle 3-8600 


TO HELP YOU SELL 














photographic displays and other 
dealer aids will be provided. Whit- 
ney Seed Co., Ine. 

For more data circle No. 62 on posteard, p. 119 


Glove Merchandiser 


This top shelf space saver wire 
rack, with twin shelf talkers, is 
being offered free with either of 
two assortments of Pioneer neo- 
prene rubber gloves. Order No. 





1476 left) contains 


(illustrated, 
nine pair knit cotton lined Bluettes 
retailing at $1.49 and 12 pair soil- 
and-stain proof black Ebonettes in 


79¢. Order No. 
1536, right, has 24 pair cotton down 
lined super Ebonettes in assorted 
81Zes three colors for 98¢ a 
pair. Pioneer Rubber Co. 


For more data circle Ne. 63 on posteard, p. 119 


assorted sizes at 


and 


Lighting System Aid 


Here is a 4-page illustrated bul 
letin on Panel-Glo and Sky - Glo 
translucent lighting systems. Fea- 
tured in the bulletin is the com- 
pany’s new Safari design translu- 
cent vinyl panel. Design features 


HARDWARE 





and a simplified finishing method 
are described and illustrated in 


detail. Benjamin Electric Mfg. Co. 
Per more data circle Ne. 64 on postcard, p. 119 


Sandpaper Packages 


H. T. Garnet sandpaper is now 
available in 9 x 12 in. sheet sizes in 
packages of 10 sheets. The pack- 
ages are designed to encourage 
impulse sales and are marketed 
under the Handy Home products 
name. There are 25 assortment 
packages to the box and four boxes 


to a shipper. Armour and Co. 
Por more data circle No. 65 on postcard, p. 119 


Plastic Fence Display 


have been added to 
plastic add-a-fence by Akay. Pink, 


Colors 





flame, yellow and white make the 
plastic fence display sparkle with 


sales appeal. Each display carton 


comes with 88 sections of fence, 
joiners and corner locks. Akay 
Corp. 


For more data circle No. 66 on postcard, p. 119 


Hottie, Warmer Set 


This coffee hottle and warmer 
set will appeal to housewives as a 
gift item and as an attractive unit 


for personal use. Set includes two 
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white Glasbake hottles with con- 
trasting black veiling and turquoise 
collars, two chrome candle warmers, 
two black plastic stoppers and four 
long-burning candles. Set, packed 
in gift box, retails for $5. Thatcher 
Glass Mfg. Co., McKee Div. 


For more data circle No. 67 on postcard, p. 119 


Leader Display Line 


This company has introduced a 
new line of colorful displays for its 





Vinylsteel and stainless steel lead- 
ers. These easel displays are silk- 
screened in dark green, magenta 
and Day-Glo yellow and are avail- 
able in three sizes, 10% x 13 in., 
64% x 13 in., and 8% x 11 in. Dis- 
plays are shipped with from 2 to 
12 dozen leaders depending on size. 
Magic Snell Tackle Co. 


For more data circle No. 68 on postcard, p. 119 


Water Seal Fixture 


This wrought iron water seal 


merchandising display fixture is 





loaned to dealers without charge. 
It is designed for 12 months’ sell- 
ing and provides a simple inventory 
control for the five package sizes 
available. E. A. Thompson Co., Ine. 
Por more data circle Neo. 69 on postcard, p. 119 

(Reawme reading on page 14) 
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The ALL-NEW 


UNION MT-7 
Super Steel 


MACHINIST'S CHEST  —% 


A Proved > 
Sales Leader! 


UNION has translated the basic de 
sign of the famous UNION B-20 
quartered oak Chest into sturdy, 
streamlined steel. The result is the 
MT-7... the first really new Machinist's 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature . 

ultra-modern appearance 
. Increased capacity 








rugged construction 
easier accessibility 





CASH-IN 
on the tremendous demand for this 
fast-selling item. Place your 

steck orders now! 


JOBBERS: 
DEALERS: 


Write for literature and 
prices on the New MIT-7 









STEEL CHEST CORPORATION 


LE ROY, NEW YORK 


ALUMINUM 
HARDWARE 


RUST-PROOF 
in BRASS, 


BRONZE 
or ALUMINUM 
FINISHES 


PADLOCK and HARDWARE CO. 


LANCASTER, PENNA. 
ORDER FROM YOUR JOBBER 





151 











Mail coupon today for new, compact 


Weldwood Adhesives Center 
Sets you up as glue-it-yourself headquarters 








Here at last.is a wonderful new way to sell glue. The Weldwood Adhesives Center displays a well-bal- 
Sell it faster! Sell more of it! Sell it more profitably! anced stock of every retail size, of every type of glue 
Carry less inventory! Yet without wasting a single inch you need to carry —in just 42 square feet of floor 
of high traffic display or counter space. And save your space. Simply set it up where people can see it. Then 


salesmen’s time, besides! watch it sell without help from your salesmen. 


“Self Service” Glue Selector Chart saves your salesmen’s time. 


It’s an important feature of the Weldwood Adhesives Cen- Selection is practically automatic. It's like adding another 
ter. Enables your customers to select, at a glance, the right salesman, because it frees your own salesmen for other 
glue, in the right size for his needs. Answers all questions. work. Even the prices are specified on the display. 
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Oriptive totders tor additional apptiicatons 








ti©wum~, Here’s what you get by mailing coupon today: = 











Size Retail Price Quantity Size Retail Price Quantity 
% oz. 19 24 
3% or. 35 12 1% oz. 29 24 
Weldwood Plastic Resin Glue — 8 ox. 65 12 Weldwood Presto-Set® Glue 3% on. AP 12 
? tb. 95 6 9% oz. 99 6 
Pint 1.79 6 
% ox. .29 24 Weldwood Waterproof wy ay - 
1% ex. A 24 Resorcinol Glue lqvet —«4.90 2 
Weldwood® Contact Cement = 3 ox. 70 12 TOTAL RETAIL VALUE 143.44 
Pint 1.45 8 Your cost (at regular discount) 89.94 
Quart 2.45 4 Special price on display unit (value: $40) 9.95 99.89 





Your profit 


oe 


thes te : 22 i Z ee 

$y hea GR eee ee Se See 
2 tact 1, a fe 

3 CHiueow ob 7 


$43.55 
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Mail Coupon Now 


for your fully stocked 
Weldwood Adhesives Center 


much less space! 


j 


Weld wood Adhesives Center 








Stocks and displays your com- 
plete glue department in 4% 
square feet of floor space. So 
complete you need no other types 
of glues. Recessed lighting. 


_ 7s ssi = = 





“Self Service’ 
Glue Selector 
Chart 











In one merchandiser—a balanced 
stock of the four basic adhesives 
in the best selling sizes. Holds “a 
Weldwood Glue for every pur- 
pose.” Literally makes your store 
glue-it-yourself headquarters. 





The famous Weldwood Wizard 
quickly identifies Weldwood 
Glues, nationally advertised in: 
Seturday Evening Post Living 
Better Homes & Gardens Sunset 
American Home Hobby Books, etc. 











<A 


UNITED STATES PLYWOOD CORPORATION 
Dept. HA 11-46. BD West 4th Street, New York 4. N.Y 

Rush my Weldwood Adhesives Center, complete with assortment 
described on facing page, at special price of 999.87, delivered 
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Lawn Mower Institute Sees 3.5 Million 
Unit Sales Year, Steps Up Safety Drive 


Sales of power lawn mow- 
ers in 1957 will total approx- 
imately 3,500,000 units, a 
gain of about 300,000 units 
over the 1966 volume. 

This estimate was made by 
the statistical committee of 
the Lawn Mower Institute, 
at a recent meeting of the 
directors of the Institute at 
New York. The committee 
estimated that more than 
12,000,000 lawn mowers will 
be in use by the end of 1957. 

The directors of the Insti- 
tute made plans for a stepped 
up safety campaign. As a 
phase of this effort, the In- 
stitute is sponsoring the de- 
velopment of design and man- 
ufacturing safety standards 
in cooperation with the 
American Standards Asso- 
ciation Sectional Committee 
procedure. 


Lamson & Sessions Co. 
Makes 2 Appointments 


Directors of Lamson & 
Sessions Co., Cleveland, have 
appointed Robert G. Patter- 
son assistant to the presi- 
dent and elected James G. 
Rayburn vice-president and 
general sales manager. 

Mr. Patterson joined the 





Representatives of lawn 
mower manufacturers, of 
Government, insurance com- 
panies, medical and safety 
groups, the National Safety 
Council, and others are aid- 
ing in this work. 

It was pointed out that the 
Institute has distributed ap- 
proximately 2,500,000 safety 
code leaflets to help educate 
users of power lawn mowers 
in safe operation. 

The directors also report- 
ed their continuing efforts to 
obtain a further revision in 
freight rates and minimum 
weight schedules applying to 
shipments of lawn mowers. 

The directors also an- 
nounced that the 1957 annua! 
meeting of the Institute will 
be held in Toronto, Canada 
in June. 





J. G. RAYBURN 


company in 1935. He was 
named general sales mana- 
ger in 1943 and elected vice- 
president and general sales 
manager in 1948. 

Mr. Rayburn, who suc- 
ceeds Mr. Patterson, has 
been with the company 11 
years as sales representa- 
tive, merchandising director 
and general sales manager. 


Who Can Match This Record? 





J. Harry Wurst... 


66 Years in Hardware 


J. Harry Wurst, a 
sales representative of 
Edw. K. Tryon Co., 
wholesaler in Philade}- 
phia, says there is only 
one technique for ef- 
fective selling: “Travel 
steady and work.” 

Mr. Wurst should 
know. He has been call- 
ing on dealers for 
the Tryon organization 
since 1895. This month 
he will begin his 67th 
year of continuous ser- 
vice with Tryon. He 
joined the firm in No- 
vember, 1890. 

At 82, Mr. Wurst is still active. He drives his 
car regularly to call on accounts between Trenton, 
N. J., and Washington, D. C. At one time his ter 
ritory included the entire East Coast and extended 
as far west as Texas. 

Mr. Wurst says there is no special technique for 
selling other than visiting dealers regularly and 
“taking it easy” in the approach to dealers. “If 
you visit a man regularly, after a while he will start 
to buy from you,” Mr. Wurst says. 





J. HARRY WURST 


a nn ee 


Editor's note: This is the fourth im a series of 
“Who Can Match This Record?” Profiles begun in 
the Aug. 16 issue of HARDWARE AGE. Previous pro- 
files have appeared on William B. Sebastian, 61 
years, on Aug. 16; Frederick H. Dorn, 63 years, 
Sept. 13; F. E. Carlisle, 63 years, Oct. 25. If you 
or someone you know can better this record, send 
the detaila to Editor, HARDWARE AcE, Chestnut & 
56th Ste., Philadelphia 39, Pa. Please include glossy 
photographs. 

Thus far, Mr. Wurst holds the 


tinuous service with one company. 


record for con- 
Hise 66 years of 
service have all been with Edw. K. Tryon Co. 





When Mr. Wurst started calling on dealers, the 
only way to travel a territory was by train. Today 
he finds driving makes the work easier, especially 
in smaller territories. 

Mr. Wurst played golf at one time when he was 
not calling on dealers, but today finds more pleasure 
in leisurely fishing and boating. 
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Russwin Appoints Three 
In Sales Organization 
Russell & Div., 


American Hardware Corp., 
New Britain, Conn., has 
made three changes in the 
Russwin sales organization. 

John R. Meagley has been 
appointed manager of con- 
tract sales. Victor H. Verby 
has been appointed to the 
newly-created post of sales 
promotion manager. Stuart 
G. Force has been appointed 
manager of export and spe- 
cial market sales. 

Mr. Meagley has spent 
his entire business life with 
Russell & Erwin. Most re- 
cently he was responsible 
for export and special mar- 
ket sales. 

Mr. Verby also has spent 
his entire business life with 
the company. He had been 
contract sales manager since 
1953. 

Mr. Force had assisted 
Mr. Meagley in export and 
special market sales. 


Erwin 


Philadelphia Club Meets 


Save the Surface Sales- 
men’s Club of Philadelphia 
recently held a meeting to 
hear a speech by Herbert 
Hillman, technical director 
of F. O. Pierce Co. 


DEALER BRIEFS: 








HUGH A. COLE 


Igoe Brothers Elects 
Cole Vice-President 


Hugh A. Cole has been 
elected executive vice-presi- 
dent of Igoe Brothers, Inc., 
wholesaler in Brooklyn, N.Y. 

Mr. Cole has been con- 
nected with the company in 
various capacities for the 
past eight years. 


Iwan Bloch Is Whitlock 
Sales Staff Addition 


Iwan Bloch has joined the 
sales staff of Whitlock Corp., 
wholesaler at Mount Vernon, 
a 2 

A 40-year sales veteran, 
Mr. Bloch was most recently 
with Manhattan Mfg. & Job 
bing Co. 


Marshall-Wells Store Opens in Minnesota; 
Turner Hardware Adds 9th California Unit 


Virginia, Minn,.—Free 
coffee and doughnuts were 
served the first three days 


of the nine-day opening of 
the Marshall-Wells shopping 
center owned by Bob and 
Harvey Aluni. Cash prizes 
totaling $100 were awarded 
in addition to other door 
prizes and gifts for women. 
Special prices were offered 
for the nine-day opening. 


Modesto, Calif. Turner 
Hardware Co. recently 
opened its ninth outlet in 


the Roosevelt Shopping Cen- 
ter. The store features self 
service. It contains 3500 sq 
ft of floor space. Paul Feeley 
is manager. 


Boaten, Maas.—South End 
Hardware Co. has opened its 
(Continued on page 158) 
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Southern Hardware Golf Assn. Organized: 
First Tournament Scheduled for Nov. 29 


Formation of a Southern 
Hardware Golf Assn. for 
hardware manufacturers and 
wholesalers south of the 
Mason-Dixon Line has been 
announced by H. M. Worth 
ington, H. Linn Worthing- 
ten & Co., Garrison, Md.. act- 
ing secretary of SHGA. 

First meeting of the new 
organization will be Nov. 29 
Dec. 1 at the Mid Pines Club 
in Southern Pines, N. C. 

Membership of the group 


Walter Howlett Joins 
Hardware Question Club 


Walter Howlett has been 
appointed merchandising con- 
sultant and coordinator of 
the Hardware Question Club 

The Hardware Question 
Club is composed of a number 
of iarge retailers who 
periodically to discuss 
chandising problems in 
hardware field. Leon € 
Warner, of Warner Hard 
ware Co., Minneapolis, is sec. 


meet 
mer- 


the 


retary. 

Mr. Howlett was former 
general manager of Patte: 
son Bros., New York: forme: 
general manager of a store 
for Sears-Roebuck & Co., and 
former American Merchan- 
dising Corp. director of re 
search for store operation. 


Mr. Howlett will spend 
time with each of the mem 
bers in 1957 working with 


them on their merchandising. 
Member companies present 
at a recent meeting in New 
York were: The Ray! Co., 
Detroit; Vonnegut Hardware 
Co., Indianapolis; Warne: 
Hardware Co., Minneapolis; 
Stebbins Hardware Co.. Chi 
cago; Aikenhead Hdwe. Ltd., 
Toronto, Canada; Carlisle 
Hardware Springfield, 
Mass.; King Hardware Co., 
Atlanta; Stambaugh Thomp- 
son Co., Youngstown, Ohio 


Co., 


is expected to be between 120 
and 130. 
The tournament will be run 


like that of the Eastern 
Hardware Golf Asan. The 
qualifying round will be 


played Nov. 29. The dinner 
will be held the evening of 
Dec. 1, 

SHGA was organized from 
joining the Eastern Hard- 
ware Golf Asan., according 
to Mr. Worthington. 

The address of the new as 
sociation is Southern Hard. 
ware Golf Assn., Garrison, 
Md. 

W. N. Dixson, of Brown 
Rogers - Dixson Co., whole 
saler in Winston-Salem, N 
C., is acting president of the 
organization. 

Committee members are 
rancis P. May, May Hard 
ware Co., wholesaler in 
Washington, D. C., member 
ship; Russell Hoehl, Russell, 
Burdsall & Ward Bolt & Nut 
Co., tournament; and EF. B 
Frock, Hanover Wire Cloth 
Div.. Continental Copper & 
Steel Ind., reception and at 
tendance 


Richards & Conover 
Buys Tract of Land 


Richards & Conover Hard- 
ware Co., wholesaler in Kan 
sas City, Mo., has acquired a 
45 x 85 ft tract of ground at 


204 W. Fourth St., Kansas 
City 
The ground will be used 


for additional parking space 
and for possible future ex- 
pansion 


Merger Is Planned 


Directors of McGraw Filec- 
tric Co. and Thomas A. Fdi 
son, Inec., have agreed to 
merge the two companies. 
Stockholders will meet soon 
to vote on the merger. 
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“A Good Line 
to Handle”’ 


GRIFFIN 


SHELF HARDWARE 








Cat. #R240 





Wrought Steel Butts 


When it comes to any item in shelf | 
hardware ... mending plates, flat 
corners, corner braces, strap 
hinges and ‘T’ hinges (light or 
heavy), safety hasps, shelf brack- 
ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every 
thing about the firm’s policy .. . 
and you'll find your customers like 
the Griffin products, 














A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN 


“since 1899" 
MANUFACTURING CO. 
156 
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Roy Pinniger Promoted 
By U. S. Steel Corp. 


Roy E. Pinniger, vice-pres- 
ident and general manager 
of Cyclone Fence Dept. for 
the past 20 years, has been 





ROY E. PINNIGER 


promoted to assistant to the 
president of American Stee! 
& Wire Div. of U. 8. Steel 
Corp. 

In his new post, Mr. Pin- 
niger will have the oppor- 
tunity to train James E. 
Brown who succeeded him. 
Mr. Pinniger is scheduled to 
retire in August, 1957. 


Mr. Pinniger joined Cy 
clone Fence in August, 1919, 
and worked his way up 


through the ranks. 


Southwest Hardware 
Moves to New Plant 


Southwest Hardware Co., 
dealer-owned wholesaler, 
formerly of Los Angeles, re- 
cently moved to a new and 
larger plant. 

New address of the firm is 
13827 S$. Carmenita Rd., 
Norwalk, Calif. 


NHMA Directors Vote 
Refund to Exhibitors 


Directors of the National 
Housewares Mfrs. Assn. 
have voted to refund 25 per- 
cent of exhibit fees to exhib- 
itors in the NHMA Na- 
tional Houseware Show held 
in Atlantic City this past 
July. 

The action provided an 
uninterrupted record of re- 


funds since the start of 
NHMA exhibits. 
At the same time the di- 


rectors accepted with regret 
the resignation of James R. 


Caldwell, president of Wo- 
oster Rubber Co., Wooster, 
Ohio, as a director and 


elected Henry C. Forster to 
fill his unexpired term. Mr. 


News of the Trade 


Forster is vice-president of 
Ekeo Products Co., Chicago. 

Dolf Zapfel, NMHA sec- 
retary, reported more than 
700 exhibitors have signed 
up for the NHMA show at 
the Navy Pier and Drill Hall 
in Chicago Jan. 17-24. 


Yale & Towne Appoints 
March Sales Manager 


William H. March has 
been appointed manager of 
Yale cumbination door hard- 
ware sales of Yale & Towne 
Mfz. Co. Lock & Hardware 
Div. 

Mr. 


Towne 


March joined Yale @& 
in 1931. In 1952, he 





WILLIAM H. MARCH 


become sales 
Ideal Brass 
Paul, Minn. In 
he will help 
combination door manufac- 
turers with their require- 
ments for lock and hardware 
components 


to 
of 
St. 


post 


resigned 
manager 
W orks, 

his new 


Standards Code Adopted 
By Screen Mfrs. Group 


The Frame Mfrs. 
Assn. adopted a code of com- 
mercial standards of quality 
in commercial aluminum 
tubular frame screens at its 
fall meeting in Atlantic City, 
N. J. 

The code will be presented 
to the Aluminum Window 
Mfrs. Assn. for adoption at 
its meeting in Miami, Fla., 
in January. After that it 
will presented to other 
building groups and govern- 
ment agencies for adoption. 


Sc reen 


be 


H. K. Porter Co. Elects 
Gurley Vice-President 


Sam Gurley, Jr. has been 
elected vice-president-sales 
for H. K. Porter Co., Ine. 

Mr. Gurley had held a 
similar position with Reich- 
hold Chemicals, Inc. 
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DON'T LET THESE CUSTOMERS GET AWAY 


Now you can sell them BERGER Service 
Transit-Levels and Duplex Tilting Levels 






BERGER SERVICE 
TRANSIT LEVEL 
Complete with tripod, 
Carrying case, plumb bob 
and instruction manual, 
$89.75 retail. 


ed _ 


These Berger instruments now being 
sold direct to hardware outlets 


Why let your customers go elsewhere to buy the survey'ng 
instruments they need for the same jobs you sell them other 
tools. Every time they do, you’ve lost an easy-to-make sale. 
Now you can get this business, too! Because now Berger 
is adding hardware stores to its nation-wide chain of dealers. 
The Berger Service Transit-Level and the Duplex Tilting 
Level are moderately priced for quick, profitable turnover— 
help sell related building items, too. And they’re quality 
instruments that carry the prestige of the maker of some 
of the world’s costliest precision surveying instruments. 
Get these Berger Instruments on your counter—and invite 
sales you’ve never had before, Many hardware retailers 
are doing it—stocking a few to start with—and invariably 
more soon after—as they’re quickly sold, Write today. 


= Berger utility leveling rod 


A three-section, solid maple Leveling 
Rod, 8’-8’ extended. White face, red 
and black numerals. Can be used in two 
sections for heights up to 5’-9’’. Gradu- 
ated to read to feet, inches, and eighths 
of an inch with vernier on the target 
graduated to read to 1/64 of an inch. 
Equipped with a cast oval target with 
enameled red and white face, tension 
gib and adjustment screw. Retail $14.75 





~«-@ BERGER 
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Builders, carpenters, caretakers, farmers, maintenance 
men, landscapers and do-it-yourselfers—the same cus- 
tomers who buy your hammers, power saws and so many 
other tools—are all “naturals” for these instruments. 
Because the Berger Service Transit-Level is a “must” in 
aligning foundations, brickwork, retaining walls and 
fences—leveling floors and sidewalks—setting batter 
boards—laying out driveways, parking lots—and many 
other day to day building jobs. Thousands are in use. 

And the Berger Duplex Tilting Level with its precision 
optical system is the new low-cost answer in solving 
leveling problems on small buildings, farms, drainage 
ditches, masonry and similar projects. 


= 
. 
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Low cost Duplex tilting level 
retails for only $59.50 


Nothing like it on the market at anywhere near the 
price. Has accurate optical system in 10-power tele- 
scope which views image right side up. In addition 
to its use as a level, instrument has a 95 degree tilting 
action for vertical alignment—an important feature 
normally found only on higher priced instruments. 
You'll sell it to scores of customers who never dreamed 
they could afford to own one. Complete with stiff-leg 
white ash tripod, plumb bob, hardwood carrying case 
and instruction book, 


C.L. BERGER & SONS, INC., 55 Williams St., Boston 19 





ENGINEERING AND SURVEYING INSTRUMENTS... SINCE 1871 
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Order both 
Aluminum and Steel 


rural mail boxes from 


FAW SCO 


Pay only one freight charge 
on your assorted shipment 








Because Fawsco now makes both steel and aluminum 
rural mailboxes, in both large and small size, you order 


just ONCE from ONE source pay ONE freight 
charge. All orders processed within 24 hours 


No.1 MAILBOXES 


SIZE: Length: 18-16/16"; Width: 6-1/4"; Height: 68-13/16" 
ALUMINUM: i8 & 20 gauge, shipping weight each 3 ibs. % ox 
STEEL: 20 & 22 gauge, thipping weight each 6 ibs. 8 ot 


No. 2 MAILBOXES 


SIZE: Length: 23-1/2"; Width: ti": Height: 14" 
ALUMINUM: (8 gouge, shipping weight each 6-1/2 Ibs 
STEEL: 20 gauge, shipping weight each 20 Ibs 


FAWSCO MFG. DIVISION HA 11-56 


Cuyaheoge Falls, Ohio 
Please send me prices on rural mailboxes. 


NAME 





ADDRESS 











rn err ere em see 





city . STATE 
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News of the Trade——_____—_- 


ingraham Names Taylor 
General Sales Manager 


E. Ingraham Co., Bristol, 
Conn., has appointed Edward 
L.. Taylor general sales man- 





EDWARD L. TAYLOR 


ager. He replaces ©. E. 
Davis who resigned because 
of ill health. 

Mr. Taylor had been gen- 
eral sales manager at Flor- 
ence Stove Co., Chicago 


Red Devil Tools Opens 
West Coast Warehouse 


Red Devil Tools, Union, 
N. J., has opened its first 
warehouse west of the Mis- 


sissippi as a major part of 
current expansion activities. 


Freight costs for Red 
Devil’s standard machinery 
will be substantially lower 
for the firm’s western cus- 
tomers, according to man- 
ager G. H. Zentzius. All 
shipments to western cus- 
tomers will be F.O.B. Los 
Angeles. 


New warehouse is at 2411 
5. Broadway, Los Angeles. 
As part of their current 
expansion program, Red 
Devil Tools, Union, N. J., has 
acquired Hook Scraper Mfg. 


Co., Queens Village, N. Y. 
Purchase brings together 
“the two largest lines of 


wood scrapers in the world,” 
the firm said. 


Double Anniversary Is 
Celebrated by Heller 


W. C. Heller & Co. recent- 
ly celebrated its 50th year 
of manufacturing in Mont- 
pelier, Ohio. It was also the 
65th anniversary of the 
founding of the company. 
The firm had been in Mont- 
clair, N. J., before moving 
to Montpelier in 1906. 


As part of its 
sary celebration, 


anniver- 
the firm 


presented a gold watch to 


Frank Smethurst who 
started with the company 
Sept. 15, 1906. Mrs. W. C. 


Heller, wife of the company’s 
founder, made the presenta- 
tion. 

Recognition also was given 
to six other employees with 
30 years’ or more service. - 


DEALER BRIEFS: 





(Continued from page 155) 


third self service hardware 
store at 1220 Veterans of 


Foreign Wars Parkway. Off- 
street parking space for cus- 
tomers is next to the store. 


Seattle, Wash.—A carload 
of Washington State apples 
and door prizes were given 
away at the opening of Ernst 
Hardware Co.’s new Univer- 
sity Village branch. The self- 
service store is managed by 
Howard Quigley. It has 19, 
000 sq ft of floor space. 

Glencoe, lil.—Termina! 
Hardware, Inc. has opened 
a modern store in Carson’s 
Edens Plaza Shopping Cen- 
ter. It is the firm’s second 
operation. The new store is 
being managed and operated 
by John H. Dornbos. 


Pa.-——Robert 
Skulteti has purchased Lans 
dale Hardware operated by 
Miller Bros. at 312 W. Main 
St. Mr. Skulteti had been 
managing the store for the 
Miller brothers since 1946 


Lansdale, 


Keene, N. H. — Spencer 
Hardware Co., which traces 
its beginning back to 1814, 
recently moved to the newly 
constructed W hi pp! e-Mc- 


Laughlin block. The new 
store is divided into two sec 
tions one for self service 
selling. the other for mer 
chnandise that requires ser 
vicing 


Calif.—Gifts and 
prizes were awarded to per- 


Pomona. 


sons attending the grand 
opening of Don Hall Hard- 
ware, Cucamonga and San 
Antonio Aves. The _ store 


moved from the Garfield Ar- 
cade. Mr. Hall has been in 
the hardware business 1! 
years. 


HARDWARE ACE, NOVEMBER 8, 1956 





Here Now! NEW CHEVROLET 
TASK:-FORCE 57 TRUCKS! 


4 - Phage i. r ‘ 2 F ; neo 
wilh i ——— te os a it jg, # * i a aes 
‘ ee 5 aes a . 


. ee — — 
ptt Lit” Si Ri 4 cc. ae Be 
am : ee ee soe 
rT a: fh cid 3 
‘ : ee oe 
; . os i : 
ie : ¢ iy y 


7, " 
ye 





FIRST with the MOST 
modern features 


They're out to save you hours and dollars _There’s fleet-action power in Chevy's outstanding 
engine line-up for '57—with a modern version of 
the famous 140-h.p. Thriftmaster 6 standard in 
new power plus the modern features that Series 3000 trucks and the efficient pound-saving 


short-stroke ‘Trademaster V8 available as an 


on any hauling job...and they've got big 


make it a sure thing! They put you way 


extra-cost option. 

ahead with time- and work-saving advan- eo 

Other way-ahead ‘57 features include advanced 

tages you won't find in any other truck! Ball-Gear steering, high-output 12-volt electrical 

system, modern tubeless tires and great optional 

Again, for 1957, Chevrolet light-duty trucks bring (extra cost) features such as no-shift Hydra-Matie 
you the industry’s most advanced features— new transmission! 


developments that have already been proved ina 
| P ty nee Be sure to check the new cab features, too... 
history-making preannouncement test run: (See 
: 1 the Al Hig) hel the handsome new upholstery, the new steering 

ow they conquered the Alcan ivnway, Delow.,. , 

ho ey ite wheel, the new exterior colors. Your Chevy dealer 


For 57 there’s bold new styling to match has all the details, so see him soon!.. . Chevrolet 
Chevy's remarkable stamina and dependability. Division of General Motors, Detroit 2, Michigan 


Aican Highway Test Run 
Proves Chevrolet Ruggedness! 


In an AAA-certified endurance run, 6 light, medium and heavy- 
duty trucks carrying typical cargoes roared up the 1,520-mile 
Alean Highway (‘normally a 72-hour run) in less than 45 
hours! In dramatic fashion, new Chevy trucks conquered one 
of the world’s most challenging roads to display the great 
performance qualities they li bring to your roads! 
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Amazed at the PRICE? 
(You should be!) 













2.49 us" 











Yet more 


amazing is the QUALITY of 
BEST-BORE 
POWER WOOD BITS 


eight piece set 

boring range 4" to 1” 

ruff ‘n tuff tempered blades 
blades and shanks replaceable 
bore end grain 

chrome lustre shank 

impulse packed display 
package 


Leading jobbers find > 
“Best - Bore” Bits hard to 
stock — they sell so fast. 


bush SNELL DIVISION, 


PARKER 
WORCESTER 1, MASS 
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News of the Trade 








NEWS OF 








MANUFACTURERS AGENTS 


Rol B. Plumb, hardware 
division sales manager of 
Keuffel & Esser Co., has re- 
signed to establish a manu- 
facturers’ representative 





ROL B. PLUMB 


egency to cover New En 
giand. The agency, to be 
started Nov. 15, will be 


known as Rol B. Plumb Co., 
Giants Neck, Niantic, Conn. 
Mr. Plumb is a former vice- 
president in charge of sales 


for Eagle Lock Co. and 
former assistant district 
sales manager for Russell, 


Burdsall & Ward Bolt & Nut 
Co. 
vy 


Evans Rule Co., Elizabeth, 
N. J., has appointed Fry- 
Holbrook Co., Atlanta, Ga., 
its representative in Georgia, 
North Carolina, South Car 
olina, Tennessee and Florida. 

v 

Lewia Engineering & Mfg. 
Co., Alliance, Ohio, has ap- 
pointed 8S & S Sales Co., 
Dallas, its representative in 
Texas, Oklahoma, Arkansas 
and Louisiana and named 
MecFatridge-Chapman Co., 
Toronto, its Canadian repre- 
sentative. 

vy 


Winfield Brooka Co., Ine., 
Woburn, Mass., has ap- 
pointed John Shields & As- 
sociates its representative in 
Washington, D. C.. Mary- 
land, Delaware, New Jersey 
and Pennsylvanis 


v 
EF. T. Rugg Co., Newark, 
Ohio, has appointed Velie 


Sales Co., Inc., Minneapolis, 
and Irving S. Kemp Co., Chi 
cago, its manufacturers’ 
agents. Velie will cover 


Minnesota, Wisconsin, North 
Dakota and South Dakota. 
Kemp will cover Michigan, 
Indiana and Illinois. 


v 


Co., Addison, Iil., 
has appointed Robert L. Haz- 
lip Co., Kansas City, Kan., 
to represent it in Kansas, 
Missouri and Oklahoma, and 
W. L. Thurman, Charlotte, 
N. C., to cover North Caro- 
lina, South Carolina and Vir- 
ginia. 


Paine 


v 


Fenton Sales Co., New 
York, manufacturers’ agents, 
has moved its offices to 1150 
Broadway, New York. The 
firm had been at 855 Sixth 
Ave 


v 


Griffin Mfg. Co., Erie, Pa., 
has appointed the Travart 
Co., Paramount, Calif., its 
representative in southern 
California. 

v 


Johnson & Toppel Associ- 
ates, manufacturers’ repre- 
sentative agency, has been 
formed by Jerry Toppel and 
Philip A. Johnson. Both had 
heen manufacturers’ agents 
in Denver and joined forces 
on Oct. 15. Their headquar- 
ters is at 1657 Pennsylvania 
Bivd., Denver 3, Colo, 


Sapolin Officer Honored 
By Paint Association 


Edmund Eckart, chairman 


of the board of Sapolin 
Paints, has been named a 
member of the Nationa! 


Paint, Varnish and Lacquer! 
Assn.’s Fifty Year Club. 

Mr. Eckart 
president of Sapolin at its 
first corporate meeting in 
January, 1903, and president 
in 1918. He board 
chairman in 1931. 


became vice- 


became 


Sun Rubber Celebration 


Sun Rubber Co., Barber- 
ton, Ohio, held a Sun Day 
for 2,500 employees and their 
families recently as part of 
the company’s 33rd anniver- 
sary celebration. Plant tours 
were conducted. 
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NEW Deluxe Fixkit 


Contoins 4%" Drill, Geared Chuck & 
Key, 7 Drill Bits, Horizontal Stend, 
Grinding Wheel, Polishing Pod & 
Wax, Buffing Pad & only 
Compound, Arbor, 3 


Sanding Discs, Bac king $ 34% 


Pod, Stee! Cove. 
Your customers save $4.00 


NEW Sow, Drill & Sand Kit 
Conteins new “%” Drill, Geored 
Chuck & Key, Sow Attachment, Sand- 
ing Attachment, Stee! Case, 2 eary- 
to-build Project Pat. only 
terns, (Step-stool ond 


Foldaway Workshop). $592 


Your customers save $12.25 
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Operation Snowball is really rolling... 


with a complete line of Black & Decker Tools aimed at 
your prime market, the homeowner! Backed by the big- 
gest consumer advertising campaign in power tool history. 















Sk Steve Allen and Dave Garroway 


tart on November 23 and sell for you 
rll December 20. Their shows, Today 
and Tonight, will reach 80°, of all TV 
sets in the country. 





Magazines reaching 1 out of 3 families 
in your neighborhood. Life, Reader's Digest, 
and Better Homes & Gardens will tell your 
prospects how they can have more fun, 
get more done with Black & Decker Tools. 


Newspapers — your neighborhood! 
Big newspaper ads in over 100 cities with 
free dealer listings available. Ask your 


wholesaler for details. Ask your wholesaler sales- 


man how you can stock up and 

et full profit by using his 

iberal datin ng plan. For more 
n 





Plus attractive store displays 
to remind your customers that you sell “Operation Snowball”’ details, 
the most famous line of power tools. .. write to: THe Black & Decker 


reper Mre. Co., Dept. H.S11. 
Black & Decker! Towson 4, Maryland. 


Look in the Yellow Pages under “Teols-Electric” for Nearest Wholesaler 


Blacks Decker: 


World's largest maker of portable electric tools 





6," Heavy-Duty Saw 
$64.50 


U-3 Ye" Drill eee 
$28.95 


cman Co" 
— 
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of 
quality 
manile 


rope 








25 lbs. packed in self- 
dispensing carton. 
Measure-marked every 
10 feet. 


super -TUFF 


50 ft. coil of manila 
rope in attractive cello- 
phane bag. No wrap- 
ping or measuring — 
“it’s gre 7 right to 
sell on sight’. 

Practical rope packages for- 

Home + Farm «+ industry + Recreation 
THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 





WV 
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) SPYRAL BLADES 


~. 


Saws up or down, right or left...in circles 


SAWS METAL, WOOD, PLASTIC, ETC. 


AS ADVERTISED IN 
POPULAR MECHANICS 
AND POPULAR SCIENCE 
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TYLER SPYRAL HACKSAW BLADES 


really move off the counter in this clever display box, helps you 
sell more frames too! They fit any standard hacksaw frame. Each 
blade is formed from specially hardened steel to permit cuttin 
metal as well as softer materials. Changes from flat to Spyra 
blades take only seconds. Display contains 1 Doz. cards of 3 
blades each to retail at 89c per card 


Order now... available at mest 
HARDWARE JOBBERS...or write 


TYLER MANUFACTURING CO., INC. 
1005 W. ARBOR VITAE AVE., INGLEWOOD, CALIF. 
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Stanley 


News of the Trade - 


| From A Garden Plot to 54,000 Acres, 


Associated Seed Growers Tops 100 Years 


A half-acre cabbage patch 
in Orange, Conn., has grown 
to 54,000 acres of seed breed- 
ing ground in 18 states 


iti 
the 100 years since Associ- 
ated Seed Growers, Inc., 


New Haven, was founded, ac- 
cording to Asgrow. 

Asgrow seeds are planted 
in 4,000,000 acres yearly, or 
more than the area of Con 
necticut. The origina! 
crop of Jersey Wakefield cab 
bage of 1856 has 
panded to include every veg 
known to 


seed 
been ex 
etable American 
tables. 

Many native vegetables, 
such as sweet corn, were first 
planted for seed or improved 
in quality by Asgrow 
the years, the firm says. 

Founder Everett B. Clark 
delivered Asgrow’s first 
bushel of sweet corn to 
New York and the firm was 
born. In 1927 the Keeney 
Seed Co. merged with 


the 
Everett B. Clark Seed Co 


over 


seed 


New appointments, 


new territories, 





A. BRYAN 


CLARK 


and John H. Allan Seed Co. 
of Sheboygan, Wis., under 
the leadership of the elder 
Clark’s Arthur B. The 
trio of companies be- 
Seed 


son, 
seed 
the 
Growers, 
The 


seed we 


came Associated 
Inc. 

firm specializes in 
for low grade soil, dis- 
resistant and 
for har- 
vested crops 


ease seeds 


seeds mechanically 


etc. 


MANUFACTURERS SALESMEN 


Co., New York, 
named Sanford 
Berns a salesman to cover 
eastern Missouri and Ar 
kansas, southern Illinois, and 
western Kentucky and Ten 
nressee. 


Autoyre 
N. ¥. has 


v 


Stanley Rlectric Toola Diu - 
Works, New Brit- 
ain, Conn., has appointed 
Herbert G. Ewald Vir- 
ginia, West Virginia and 
Washington, D. C., represen 


its 


tative. 
v 
Red Devil T oola. Linion. 
N. J., has appointed George 
M. Durfee manager of its 


San Francisco sales office. He 
will supervise sales in north- 
ern California, Oregon 
Washington. 


and 


v 
DeWalt Ine., Lancaster, 
Pa., has named Howard L. 
Hershock Philadelphia dis 
trict sales manager. He had 


heen a salesman-demonstra- 
tor for DeWalt. 


v 


a & 
Park, 


( lark (is 
Minn., 


Spring 


has promoted 
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Glenn Hovde from advertis- 
ing manager to district sales 
manager. Mr. Hovde has 
been with the company seven 
years. Phil Peterson has been 
named to 


. ucceed h rr 


v 


Pennsylvania Lawn Mower 
Div... American Chain & Cable 
Co., Ine., Exeter, Pa., has ap- 
pointed Arnold J. Townsend 
regional manager of the At- 
lanta, Ga., and Houston, Tex., 
territories. He had been a 
company sales representative 
in New York and Canada. 


v 


Westinghouse Eilect ic 
Corp.., T¢ levision-Radio Div., 


Metuchen, N. J., has named 
Arthur A. Currie assistant 
general sales manager. He 
had been vice-president and 
general manager of Adams 
Distributors Co., Ine., Boston. 
. 
Shai p, june : Litchfield, 


Conn., has appointed Salva 
tore A. Romeo its representa- 
tive in New England. He 
previously had represented 
New England Retail Hard- 
Assn 


ware 


1956 
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Chase” quality 


METAL INSECT WIRE SCREENING 


What a difference Chase precision double-crimping makes in metal insect 
wire screening! Because every metal strand is locked in two directiona to 
every strand it crosses, Chase screening is extremely flexible—without 
sacrificing sag-proof construction, dimensional stability or genera! 


ruggedness. That means when you roll out this quality screening it lies 
flat for easy cutting. Doesn’t curl-up on itself! In addition, double crimp. 
ing assures freedom from raveling and accurate square mesh openings. Ase 
it’s so easy to handle, store and identify Chase metal insect wire screen ” 


ing, too! Comes in 100-foot rolls protection-packed in compact hexagonal! BRA S S & Cc © P P E W Cc Oo . 


boxes. Order bronze, aluminum and stainless steel Chase metal insect wire WATERBURY 20. CONNECTICUT 


screening from the Chase warehouse near you! SUBSIDIARY OF KENMECOTT COPPER CORPORATION 


The Nation's Headquarters for Brass, Copper and Stainless Steel 


Atianta Baltimore Goston Charlotte Chicago Cincinnati Cleveland Dailas Denver Detroit Grand Rapids Houston indianapolis Kuneaes City, Mo ms Angeles 
Milwaukee Minneapolis Newark New Orieans New York Philadeiphia Pittsburgh Providence Rochester St. Lowis San Francisco Seattle Waterbury 
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Sporting Goods Jobbers 
Name Sharf Treasurer 


Nathaniel Sharf, of M. 
Sharf Co., Boston, has been 
appointed treasurer of the 
Sporting Goods Jobbers 
Asen. for the remainder of 
the fiseal year. He succeeds 
(. Porter Allen, of Dallas, 
Tex., who died Sept. 10. 

Mr. Sharf who is also sec- 
retary of SGJA will combine 
the two offices. 

Charles Leftin, of Kruse 
Hardware Cincinnati, 
was named chairman of the 
membership committee. 


Co., 


Continental Can Elects 
Lewis Vice-President 


Howard G. Lewis has been 
elected a vice-president of 
Continental Can New 
York, in charge of the Haze! 
Atias Glass Div. 


Co., 


He had been executive vice 
president of Hazel-Atlas 
Glass Co. before the com- 
pany recently merged with 
Continental Can. 


Westinghouse Changes 


Westinghouse Electric 
Corp. has decentralized its 
Lamp Div. into five major 
product departments in a 


move to strengthen its or- 
ganizational structure. New 
product departments are 


large lamp, miniature lamp, 
photo lamp, lamp parts and 
Ken-Rad lamps. 


News of the Trade 


OBITUARIES 


E. J. Weierstall 


Edward J. Weierstal!, 60, 
plant manager and vice-pres- 
ident of Stanley-Yankee, Inc., 





E. J. WEIERSTALL 


Philadelphia, a division of 
The Stanley Works, died un- 
expectedly Oct. 21 at his 
home in Cheltenham. Pa. Mr. 
Weierstall went to work for 
Stanley-Yankee, then North 
bros. Mfg. Co., when he was 


?1, and made Yankee tools 
his life’s work. In 1946 he 
was made plant manage! 


and vice-president of North 
Bros. when it was acquired 
by Stanley. He also served 
as a president of the Hard- 
ware Merchants’ & Mfrs. 
Assn. of Philadelphia 


Isaac R. Pancake 


Isaac R. Pancake, 65, presi- 


dent of Bostwick-Braun Co.., 
wholesaler in Toledo, Ohio, 
died Oct. 21 in Toledo Hos- 
Mr. Pancake joined 
Bostwick-Braun in 1916 as a 
retail clerk. He was named 
general manager of the firm 
in 1928 and continued in 
that post after being elected 


pital. 


president in 1940. Mr. Pan 
cake was a 82nd degree 
Mason. 


LeRoy E. Foulkrod 


LeRoy E. Foulkrod, 60, ex- 
ecutive vice-president of Star 
Brush Mfg. Co. and Whiting 





LEROY E. PFOULKROD 

Adams Co., both of Boston, 
died Oct. 21 at his home in 
Drexel Hill, Pa., after a brief 
illness. Mr. Foulkrod started 
with Star Brush 35 years 
ago as a salesman and was 
elected vice-president and 


ales 1938. He 

vice-president of 
Adams when that 
company was acquired by 
Star Brush. Four years ago 
ne and his two sons, LeRoy, 
Jr., and Edward B., opened 
Manoa Paint and Hardware 
Co. in Havertown, Pa. 


manager in 
»ecame 


W hiting 


K. Y¥. Benson 


K. Y. Benson, 60, director 
of training for Sherwin-Wil- 
liams Co., died at his home 
in Bedford, Ohio, on Oct. 15. 
Mr. Benson was with the 
paint industry since 1913, 
once having headed his own 
firm, Benson Paint & Varnish 
Co., in Birmingham, Ala. He 


ioined Sherwin-Williams in 
1936. He was vice-president 


of Cleveland Paint, Varnish 


& Lacquer Assn. 


Abner E. Griffith 


Abner E. Griffith, 81, a 
manufacturers’ agent since 
1935, died Sept. 18 in St. 
Barnabas Hospital, Minne 
apolis. He had been a buyer 
and manager of the house 


furnishings department of 
Kelley - How -Thomson Co., 
wholesaler at Duluth, Minn 


A member of Palestine Lodge 


AF & AM. he was a 32nd 
degree Mason 
Lem Furr 


Lem Furr, who operated a 
hardware store in Camden 
on Gauley, W. Va., died re- 


cently. He was 8&7. 





Regional sales managers met with sales and management officials of Stanley Hardware Div., The Stanley Works, 


Saeed 





in New 


Britain, Conn., to discuss plans and products for 1957. Shown here from left to right are: (front row) C. W. Christ and C. 5. 
Bauman, assistant general sales managers; G. P. Merrill, general sales manager; R. J. Willoughby, Stanley Hardware “7 
president; (second row) J. M. Crowley, A. H. Uhler, J. F. Bates, Charles Pincus. Also in the photo are: C. K. Nichols, 5. R. 
Carroll, V. G. Pratl, L. 5. Knouse, W. J. Bray, J. F. Moseley, R. W. Tolles, K. F. Kysor, E. G. Noyes, G. B. Carlson, L. G. 


Ekwurtzel, A. B. Coburn, C 
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V. Feerch, J. W. Carter, F. E. Ohleon, and Robert Wanta. 
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A report in pictures of events in the trade 
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Sales, advertising, production and management personnel of American Pad & Textile Co. Greenheld, Ohio, recently attended 
a five-day session to plan the |957 season and celebrate the firm's 75th anniversary. From left to right (standing) are: Art 
Prein, John Mitchell, Russ Kerr, F. T. Wile, Paul Githens, Bill Abbott, R. L. Marloff, Harold Miller, Dave Worthington, John 
Lewark, Harry Younghans, Al Brackman, Del Blazer, Larry Horan, Paul Gessner, Bob Logan; (seated) Joe LeBlanc, Low 


Frawley, Don Hindes, F. R. Marlier, board chairman; Henri Marc, president; Ned Herrold, Haydon Hall, and C. L. Jamison. 





st & 


Hardware dealers and their 
families take time out for 
lunch at the first dealer sales 
clinic sponsored by Wyoming 
Hardware Co., wholesaler in 
Casper, Wyo. About 45 per- 
sons attended 40-minute in- 
formal classes which were 
held in a hotel in Casper. 
Assisting in conducting classes 
were these manufacturers’ 
representatives: Bob La Torre, 
representing Ames Maid; 
Dave Crockett, Pyrex: Bob 
Trowbridge, Rubbermaid; C. 
L. Dornbusch, Revere; Bill 
Ragland, Mirro; Ed Wolf, 
Dazey-Universal; and Don 


Dungan, Ekco 





2 


Here are representatives of A. G. Jacobus’ Sons, Inc., Verona, N. J., at their annual sales meeting and dinner at the Hotel 
St. Moritz, in New York. From left to right (seated) are: Mrs. Thelma Schuttenberg, Frank Artho, H. A. Schueler, M. J 
McLaughlin, R. A. Jacobus, Stanley Elston; (standing) Leon Le Clair, J. H. Campbell, T. J. Flanagan, Max Rosenhirsch, Julius 
Hand, R. A. Wilson, C. R. Hopper, John Moeri, Bernard McManus, R. J. McCormack, J. P. Stewart, Richard Gerweck, 


Martin Brennan, W. J. Wenger, G. G. Felt, Robert Campbell, Fred Levering, W. A. Traylor, J. L. Pitts, Louis Fortier, and 
W. J. Wittekind. 
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EXTRA PROFITS WITH THE 


NEW GETER 


ROTARY | 
EDGER-. 


4 


Model GLS Model GEI0 


Newest in the market, Geyer's Rotary 
Edger and Trimmer has the feotures Write foday 
to moke it a best seller, 


* SURE GRIP TIRE TREAD 
SELF -SHARPENING BLADE © advertising and 
EXCLUSIVE SPRING TENSION selling aids 
MULTIPLE USES 
GUARANTEED DURABILITY 

*® COLORFUL FINISH 

Notional advertising and selling cids ore offered 
te essure you of extra profits with Geyer tools 


@ for prices 


© catalog page 


GEYER MANUFACTURING CO. "ecm fAtts 


iLLINOTS 







Guy wire for television antennas, clothesline, tie and bind- 
ing wire, signal wire, coe repairs, temporary en- 


closures, electrical fences. 
one og flexibility 
ight galvanizing. 


right strand gives you 
Unrolls without snarling 


Packaged 1000 feet to carton (50 feet connected coils), 
also spools 500 feet and 1000 feet. Large stocks in 
Worcester, Atlanta, Chicago, New Orleans, Houston, 
Dallas, Los Angeles. 


Steel é Wire Co. 








worcrtriretea MASSACHUBET TS 








WILLIAM A. HARPER 
of the D. K. Allen Hard- 
ware Corp. in Greenwich, 


Conn., has been a hard- 
wareman since 1895. He 
worked for Elliott Smith 


as a clerk in the latter's 
hardware 1895. 
Later he and his father 
purchased the business and 
operated it for 27 
For the next four years he 
was associated with George 
Ferguson Co. in New 
Rochelle, N. Y., as salesman and floor manager. 
Since 1926 he has been associated with the D. K. 
Allen Hardware Corp. His four brothers all worked 
in hardware businesses and were store owners. An 
accomplished do-it-yourself man, he can handle al! 
types of plumbing and electrical problems. Garden- 
ing is his hobby and he is a shrub and tree grafting 
specialist. 


store in 


years. 





CHARLES HEINRICH, 
southern sales manager for 
H. Boker & Co.. Inc., New 
York City, cutlery and tool 
manufacturer, has been 
with that company since 
1906. He joined the com- 
pany as a stock boy, later 
was made manager of the 
department. In 1930 he 
was sent into the southern 
states on what was intend- 





ed as a temporary aassign- 
ment. For 14 years he 
covered 14 southern states. He is now the com- 
pany’s southern district sales manager and per- 
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PROF 4 T WITH 





TEENUTS., 


STEEL THREADS IN WOOD 


ORDER NOW! 


Also, investigate other Dot profit-producing 


fastener hardware available on cards for 
hardware stores. Write: 


COLUMBIA FASTENER COMPA 


rs ASHI 


pubsidiary UNITED-CARR FASTENER ¢ 














LDeWils 


MATIONALLY 
ASVERTISED 


AND AVE 


THE 







SNOW WHITE 


PLASTIC 
















IN A 


PROVEN 
THROUGH 
THE YEARS... 
A REALLY 
PERMANENT 


TUB and 
TILE 





TUBE 


Gea... 


Waterproof, recommended 
by leading tile craftsmen, 


sever turns yellow. 


your jobber or write direct 
for PREE SAMPLE and Iit- 


erature and prices. 


Mit At&t Ff 


oO po 


of 


NY 





AMERICA'S FASTEST SELLER 
BECAUSE IT'S SUPERIOR 


TO ALL 


CAULK COMPOUNDS! 


Blends 
tile, 


DEWK. 


and 


woed and walls. 
lustrations on smart | 
3 color, yellow white | 
and bive display box 


explains 





“1 >4 





See 





A few choice territories still available. 


DE WITT PRODUCTS CO. 


5860 PLUMER ST. - 
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DETROIT 9, MICH. 


















1. Solid Brass Construction 
2. Heavy Walls in Valve Body 


3. Precision Valve Holds Even 
Flame 


4. 1” Thread Opening Fits All 
Standard Tanks 


—%, 


All the Outstanding Features 
that have made 


TURNER A LEADER 


ina new 


Now Presented Combination 


Sales-Making 


4 torch tools in ! 


TURNER MULTI-TORCH CHEST 


SOMETHING ENTIRELY NEW IN LP TORCH APPEAL 


NEW HIGH VALUE TURNER—a consistent first in the 


CONTAINS, torch field—is first again. The top 
| Reguier TURNER quality all-purpose TURNER torch 
Torch $495 (LPS55) is now presented with tips 


that make 4 tools in |—all in a 
strong, heavy duty METAL CARRY- 


| Heavy Duty Burner § 1.95 


| Chisel Solder 17 
we mg MS 178 ING CASE. Here is a new idea with 
| flame Spresder §=6 $1.08 irresistible appeal to a broad market 
| Metal Case $206 mechanics, craftsmen, plumbers, 
letel Veue 460 81345 Shandymen, farmers, maintenance 
men and metal workers. Feat 
euew kers. Feature the 


new TURNER Multi-Torch Chest 
for more volume. Order from your 
wholesaler. 


= 





YOU CAN 
STILL ORDER 





these 
best sellers 


in time for 


Christmas sales! 


Adws riised in 
PAcCC ALL'S Magazine 
LIVING For Young Homemaker 


BRIDES Magearine 


Be ready to meet the big Christmas 
demand for nationally-advertised 
Cal-Dak hostess accessories for 
gifts and holiday entertaining! 


* Roll-A-Trays and 
Roll-A-Tray Sets 
* King-Size Florentine Brass 


and Black Modern Tray Tables 
ord Sets 


* Queen-Size Tray Tables and Sets 
m * Florentine Brass and 

: Black Modern Hostess Carts 

* Hose Reels 

* Shopping Carts and 

Laundry Carts 











Leading jobbers in every 
major city...and CAL-DAK’S 
3 factories ...are ready 

to fill your orders in time 

for Christmas selling. 











Manvtacturers of Work-Saving Quality Housewares 


Three factories to serve you better: 
co-ee LANCASTER, PA. + LoPORTE, IND. + COLTON, CALIF. 
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sonally covers nine states. He supervises sales in 
the other states. Bowling and swimming are his 
favorite leisure-time activities. 


BENJAMIN H. ADLER 
has been a hardwareman 
since 1904, and has oper- 
ated his own retail hard- 
ware store at 127 Main St 
in Dobbs Ferry, N. Y.., 
since 1926. He entered the 
retail hardware business 
in 1904 as an employee of 
F. T. Witte in New York 
City. Later that year he 
joined Russel! & Erwin in 
its New York offices and 
worked there through 
1907. From 1908 through 1919 he worked for the 
former Fowler & Sellers Co. in White Plains, 
N. Y. For the next seven years he was an em- 
ployee of the Scarsdale (N. Y.) Supply Co. He has 
served as a director and as president of the West- 
chester County Retail Hardware Association. He 
is a director of the Dobbs Ferry Chamber of Com- 
merce, a member of the Rotary Club, Scarsdale 
Masonic Lodge and the Scarsdale Fire Co. No. 1. 
His hobbies are working with power tools and 
cooking. His son, Kenneth L. Adler, is associated 
with him in business. 





Don’t Hide Screening 


Your soles of screen can be increased if you show the 
customer your stock and make if easy for him to pur 
chase it. At Dunn Bros. Hardware Co., Daytona Beach, 
Fig., this plywood unit, built in the stores shop, holds 
50 rolls of screening with each bin marked with the size 
A table and rollers of one end are used tor measuring 
and cutting lengths. The rack stands near the store's 
rear entrance 
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SOLID SMOOTH BOTTOM 
easy to — 
keep clean! al 


1942” wide 
10%” deep 
SMOOTH 
EDGES 

prevents 


snagging 
of clothes! 


The Ultimate in Wash Day Efficiency 
SENSATIONAL! . every housewife will want one. It is 
so light and easy to handle. Made of colorful unbreak 
able polyethylene. ORDER TODAY! 

Stock No. 210 Red, Turquoise, Yellow $3.98 retail 
© 19% 


REPUBLIC MOLDING CORP. « CHICAGO, ILL 


=~ ee Ait, ie ian le, lla. En, Nl, ll. eillln 


POLYETHYLENE 


MECHANICS’ TOOLS and 





HARDWARE SPECIALTIES 


ORDER YOUR GARDEN TOOLS 
NOW FOR EARLY DELIVERY 


TRAN &.- 
ING. 6” or 
7”. Blade 


and shank 
are one piece of 16 
Ga. steel. 


No. 217. 
TROWEL. 
6”. Forged 
stee! Biade 
and shank . 
made of 
one piece 
No. 211. 


IDEAL WEED. 
ER. Blade thor. 
oughtiy hard. 
ened. All edges 
beveled to cut- 
ting edge. No. 
200. 

















Lie 


WILLIAM JOHNSON 


BRENNER AND KENT STREETS NEW AR 
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repuBuic’s Potty Flex | 


CLOTHES BASKET 










«le 2B, 


Pu; wee 


— MM AER GR. AE, AB. AR, Allie. NP... GET ALE ARS 





SVILT TO BIDE 


BY MUSGRAVE 





their field 





Tops in 


the only complete line 


of riding lawnmowers 


Seven years ago, MOW Cycle, built for riding 
from the ground up, introduced a new idea in lawn 
care. Now, apparently all America — including 
mister, missus and the kids — wants to ride while 
cutting the grass. And today still, MOW Cycle 
tops the field in leadership, value and sales, with 
a complete line of models to meet the needs of 
everyone from the modest home owner to the pro- 
fessional landscaper. 




















MOW CYCLE 
‘24’ 







MOW CYCLE 


‘CADET’ 
List 
Price 
od $219.50 
$289.50 Model ‘24° for complete 
lawn care without walking; 
many useful attachments. MOW CYCLE 
*¢ ‘ADET”’ econom re“ xlel for ‘PRO-6' 
mowing oly. 'F "RO-G with 
MOW CYCLE r motor for profesional we. List 
j more —- Price 
ESTATE Tat MOWw "Gucle qq  - 4 $495.00 
tal cut to 58”. 


TRAILER 


Price $350.00 








Musgrave Incorporated, Dept. A, Springfield, Ohio 
_ Please send trade information on the MOW CYCLE 


line. 


Name 





i otenenatinmeiennnnentetaenttttie | 








Address _— 


Se Zone ES 
COMPLETE LAWN CARE WITHOUT WALKING, 


be of .f& -& Gh 

















How's the Hardware Business? 





Trading Stamps Bring Higher Retail Prices 
To Consumers, Reader's Digest Story Says 


(Continued from page 14) 


percent of the value of their pur- 
chases. 

“A similar comparison in Bloom- 
ington, Ind., showed an even 
greater price boost. To win an 
electric roaster worth $43.75, stamp 
savers had to buy $1,770 worth of 
groceries. At a competing non- 
stamp grocery the same amount of 
food could have been bought for 
$1,546, 

“The saving to the customer 
$224-—-would have been enough to 
buy five such roasters.” 

But trying to convince shoppers 
that lower prices are better than 
stamps is another thing, the report 
found. 

“The manager of one Cincinnati 
grocery store priced an item at 49 
cents. One of his customers, as- 
suming this was a one-cent reduc- 
tion, immediately complained: ‘Is 
this a sneaky plan to cheat us out 
of an extra stamp?’ 

“The astonished manager pointed 
out that the stamp she thought she 
had lost was worth only two-tenths 
ofacent. But she refused to listen 
and stomped out of the store.” 

Why do shoppers collect stamps 
so intensely? One researcher be- 
lieves that many women regard 
stamps as a sort of mad money they 
can use for luxury purchases with- 
out accounting to their husband. 
according to the report. Another 


NR mR em ma 


Editor's note; The trading stamp 
situation was appraised previously 
by HARDWARE AGE in the following 
articles: “Who's crazy now?” pub- 
lished Aug. 2, p. 7; “How trading 
stampa affect grocery store profits,” 
Aug. 30, p. 14; “Trading stamps 
not a vital shopping factor,” Aug. 
16,p. 14; “The trading stamp head- 
ache,” Aug. 16, p. 75; “Trading 
stamps losing punch,” Sept. 27, p. 
14; “More facts about the trading 
stamp headache,” Sept. 27, p. 45. 
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researcher said it allows shoppers 
the luxuries they desire while still 
letting them feel they are thrifty 
budget managers. 


Decimal Packaging Now 
Being Used by Gries 


Gries Reproducer Corp., New 
Rochelle, N. Y., announces it is 
now using net pricing and the dec- 
imal packaging system for all of 
its hardware packages ——- boxes, 
cards and self service bags. In- 
dividual packages will also be in 
units of the decimal system. 

Catalog pages and new price lists 
detailing the new packaging and 
prices are available. 


Business Failures Drop 


Business failures in the nation 
in the week ended Oct. 18 dropped 
to 254 from the 259 reported the 
previous week, according to Dun 
& Bradstreet, Inc. 








Billy and Ruth Booklet, 
Display Kit Available 


A new booklet, “All About Pro- 
motion with Billy and Ruth,” is 
part of a 72-piece display kit avail- 
able to dealers from Billy and Ruth 
Promotion, Inc., Philadelphia, to 
help them with their promotion. 

The booklet contains information 
about when to start selling toys, 
setting up displays, advertising, the 
Rilly and Ruth contest, and train- 
ing sales people. 

To help dealer employees sell 
more toys, the booklet reprints the 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 





Department Store Sales 
Rise 5 Percent Over 1955 


Sales in the nation’s department 


week ended Oct. 
13 were 5 percent higher than in 
the same week of 1955, the Federal 
Reserve Board reports. 


stores in the 


Since the first of the year, sales 
in department stores have been run- 
ning 4 percent ahead of the same 
period last year. 

A breakdown of sales by Federal 
Reserve district follows: 

Four 
Federal Reserve One week ended wks. end Jan. 1 te 
Distriet et. 13 et. 6 Get. 13 Oct. 13 
Boston +16 ; - { + 3 
New York +1 


if] 

Philadelphia +19 3 

Cleveland + 3 + | 
4 


_— 


n 
+10¢r 
; 


Richmond ‘ 
Atlanta 
Chicago 
ML Lanils 
Minneapolis + 7 tr 
Kaeneas (ity | 
Dallas 7 16 
San Franciaco + 2 if 
t'. 8. Total ) + 2 
r—-Revired 


> > > + 
=_— 


‘ 
+ 
Dew we Vwuo= 
~~ — > > 
aL & @ @ WYO © 
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Middleweight Bike Seen 
As Top Christmas Seller 


Most of the bicycles that will be 
bought for Christmas giving this 
year will be of the middleweight 
type, the Bicycle Institute of 
America predicts. 

The middleweight bike combines 
features of the standard, bailoon- 
tired model and the lightweight 
racer. It is available in 20-, 24-, and 
26-in. sizes. 








HARDWARE AGE chart describing 
the right toys for children of vari- 
ous ages in the July 5 issue on 
pages 44 and 45. 

In addition, to the booklet, the 
kit contains window streamers, 
banners, counter cards, price and 
lay-away tickets, a contest ad mat, 
and a newly-designed Billy and 
Ruth decal. 

Dealers are urged to make a win- 
dow display of the 22 items in the 
Billy and Ruth Book designated for 
contest entrants to consider for 
coloring and tracing. This is to 
aid dealers get the most promo- 
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‘‘MY DAD HAS 
MORE PEOPLE 
"3 COMING INTO 
io GS. MIS STORE 

& every DAY'"' 









The old saying “success breeds success’ is as true today as in 


the past. Regardiess of political and economic trends people keep 
on tiving and buying Successful merchants depend on creating 


sales and attracting business from their competitors. The surest 


woy to improve sales is to make your merchandise look most 
attractive. This is easily done with HELLER Fiexibie View Modern HAWN DI-PAK 
Store Fixtures. Your store properly equipped will draw the trode 


increase your sales and make you more money 








Use Mansfield’s new sturdy corrugated cartons — attractively 








, printed in dual colors —to step up your profit potentials. 
W. C. HELLER & CO., Montpelier, Vermont Chock full of eye appeal for point of purchase display. 
— an 7 FOR 65 YEARS The new “HANDI-PAK” is a big hit with Mansfield Dealers. 
— In this deal you get 6 individually boxed No. 09 Balicocks 
SUCCESSFUL in a shipping carton. There is also the standard pack of 
MERCHANTS 24 individually boxed No. 09 Balicocks to a shipping 
carton. Also available in bulk packing (not boxed) 24 to 
HAVE USED a shipper. 
HELLER STORE MANSFIELD No. 09 BALLCOCK 
FIXTURES _ MAKE MANSFIELD Combining features not found in 
YOUR CHOICE higher priced fittings—quality 
There are no better values to workmanship throughout. Popu- 
° be had. larly priced. 


Write today for Catalog 
No. 7A With HELLER'S 
Low Prices! 



























SOCKET HEAD 
CAP and SET 





Ne. 03 Neo. 205 
HEAVY DUTY FLUSH 
BALLCOCK VALVE 








ALL 
MANSFIELD 








BALLCOCKES 
HAVE 
Specialists in Socket Head Cap and Set LIFETIME 
NYLON ; 
Screws, Slotted Set Screws, Square Mead RED BRASS FLOOR FLANGES rns . 


Set Screws, Flat Head Socket Cap Screws, 
Stripper Bolts, Pipe Plegs and 
Hex Socket Wreaches 








AVAALAGLE @ STEEL, 88005, MONTL ANG 


LIQUID CONTROL VALVE 


STALESS STEEL — ALA SIZES 








THREAGS AND POINTS 


IMMEDIATE DELIVERY FROM STOCK 


PACKAGED IN STRONG METAL-EOGE BOXES 





Check with your favorite jobber or write 


BRASS DIVISION 


MANSFIELD SANITARY POTTERY, INC. 


THE STEVENS CO. 


484 BROADWAY NEW YORK 13, N.Y. 133 First St. Perrysville, Ohio 





HARDWARE AGE, NOVEMBER 8, 1956 i71 












New Supplex 
Mark of Quality 


Brilliant yellow vinyl sleeves pro- 
vide a permanent ‘Mark of Qual- 
ity’’ and prevent reduced water. 
flow at couplings on Supplex 
Tire-Cord Reinforced Garden 
Hose. it won't burst. 


For full details see page 58 






















MR. PHXZ GETS MAD! 





He just figured out he loses 
money selling fasteners! 


Poor Mr. Phar! By the time his salesmen 
hunt around for the fastener the customer 
wants, figure out the price, and make the 
nicke! sale, it costs money instead of making 
it! Too bad he hasn't heard of the Sharon 
line-—with the picture of the fastener on the 
oulside of every box to speed sales. He'd 
seve with Sharon on valuable shell space 
too-—only 13 ft of space for 1000 sizes of 
fasteners. No broken boxes, no wrong selling 
price, no hunting for sizes, no refill problems 
~—he' d have none of these fastener headaches 
with the Sharon Assortment! 


A profit with every sele is one important 
reason why it pays te stock the Sharon line! 


ASK YOUR JOBBER, OR WRITE: 








‘ 
‘ 
‘ 
‘ 
f 


New Wholesalers Aids 


(Continued 





tional activity and publicity from 
the 1956 contest. 

The contest offers two grand 
prizes of trips to the 49er’s Ranch 
in Tueson, Ariz., 10.000 
prizes. 


and toy 


Janney, Semple, Hill 

Offers Two Dealer Aids 
Two dealer aids, a six-page con- 

sumer broadside and a 32-page toy 





have been 


catalog, 
Janney, Semple, Hill & Co., whole- 
saler in Minneapolis. 


prepared by 


Both provide 





for the 


dealer's 


the 
front cover. 


imprint on 


The broadside is printed in three 
features housewares, 
electric housewares 


colors and 


power tools, 





© EYE-APPEALING 
© BUY-APPEALING 
@ PREPRICED 2 FOR 15¢ 





Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO 














CHAIR-LOC 


Amarting New Liquid 


NOT S-W-E-L-L-S Wood 


A 
GLUE 








permanently 


legs, handtes, 
dove-tails, ete 


Literature 


CHAIR-LOC CO. 
Lekehurst 3, WN. J. 


81IG NEW CATALOG 
| HARDWARE DEALERS — 
FREE | MILL SUPPLY 
§ ELECTRIC & HAND TOOLS 


120 attractively ittustrated 
descriptions, eperating specifications, retail fist 
prices and coded dealer prices. Why tose sales 
because an item is cut of stock? You can work with 
your customer directly from this eataleg bulging 
with teels ef every deseription. Operate from «a 
miliien dollar iaventery by ‘‘Tremete contrei.”’ 
Write teday fer your copy and deuble your seics 


® Sell Top Nome Brands. Wholesale Only 
i ATLAs-WEST, Dept. HA, 60 Werren 51., NYC 7 
ae a ae ee ee oe 


ges complete with 





® Penetrates weed fbre— 
makes them ¢-x-9-a-n-d 


Quickest and easiest way 
te fix teoose chair rungs 
dowels. 


A Fast-Selling impulse ttem 
Write for Free Sametes and 








CLIPS 


KEEP 
THINGS 





Bright Mickel Fimish 
Me jutting Points 


Dowble Spring A: tien 





GIBSON 
GRIPPER 


IN PLACE 


2 Sizes Heid Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, & ¥. 
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ALL POSITION 


Check Valves 


With THE 
FAMOUS 


NOISELESS 
RUBBER 
POPPET 





For rugged service. Sen- 
sitive. Also supplied with 
Flexible Metal Poppet for 
steam. Seven sizes. Write 
today for Bulletin 302. 
Order from your jobber 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 





New Merchandising Ideas 


Looking tor more profits, 
better salesmanship? WHun- 
ot dealers have used 
this Hardware Age reprint 
as a of ideas for 
sales training meetings, etc. 





i 


dreds 


source 


Sales Training Posters 
25¢ per set 
i ey] 7 x oF Tne most POPU 


or Capsule Counsel serie 


pr 

vide ’ etfective woy ft vm 
prove tne vesmonsnit r your 
store people. Each is on a sepa 
ite hae? j table for post nq. 

Covers many phases of selling 
ho che b CO hing spotting 

; ry) tare Mor ; g har ge per 


onal appeocrance, et 


order copies from 


Editorial Reprint Service 


HARDWARE AGE 


Cash must accompany order 











HARDWARE 


AGE, NOVEMBER 8. 
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New Wholesalers’ Aids 


(Continued | 





and sporting goods on four pages. 
Two other pages are given over to 
displaying toys. Six coupon spe- 
cials are included. 

The 32-page toy catalog is litho- 
graphed in full color and features 
coupon specials on every other page. 
To help consumers pick out proper 
for 


toys voungsters, the age clas- 


sification for each toy is listed. 
Janney also furnishes dealers 
with store display kits to tie in 


with their promotions. Newspaper 
ad mats and radio commercials for 
tie-in advertising 
vided. 


are also pro- 


Christmas Gift Catalog 

Is Prepared by Our Own 
A 32-page Christmas gift catalog 

send to their 

tomers under their own imprint has 

been published by Our Own Hard- 


for dealers to CUs- 







a is ri = 


7 OvR Owes Hanowaant © 


wholesaler 


ware Co., dealer-owned 
in Minneapolis. 
pages 


Several are illustrated in 
full color 

A reminder to give an Our Own 
gift certificate is included. 

Items illustrated 
housewares, power tools, 


wares, toys, Christmas decorations, 


are electric 


house- 


chairs 


folding and tables, anc 
sporting goods. 
The catalog also contains an 


alphabetical index of the different 
gifts. 


DEPENDABLE 





HOOKS and 
SHACKLES 





Drop forged by 
men who really 
know how to put 
the strength in 
hardware where 
strength and 
dependability 
count most 


Cataivg “H-56" 
shows the full W-C 
line of pulleys 
wire rope sockets, 
connecting links, 
thimbies, eye 
bolts, ring bolts, 
turnbuckies and 
others. 


Vso, 





Send for your copy of W-C Catalog ‘'#-56". 


WILCOX-CRITTENDEN 


Division, Nerth & judd Menutacturing Co. 


77 South Main St., Middletown, Conn. 





this cabinet... . 


means business in 


SPRINGS 


fHere's the easy practical way to meet 
the daily calls for standard springs. 
Cabinet No. 932 contains 402 plated, 
precision-made springs-——127 different 
sizes of extension and compression 
springs—in coded compartments, 
Boxed refills shipped from stock. Also 
smaller assortments in one- and two- 
drawer cabinets 





Order from your jobber, or write us 


\ 





Also W eatherstri ps 
Cleen-out Augers 


Sunes wor Pole Sechets 
ARDMER WIRE CO. 


1329 Se. Cieere Ave., Chicege 56, Ill. 
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REGULAR LINE 


Wing-nut adjustment for double edge 
high carbon sieel blades. 


Me, 78 ith 1° bt 
Ne. 79 with 19" blogs 
Me. 60 with 2/2" blede 







7’ RED KNOB LINE 
- Easier to scrape paint. 


Ne. 65 with 1Ve" blede 

Ne. 63 with aA" blede 

Ne, 82 with 5” = blede 
Mo. C86 


SCRAPER -SANDER 


Combination tool 
scrapes and sands. 


WRITE FOR FREE TOOL CHART 











HYDE MFG. CO. 


MASS., U.S.A, 


SOUTHBRIDGE, 












gue 


R/, | 
what's rr rl (a 


behind i. = 













Get the facts on Flexscreen—the 
curtain firescreen that most cus- 
tomers want most. It pays to 
promote the leader! 


THIS COUPON for-----------) 
} catalog and full profit details... 
Bennett-ireland Inc. 


Norwich, N.Y. Dept. 1156 North St. 


Send me catalog and information on ; 
Fleascreen. 


Name : 
Firm : 
> 
Address ; ; 
: 
. 
, 
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New Wholesalers’ Aids 


(Continued ) 





Ace Dealers Distribute 
780,000 Fall Catalogs 


Ace hardware stores distributed 
780,000 copies of the fall bargain 
book prepared by Ace Hardware 
Corp., wholesaler in Chicago. 

Sixteen pages of the %2-page 
catalog were illustrated in full color. 

Items featured in the book were 
aimed primarily for the fall fix-up 


season. These items included tools, 
builders’ hardware, paints and 
brushes, caulking materials, plumb- 
ing and heating fixtures, and lawn 
equipment. Other items featured 
were wheel goods, hunting equip- 
ment, housewares and electric 
housewares. 


Seller Bros. Offering 
Christmas Broadside 


A four-page consumer Christmas 
broadside is being made available 
for dealer use by Seller Bros. & 
Co., wholesaler in San Francisco. 
It is the company’s first dealer 
promotion. 

The four-color newspaper size 
pages contain specials in house- 
wares and hardware. The promo- 
tion ties in with the Family Gift 


| Center promotion. 


A dealer sales kit containing 





DEALER \MeRINT 


PARSEE OF OID 









banners, pennants, mate- 


display 
rial and newspaper ad mats comes 
with the broadsides. 


Walter H. Allen Publishes 
32-Page Toy, Gift Catalog 
Walter H. Allen Co., Inc., dealer- 
owned wholesaler in Dallas, Tex., 
has prepared a 32-page gift and 
toy catalog for dealers to mail or 
distribute to their customers. 
The 8% x 11 in. catalog is print- 
ed in two colors and features space 





on the cover for dealer imprint. A 
number of specials are included. 
In addition to toys, the catalog 
housewares, electric house- 
wares, and sporting goods as gift 
items. All products are illustrated. 


lists 
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MEET THE PERSONALITY LOCK. P gis 


with loads of exciting — —— —, 


eye-and-sales appeal.. \ 


fr 








| TULIP 
\ DESIGN / 





Exceptional Quality, Durability and Economy — ¢ 

No lock can be installed faster! Guarantee 
Cc. ime “** 
A sparkling new addition to NATIONAL’S widely sso fgg neyo cette sont veers oe mie 
: JUST 3 PRE-ASSEMBLED UNITS E yea eam + one eee * 

popular line of locksets. Gracefully styled; pre- pre tase ncewegc recta Bo cee 

se} ; loumi AVAILABLE WITH OR WITHOUT . em eer 
cision engineered quality. Self-aligning thru- SS ee al 
bolts for ease of installation. Available in all REGULAR OR S (1 PIECE) BACKSETS au 


standard finishes for both residential and com- 


: at Over 25 Years Manufacturing Fine Builders Hardware Exclusively 
mercial use. Lifetime guaranteed. 


Also matching TULIP design in interior sets NATIONAL HARDWARE C OR P. 


for passage, bath, chamber and closet. NEW YORK: Ozone Park 16 ~ CHICAGO: 205 W. Wacker Dr. 


10 SELL 

THE BEST TOOLS 
YOU WANT 
THE BEST 
DISPLAY 
AVAILABLE 


For greater sales and 





larger profits decide now on 
M & D FIXTURES for your STANLEY PROFITOOL DISPLAY 


Write us for free consultation and complete M4&D is nationally represented by the largest 








store planning by qualified merchandisers. wholesale hardware houses and hardware 
associations. 
MeD STORE FIXTURES, INC. 
715 SOUTH PALM AVENUE Dept. 14 502 SOUTH GREEN STREET Dept. 14 
ALHAMBRA, CALIFORNIA » CAMBRIDGE CITY, INDIANA 
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lidy, 


GLUE & GLITTER 


ANS 








WILHOLD\5 GLUE 
and GLITTERS sell fast 


Glu-Bird writes like a pen, holds 
glitter at once. 3 attractive, color. 
ful, self-selling counter displays 
available cf boost your, sales iO 
glitter colors in jars with exclus 
ive ‘easy: lithographed 
shaker tops 


All Wilhold products build 
trade 


pour 





Easy to use 
squeeze bottles 
in 2, 4, 7 and 
1702. sizes. Wil- 
hold glue is the 
beste merchan- 
dised and fastest 
moving line. 





There's a Wilhold glue for 
every need 


Wilhold glues in- 
clude ; White glue, 
Waterproof, Con- 
tax,Re-StikCement, | 
Builders Adhesive 
and Concrete Ad- 
hesive. Assorted in 
one shipment. 





Write for free samples, catalog 
sheets and the names of jobbers 
who can service you. 






WILHOLD 
PRODUCTS 


ALCWAaATS BEL 


WILHOLD PRODUCTS CO. 
Chicago 44, Illineis 
Los Angeles 31, Calif. 


‘T-. #86, 


Ad. #1018 









8 











| bright 





Promotions 











Manufacturers’ New Merchandising Plans 


23 Rubbermaid Items 
Featured as Yule Gifts 
Wooster Rubber Wooster, 
Ohio, is aiming its Christmas ad- 
vertising to get customers in the 
$1 to $5 purchases bracket to buy 
Rubbermaid housewares as gifts. 


Co., 


Theme of the ad campaign is “23 
ideas for { 
all Rubbermaid.”’ 


hristmas giving 
The 23 prod- 
ucts will be pictured in a full-page, 
full-color ad in the Dec. 2 issue of 
Thia Week 
independent 


magazine and four 


Sunday newspaper 
supplements 

Other company items will be fea 
tured in full-color ads in the Decem 
ber issues of McCall’s and Woman's 
Home 


Companion. 


Scott-Atwater Schedules 

Ads for 1957 Motors 
Scott-Atwater Mfg. Co., 

Minn., will use three 


Min- 


neapolis, -page 








color ads in Life, Saturday Evening 
Post and outdoor and boating pub- 
lications to announce its 1957 line 
of outboard motors. 

The company also has budgeted 
its largest amount for 


dealer ads in local newspapers. 


con perat i\ ” 


Radio, television and billboards 
will be included in the cooperative 
program. In addition, the company 


is scheduling five special sales pro- 
motions that dealers 
ing the coming vear. 


can use dur- 


Revere Continues Tea 
Kettle Price Promotion 
The 


Revere 


special promotion of the 
Ware 2 1/3-qt tea kettle re- 
ducing the regular retail price from 
$5.50 to $3.98, is being continued 
through Dec. 31 by Mfg. Co. 
Div., Revere Copper & Brass Inc 
The promotion 
offered for a tv 
ing Oecet. 15 


Rome 


was originally 


month period end- 





GE-Telechron Increases 
Prices on 13 Models 


Retail price increases ranging 
is¢ to $1.97 have been an- 
for 13 General Electric- 
Telechron clock models. 

New 
trade 
$4.98, 


choice 


from 
nounced 
recommended fair 
Swirl 
Tele- 


and 


retail 
prices by models are 
Kitchen-Mate $4.98, 
$6.98 (chrome 
copper finishes) $5.98, Cupboard 
$5.98, Dorm (plain) $4.98, Dorm 
luminous) $5.98, Luminary $6.98, 
Snooz-Alarm $7.98, Harlequin 
Fidelity $11.95, Designer 
and Candlewick $19.95. 


Swirl 


$7.98. 
SLR, 


Wholesalers’ Sales Up 
3.1 Percent, Census Finds 
Hardware 
the 
study by 


wholesalers have been 


subject of a recent business 
the federal government 
few months. Now the 
Census Bureau releases an advance 


report on the wholesaler category 


these past 






HARDWARE 


1954 Cens 

The advance 
of hardware 
totaled $2.1 
over 


from the us of Business. 
sales 
1954 
percent 
year 


report shows 
wholesalers in 
billion, a 3.1 
increase 1948, the 
the business census Was taken 

The government 
were 2,137 
doing business in the U.S. in 


last 
found there 
wholesalers 
1954. 
Of this total 606 were general-line 
the other 1,531 


hardware 


wholesalers and 


were speciaity-line wholesalers 
General-line wholesalers § had 
sales totaling $1.6 billion se 
1954 or an annual average of $2. 
million per establishment. Spe- 


cialty-line wholesalers had average 
sales of $290,000 per establishment. 

Hardware wholesalers in nine 
states 


of the sales volume in 


accounted for more than half 
1954. Sales 
New York, Cali- 
Texas, Illinois, 
Michigan and 
$1.1 billion 


by wholesalers in 
Minnesota. 
Pennsylvania, 


fornia, 
Ohio, 
Missouri accounted for 
of the 
Hardware 


national total. 
wholesalers 
employment for 54,245 


provided 


py rsons on 
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One sprayer 
for EVERYTHING / 


ee 
RediMix yale GARDEN HOSE SPRAYER 






























@ World’s best garden hose @ Dial-A-Spray control valve, 
sprayer”. built-in Back Siphonage pro- 

@ Sprays flowers, lawns, and tection, new Zamak cap, and 
trees. all brass working parts. 

@ Comes with 2 different nozzles, © 40%, discount on case of 3. 
instantly interchangeable. @ Eye-catching display card. 












: 





mor or 
Ween enie® 





5 
Sie Se 
SO ty et 
Ow ntes 








PRASAD & MUZZLE 


2575 -28th Ave. No., St. Petersburg, Fila. 


: Write for free catalog of all Sprayers & Nozzles fine 
No. 243C RediMix 2 in 1 products or contact your local distributor 


Retails $495 — 
complete with 2 nozzles = 3) a x 
Redi Sprinkler 


* (See page 341 of June 1956 7 
issue of leading consumer RediMix Re diMix Little Giant 
research magatine Shrubmaster Lawnmaster Sprayer 





& 


Garden 


Ken* Sprayall a es 





SLifaisde// CAWe MARKERS 


are the pencils to pick 


when the surface is slick! 





Markers that write easier, 
more legibly on smoothest 
china, glass, plastic and 
metal surfaces. Marks last 
longer, stay clear, yet are 
easy to remove with a damp 
cloth. Quick, self-pointing 
and economical! Ask for 
168-T’ Blue, 169-T Red. 
173-T Thick Black or 11 


other colors. 














tlaeeliicll ei 


‘BOWLING ALLEY FINISH” 


FOR HOME FLOORS 














Husbonds go for FABULON's fast-dry, no-filler ease-of-application 
that permits sanding and finishing all in one day! 


Housewives rave about FABULON's long-lasting beauty — its NO- 
WAXING — NO-SCRUBBING ease-of-maintenance. 


Dealers delight in FABULON's full profit — fast turnover — sensea- 
tienal sales aids: DAY-GLO windew benners, descriptive folders, 
envelope stuffers, ad mats, DO-IT-YOURSELF manvals, demeonsitre- 
tien panels, door posters, etc. 


NATIONALLY ADVERTISED TO MILLIONS IN: 


* SATURDAY EVENING POST 
* LADIES HOME JOURNAL 

* AMERICAN HOME At your 
* HOME MODERNIZING dealer, or write 


* HOME MAINTENANCE & IMPROVEMENT for sample, 
naming this 


orveR FABULON FROM YOUR LOCAL DISTRIBUTOR TODAY! magazine 





Send Fer Special Dealer Brochure 


yr 














“AN INVITATION TO EXPAND YOUR PROFITS 3 
PIERCE & STEVENS CHEMICAL CORP. BLAISOELL PENCIL CO., BETHAYRES, PA. 
717 OMIO STREET BUFFALO 3. WN. Y. 
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a payroll basis in mid-November 
1954. These employees received 
$227 million in wages a year or 11 
percent of sales. Of this number 
10,642 were engaged in selling. 

Operating expenses of general- 
line wholesalers, including payroll 
but not the cost of goods, amounted 
to $286 million or 17.6 percent of 
sales. General-line wholesalers em- 
ployed 42,303 persons at an annual 
payroll of $179 million. 

On an historical note, the govern- 
ment found that sales of hardware 







GIFT ITEM 


fhe Geturder Evewing 








it'll! do a heap of selling for YOU-—— 
this ad te run in Saturday Evening f 
Post... Collier's... farm Journal ! 
«++ Pregressive farmer! in fact, 
why net CLIP this ad, and stick it 
vp neer your Vise-Grip gift 

display where people can SEE it! 


For even MORE gift appeei— 
Ask your Jabber 
fer the New V!SE-GRIP 
Christmas Gift SLEEVE! 


ae 


¥ ages ha - 


es, ee 
Pens ey Le hee > 
ee iy wi Sas 
re Ras eal 
Se eee 


7 PRE-SOLD for you » 


- 


As the TOP : 


A Whole Tool Kit. 


A turn of the En, 
gleaming Vise 
Super - Pliers 
Clamp 
lever acti 
strength 
hand 
Gny other '00l made 


' 

’ 

’ 

’ 

§ *sbove only so Oo 
‘ h 

’ 
t 


PETERSEN MFG. co 


wholesalers have increased three- 
fold in the past 25 years from an 
annual volume of $715 million in 
1929. 


Dazey Offers Discount 
Dazey Corp., St. Louis, has an- 
nounced a special 5 percent extra 
profit margin discount for distrib- 
utors on new orders for Dazey ice 
crushers. The offer is 
withdrawal on Dec. 31. 


subject to 


ae ai 







TIFT ~Fe 
} 
7 j 





.» by Itself! 


1 Screw transfor 
‘Pp into a Lockin 
| Pipe Wrench 
or Wire Cutter’ 


” trim, 
& Wrench 

End Wrench 
Magie double 










More jobs easier than 
1OW, 10” model shown 
gift packaged — at your 
Other 7” and 10” models 


Truly the PERPECY gift 


r} ‘ 
Vey 


PETERSEN MFG. CO., Dept. HA-11, DeWitt, Nebr. 
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Woolworth Taking Mail 
Orders for Christmas 


Competition to hardware dealers 
from variety chains is stiffening. 

F. W. W oolworth Co., one of the 
largest retail variety chains, is go- 
ing into the mail order business at 
Christmas time on what the com- 
pany terms an experimental basis. 

Last spring the chain published 
three million copies of its first mer- 
chandising catalog of housewares 
and lawn and garden merchandise. 
(See H.A. issue of April 12, 1956, 
p. 228.) That catalog was intended 
to show customers the merchandise 
available in Woolworth stores. 

Now the firm announces it is 
mailing out five million copies of 
its Christmas gift catalog. For the 
first time in Woolworth history, 50 
different gift items may be ordered 
by mail from regional warehouses 
in San Francisco, Chicago and New 
York. 

Previous Christmas catalogs 
listed merchandise on sale in the 
stores. 


Factory Output Ties 
Record in September 


Goods rolled out of the nation’s 
factories at a record rate in Sep- 
tember, the Federal Reserve Board 
reports. 

The board’s index of industrial 
activity stood at 145 percent of the 
1947-49 average, equalling the rec- 
ord output of last December. 

The September rate of produc- 
tion topped the previous month's 
figures and the total in September 
1955, by three percentage points. 

October output may even pass 
September’s for a new record, the 
board Says. 

The Commerce Dept. reports that 
businessmen built up their inven- 
tories during August. The book 
value of manufacturing and trade 
inventories totaled $85.4 billion at 
the end of August, compared with 
$78.9 billion at the end of August 
last year. 

Manufacturers’ sales during the 
month totaled $55.5 billion, com- 
pared with sales of $49.7 billion in 
July and $53.6 billion in August 
last year. 

Factory shipments of paint, var- 
nish and lacquer totaled $146.8 mil- 
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HOW 

TO SELL 
BISSELL 
SWEEPERS 


... one of a series 

















NO NEED TO ROPE AND TIE CUSTOMERS FOR BISSELLS"! Round up Bissell 
Sweepers on the handy Bissell rack in good traffic spots... see that the latest 
| point-of-sale material is there to stop customers and sell sweepers ...and that 
| there's a Bissell handily placed for customers to try. And to prevent lost sales, 
| check to see you have a stock of all Bissell models and colors. Network TV pro- 
grams HOME and TODAY, plus extensive spot announcements, really pre-sell 
Bissells to American homemakers! Sell more sweepers for more profits! 


Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 





So profitable to sell, so easy to handle 


KIMBLE GLASS BARS 


All Kimble Glass Towel tive appearance and practical utility. Dont delay, place your order today 
Bars are priced to give you Fittings are bright and streamlined. with your wholesaler or write for one 
a good profit margin... Rod is sparkling clear glass. It'sacom- nearest you. Address Kimble Class 
priced to turn fast. Each _ bination that makes Kimble Glass Bars Company, subsidiary of Owens- 
bar is individually designed for attrac- a natural, self-service item. Illinois, Toledo 1, Ohio. 





KIMBLE GLASS BARS Owens-ILLINOIS 


AN (I) PRODUCT GENERAL OFFICES + TOLEDO 1, OHIO 
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lion in August, according to the 
Commerce Dept. This represents 
a 10 percent increase over the pre- 
vious month and 4 percent more 
than in August 1955. 

Factory shipments of domestic 
water systems in August totaled 
80,250 units valued at $7.5 million, 
the Commerce Dept. reports. This 
represents 9 percent increase 
from July. 

Industry shipments of domestic 
ranges in September totaled 
190,800 units, reports the Gas Ap- 
pliance Mfrs. Assn., Inc. This com- 
pares with 187,500 units in August 
and 219,100 units in 
last year. 

The Radio-Electronics-Television 
Mirs. Assn. reports 535,936 tele- 
Vision sets were shipped to dealers 
in August, compared with 450,158 
sets in July. For the first eight 
months of the year, TV set produc- 
tion is running 400,000 units be- 
hind 1955. 


Two 


COUNTER-TOP 
“SALESMEN” 


for fast turnover 
» +» Steady profit! 











a 


va - 


September 





1 (fa 


Display Box No. 31 © Display Box No. 


30 





Manufacturers Continue 
To Expand Their Plants 


Tait Mfg. Co., Dayton, Ohio, has 


opened a new assembly unit in 


Covington, Ohio. 


Welch Broa. Co. is occupying its 
new plant and offices at 1140 Eliza- 
beth St., Waukegan, Il. 


M & D Store Fiaztures, Ine. 
currently carrying out an $800,000 
expansion program covering plants 
in California and Indiana. Produc- 
tion capacity will be doubled. 


is 


increases Discounts 

L. Teweles Seed Co., Milwaukee, 
Wis., announces it has increased 
the overall discount schedule for 
Earth Carpet Lawn Seed. The seed 
is sold only through hardware and 
garden supply distributors, the 


Says. 


company 





ANCHOR BRAND 
Chain Repair Links 
in Self-Selling 


Display Cartons : 


New selling power for all-time fav- 
orites! Anchor Brand Chain Repair 
Links are now available in two color- 
ful, compact assortments —for wider 
selection, eye-catching display, and 
increased impulse sales! Cartons con- 
tain the most popular size pivot and 
rivet type links. Farmers, ranchers, 
riggers, lumbermen, builders buy 
them “on sight’ in these self-selling 
cartons! Cash in on these profit- 
builders now ... order Anchor Brand 
Repair Link display cartons through 
your jobber today. 





8 No. 2531 Rivet Links, “"" 

¥ Ne. 27531 Rivet Links, ”*" 

Dispiey 9 No, 2530 Pivot Links, %" 
Box No. 30 “) 4 No. 2530 Pivot Links, 4" 
contains: ( 6 Neo. 2531 Rivet Links, \," 
6 No. 2530 Pivot Links, \,"’ 

12 No, 253! Rivet Links, 4" 


Displey ( 
Sex Ne. 31 t 


18 No, 2531! Rivet Links, ,”’ 
contains: ; 


18 No, 2531 Rivet Links, 


oO 
NORTH|)JUDD 


Manufacturing Company 


New Britein 








A little 
appreciated by most customers. 


bit of good humor is 


| At the Hardware 
store in Woodside Plaza, a shopping 


Imperiale 
Connecticut 


*gs oy : , : j ' ’ ‘. ir 
New York * Boston * Philedelphie * Atlonte center in Redwood City, Calif. 
elo * Detrot * Chico * St. Levis . aig “T owely ' 
Delles * Llosa les 8 aa a 2. the ivi, Love ly to look at. 





Humorous sign amuses customers. 


Cuts down giftwares breakage 





Delightful to 
should 


hold. But, if you 


arop it, mark it sold” 
ich 

More important, it cuts down on 
breakage and damage in the gift- 


wares Gepartment. 


we 


rm laughter. 


Causes 
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FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S$. Eagle” is TOPS! 


THE "U.S. EAGLE" LINE OF 
29 JOBBERS LENGTH SIZES 
_ AND 60 WIRE SIZES PACKED 
| ONE AND TWO IN AN EN. 
VELOPE IS PRICED TO SELL. 









































THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER'S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 
NEW YORK CITY 








100 LAFAYETTE ST. 
DIVISION OF AVILDSEN FOOLS & MACHINES, INC, 











His Hardware Age 
Ad, Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in August. With 
best wishes for your continued success.” 
Sincerely yours. 


A Satisfied Advertiser 





—_ re 





CHROME 


BRASS PIPES 
V," to 4" sizes 
BRASS TUBING 


I/_", i," 13%", \1/," O.D. 
PITTSBURGH NIPPLE WORKS 
1465 Spring Garden Ave., Pittsburgh 12, - 

















rs eerie = eee eee ae 


STAINLESS STEEL 





FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


© Sheet Metal Serews © Machine Serews © Cap Serews 
* Set Serews © Weed Serews © Nuts. Washers, ete 
® Clase 3 AN Drilled Fillister Heads 

Prompt detiwertes om emall or lurge quentisies 


STAR STAINLESS SCREW CO. 
oc 






Write for comotete descriptive catalesg 
o-_ Telephone § Little Fatle 4-2308 
i) 648 Unicn Bivd.. Paterson 2, 8. i 
New York shenme: Wiecencia 7-064) 
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Visitor Good Will Built 
Up By ‘Welcome Folder’ 


Here is how one hardware whole- | 
rela- | 


building friendlier 
tions with the sales representatives 


saler is 


of the manufacturers from which it 
buys its supplies. 

business firm 
which has many callers can adapt 
to its own use. 


It is an idea any 


The firm is Decatur & Hopkins 
Co., Boston. 

The idea is a pocket-size welcome 
folder. Here is how it works: 

When a salesman visits Decatur 
& Hopkins, the company reception- 
ist gives him a welcome folder. On 
the cover is a cheery greeting from 
the company and a word of intro- 
Inside is useful informa- 
tion to help make his st 
more pleasant. 


duction. 
ay in Boston 
Because sale sometimes have 
to wait a particu! 
the folder directs the 
wait in the 
and tells 
is being set up with the 


smen 
to see ar buyer, 
salesman to 
company reception 


room him that a meeting 
buyer in 


the eoonest possible time 


Officials are listed 

While he 
learn, from the 
of the different 
departments 
of the company officers 

He learns 
parking regulations are 
building, 
ator is, the 
charge of the 

He is told that the 
information 


waits, the salesman can 
folder, the 


buvers and their 


names 


as well as the names 
different 
around the 
telephone 


what the 
who the oper- 
name of the man in 
information desk. 

man at the 
desk can give him 
change for parking meters, call a 
taxi for him, give him road direc- 
provide any other assis- 
also has a con- 
table to other New 


tions or 
tance. The folder 
venient mileage 
England cities to help him plan his 
itinerary. 

From a map in the folder, he can 
see how central Boston is laid out. 
where he is 
if he is 
marks all the 
and gives him the 
of the hotels, 


The map shows him 
and, for his convenience 
staying 
leading hotels 


overnight, 


telephone numbers 

To help him 
telephone nu 
nies, railroads and airlines are also 
listed. 


with his travels. 


mbers of tax! compa- 











~ 


‘SIFTERS ‘citvel 
CHOPPERS: 
‘in: Matching; 


Patterns ~~ 


Len, 1 No. 49x | 
“01 NUT MEAT T° 


Shel CHOPPER 
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Your wholesaler always has popular 
Androck Housewares in stock. ' 
THE WASHBURN COMPANY c 
*. | Worcester, Mass. © Rockford, i. 7: 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 60 words 


00 
Each additional word ” 


Positions Wanted 
Specia! Rate) set solid, maximum 
words Say ; , 
Each edditione! word 
Allow Seven Words for Keyed Address 
or Your Address 


‘eee eve 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number odvertisers, uniess accompanied by 
sufficient postage for remailing. 


No egency commission aliowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication dote. 


in form 
no? currency or 


Remittance must accompany order 
of check or money order, 
stamps 














Representatives Wanted | Representatives Wanted 


Representatives Wanted 








TOP EARNING SALESMAN 


to handle nationally known line 
exclusively 
This man will cover Greater Chicago, North- 
ern Illinois, Wisconsin and Minnesota. You'll 
be selling to housewares and hardware job- 
bers who know us as well as their own 
names, We're one of the nation’s leading 
manufacturers in our field, have an all-in- 
clusive line and back you up with a vigorous 
promotion program. We want a young, ag- 
gressive man, 25 to 39, who's looking for a 
real career. You'll get salary and commis: 
sion the first year and soon go on straight 
commission. Write fully in strictest confi- 


dence to 


Geox K.-', care of HAROWARE AGE 
Chesteut & 56th Gts., Philadeighia 3. Pa. 














Manufacturer's Representatives Wanted 


leading manufacturer of paint brushes requires repre 
sentation in metropolitan end upstate New York ares 


Meleemen must have experience selling te hardware. 
houseware, and building material jobbers 


Kacellent Commission rete If interested, write 


Address Geox K-15, care of HAROWARE AGE 
Chesteut & O6th Gts., Philadsiphia 38, Pa. 











EXCLUSIVE PROTECTED TERRITORIES 
von for nationally distributed unique water re 

acement plumbing specialty item packaged for 
sale to plumbing supply heuses, hardware distrib 
utors and retailers. Unique demonstration sells 
8 out of 10 om first call. Address: Box 620, care 
of Hasowaer Ace, Chestnut & 56th Streets, Phila 
deiphia 39, Pa, 











Manufacturer's Representative Wanted 


Leading manufacturer of paint brushes requires repre- 
sepiation im the Chicege area 

Meleeman must have experience selling the hardwere, 
houseware, building materials, and paint supply job- 
bere 

Pecelient commission rate. If interested, write 


Address Gea K-14, care of HARDWARE AGE 
Chesteut & S6th Gts.. Philadeiphia 38, Pa. 
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COMMISSION SALES REPRESENTA 
TIVES WANTED for a few choice protected 
territories to cover lumber, building material and 
hardware trade for old established door lock manu 
facturer. Mention territory covered and lines car 
ried. Address Box H-62, care of Hasnowane Ace 
Chestnut and 56th Sts, Philadelphia 39, Pa 


se ee 


ES 


Philadelphia 





Manufacturer's Representatives Wanted 


Calling on jobber, wholesalers, distributors, chain and 
department stores, catalog end premium wueers, for 
high quality competitively priced line of Aluminum 
Foiding Furniture. Protected territory with a growing 
New Pngiand manufacturer. All the territories, except 
New England open; write giving details of lines now 
carried, exact territory covered and type of accounts 
called on 
Address Box K-ii, care of HAROWARE AGE 
Chestaut & 56th Sts. Philadeiphia 38. Pa. 








PAINT BRUSH SALESMEN 


Ketablished successful manufacturer with powerful line 
hes open territories for sales producers, Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men, We operate 
New York and Allanta warelhmeses 


Address Geox G-2, care of HARDWARE AGE 
Chesnut & 56th Sts.. Philadeiphia 30, Pa. 














REPRESENTATIVES WANTED: Manufac 
turer desires Commission Representatives for 
Michigan, Wisconsin, Minnesota, Nebraska, lowa, 
Alabama, Upstate New York, New England, Flor 
ida and Georgia. Our line is Cast and Tubular 
Brass Plumbing Goods, plus Valves, Showers, etc., 
sold through Hardware Stores, Building and Lum 
ber Yards, Large Plumbing Contractors and other 
outlets. Advise all details. Address: Box K-8, 
eare of Harmpware Ace, Chestnut & Séth Ste., 
9, Pa 





PAINT BRUSH SALESMEN 


Prominent paint brush manufacturer has open terri 
tories for successful sales producer, Prefer men now 
calling on paint, hardwere, lumber dealers and indus 
trials Protected territories. Betablished business. Will 
sino consider sideline man o manufacturers agent 


Address Gen 615, care of HARDWARE AGE 
Chestact & Séth Sts.. Philadeiphia 3, Pa. 














BUDGET PRICED PAINT LINE OPEN 


WE OFFER: The outstanding tine in Promotional 
print. Protected territery. Liberal Commissions. 


Preeressive, yoo management 

WE SEEK: Experienced men for established terri. 
tertes in New Engiand and Mid-Atiantic States, on 
partially established terri. 
teries (East of Mississippi) epen on sideline basis 


PROCTOR PAINT MFG. CO., Yonkers, New York 


joseph A. Markell, President 
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| COPY: WANTED! Men for Full-Time or 
Side-Line Selling of a wide line of nationally 
advertised RUNNER MATTING, STAIR 
TREADS, FLOOR MATTING, ENTRANCE 
MATS, SAFETY MATTING and COMFORT 
MATTING Earn a regular income up to 
$1000.00 per month by a high rate of commis 
sion. No investment on your part required. We 
drop ship to customer, invoice the customer and 
remit commissions upon payment of invoices 
We furnish a complete line of samples, catalogs 
and literature at no cost to you. Leads from our 
national advertising and direct mail campaigns are 
sent to you. D Moor Co., 1731 Adame Street, 
Toledo 2, Ohio. 














| WANTED 





MANUFACTURER DESIRES 
MANUFACTURERS AGENTS 


In New England States, New York State, 


Western Pennsylvania, Virginia, West 
Virginia, North Carolina, Florida and 
Georgia. Calling on Hardware jobbers 


first line hardware dealers and mill sup- 
Diy dealers to sell our quality line of 
Red Top and Industrial Threaded Kods 
Applicants must be established aggres- 
sive outfits who can give this item vigor- 
ous attention covering their territory 
frequentiy and produce volume business 
Give complete details when applying 


CHARLES HESS COMPANY, INC. 


1020 East 46th Street, Brooklyn 3, New York 














Manufacturer's Representative Wanted 


Saleemen now calling on hardware and variety stores 
with two or three non-conflicting lines We offer « 
good staple line of 1c, 45e and 8Ge paints, low-priced 
gelion paints and a nationally advertised line of popu 
lar priced paints on « commission besis. This mer 
chandise hes mass market appeal. Every store selling 
paints is @ geod prosper Write advising age, terri 
tory covered, how often you cover it, lines now carried 
Address Box K-10, care of HARDWARE AGE 
Chestnut & S6th Sts. Philadelphia 30, Pa 











TOP RETAIL SALESMEN OPPORTUNITY 


to sel! nationally known steady repeat line, wel! 
established 20 years. Highest Commission. Rare 
opportunity for really high earnings. For active, 


good side line men only. Retirements make several 


excellent territories available. Write fully, expe 
rience coverage, lines Pr. ©. Box 107, Pelham, 
New York 

SAI ESMEWN Profit opport imity lor salesmen 
with mat! order or retail accounts Proven line 


house, lawn, and garden items. Fully backed with 


promotional literature, sales aids. Top commis 
sion, high retail mark-up. Many territories now 
open. Write for complete information, including 
item catalog. Gardner Foundry, North Easton 


Massachusetts 


REPRESENTATIVE WANTED FOR PAINT 
BRUSH MANUFACTURER, PROTECTED 
TERRITORY. Excellent opportunity for one who 


has contact with hardware, paint, lumber, etc., 
stores Open territories ‘est Pennsylvania 
Southeast; New England; North Illinois ——Wiscon 


sin—-Minnesota: Indiana and Michigan. Write us 
fall details Address Rex K-19 care of Harp 
wane Act, Chestnut & Séth Sts, Philadelphia 19 
Pa 


MANUPACTU RER'S REPRESENTATIVE 
BY OLD ESTABLISHED MANU 
FACTURER OF ALUMINUM COOKING 
UTENSILS for the States of lowa, Kansas and 
Nebraska. Liberal commission. State fully ter 
ritory now covering. Address: Box K-7, care of 
Haspwaee Ace, Chestnut & 56th Sts, Philadel 
phia 39, Pa 
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Classified Opportunities Section 











Accounts Wanted Help Wanted Business Opportunities 

















ITEMS OR LINE HARDWARE SALESMEN | || S&82 "oR oun PLumoine caTaLos  su-s6 


WITH OUR SPECIAL LOW PRICES ON OUR 


Will distribute under our own label and in- Large New York Hardware Wholesaler (specializing FALL LINE OF PLUMBING GOODS. WE WILL 
ventory stock up to six figures. Builders Hard- in quality Hend & Garden tools) nen IA process of ALSO PUT YOUR NAME ON OUR PERPETUAL 
ware or compatible items. Have excellent one, Sn Coa Se See on MAILING LIST TO RECEIVE ALL OF OUR 
distribution in Eastern halt of U.S. We are | || played as Wholesale Hardware, Saloumen Wich Fol- | | | MATING a 


a very reputebie iong established manufac- 


ul Washington D. ( Areas. All replies confidential 
turer of lock sets sien aboard umbi Spec orp. 
Address Box j-13, care of HARDWARE AGE Address Gox H-36 care of HARDWARE AGE Seah AT rt ng ialty C 
Chestant & 86th Sts.. Philedelable 8. Pe Chestnut & Sth Sts, Philadelphia 50, Pa LANTIC AVE., BROOKLYM 38, H. Y, 





























ANTED ASSISTANT HARDWARE 
STORE MANAGER im progressive hardware de rwO WELL ESTABLISHED HARDWARE 
| partment in college city of central Calitornia AL STORES in good Central Georgia Towns, perfect 
REPRESENTATIVES enwgpe from State Capitol. Integrity, experi set up operating together Have made a nice 


- 2 » 1) ‘ > » | , «>>? , 
| ence and sales ability will provide excellent 04 profit every yea Will sell doth together or one 





Covering all classes of jobbers. Can render reliable, | | portunity in long established firm of top reputation Owner wishes to retire. Will sell at an attractive 
aggressive service We are national distributors with DAVIS LUM BER COMPANY price Rox K-18. care of Hasowane Kon. Cheet 
established actively operating tr) anch offices fi \ew DAY IS, { ALIFORNIA 


nut & 56th Ste, Philadelphia 39, Pa 
York, Philadelphia, Detroit. Cleveland and Louis 


ville. We earry the account or you ean bill Greet 





























Inquiries imvited. Write ANCO Corporation, 7 Wood “+ ESMAN OR ed, gl WA oh dn 1) for 
, ' established business in Ohio, y eading sales . Sem 
" - denaaniet a2, tn agency handling nationally advertised Lawn, (,ar . OR SALE HARDW ARE, APP! LAN( b 
| den, and Hardware lines. Outstanding opportunity AND PAINT STORE. Located in South Central 
| for igwresasive man. (sive complete details. Address Florida, over hifty years same location, reasonable 
nn ex K-6. care of Harnpware Ace, Chestnut & rent, best location in town, require $35,000.00 to 
S6th Sts., Philadelphia 39, Pa handle, Other interests require attention of owner 
: oe Address: Box }].24, care of Haapwaae Ace, Cheat 
HARD-HITTING, EXPERIENCED MANU. | nut & S6th Sts., Philadelphia 39, Pa 
FACTURERS’ AGENT offers superior represen. | 
tation in Metropolitan N. Y.N. |. to hardware SALES MANAGER Large hardware store in 
tool and garden manutactureé Systematic and | New York City Forceful personaht absolutely 
efhcient coverage of hardware, tool, electrical, gar- | necessary Must have thoroweh knowledge of 
den wholesalers; mill supp! italog houses; club | merchandising, sales promotion and supervision | 
plan operators; chains; dept tores Well-estab | of personnel This is a good opportunity t a iti W t d 
lished followi: » b xcellent renvutation if) tr ade someone ts tr! ake great atrice s with growing os ons an e 
Address Box K-12, care of Hardware Ace wperation (,00d salary Reply with full particu | 
Chestnut & 56th Sts Philadelphia 39, Pa lare-Age, education, experience Address Box 
K-16. care of Harpware Ace, Chestnut & 56th : rOR 20 YEARS A TOP PRODUCER for «@ 
“ Sts.. Philadelphia > Pa | top rated Hardware Wholesaler, | would like «@ 
| connection with a Manufacturers Agent calling on 
| wholesalers in the San Francisco area, with future 
SALESMAN—NOW CALLING ON HARD | Associate Status. With my varied experience | 
MERITORIOUS WARE «stores and locksmiths for sensational pat feel qualified to get excellent esults bh xcellent 
Articles wanted for the West Coast. | sell direct ented proven safety lock needed by every home | ee ap DENG, — - 8 ster 
to over 100 best retail hardware stores in vicinity | | rot! ae oupenenee a wou Miz. Co | 7 oe. See “al Phitedeloble 
of Los Angeles. items of quality—large and small, | | *°' “4'h Of, New Boenelle, | 19 Po 


Some missionary work. Now carry my own accounts 
and maintain tocal stocks 


H. M. SCHIFFMAN _ Business Opportunities 


163 WN. Fair Ooks Ave Pasadena |. Calif 





ATTENTION MR. PRESIDENT. Are you 



































PERIENCE selling on the wholesale level wants 
position travelling in Missour!t and Kansas terri 
tory. Acquainted with leading distributors in hard 
HARDWAKF STORE CENTRAL NEW | ware, chemical, and garden lines. Experienced in 
YORK STATE old established business located promotional work with distributer salesmen. Ad 
main street county seat town 10,000. Modern | dress: Box K-17, care of Hannwaee Ace, Cheat 
store front and fixtures Clean stock hardware, nut & Séth Sts. Philadelphia 39, Pa 
housewares and paint Lease building reasonable 
rent. Sell at inventory plus fixtures and equipment 
about $25,000 complete; owner retiring Address 


troubled by low net income’ Employed hardware 
executive interested in making change due to 
F ceiling on present earnings Experienced all 
LARGE MANUFACTURER (IN ENGLAND SPECIALIZING phases, wholesale operation, have outstanding 
record, nominal ealary with bonus arrangement 
EXPERIENCE, AGGRESSIVE MANU PAE IN SMALL STAMPED AND PRESSED METALWARES IW. Prefer southeast Address: 1-17. care of Haan 
Tt RERS AGEN r, well known to the jobbing and TERESTED IN MAKING AMERICAN SPECIALTIES UNDER ware Ace, Chestout & Séth Sts... Philadelohia 39, 
better class retail trade, desires an additional line | Pa 
of merit for the states of Ohio and Indiana hard LICENCE. SEND DETAILS TO 
ware, handtools, ete preterred No imports, | —_ 
manufacturers only, please. Address: Box K.-5, | a Box K-3, _ phar eo ages tg | 
C4 ' G Chestn: S4 w | hestaut & S6th Sts, ' ia ©, Pa ; 
aah fo | SALESMAN WITH TWELVE YEARS’ EX 
F 





ADDITIONAL LINES WANTED 


Long established sales organization covering 
all Southern States. Virginia through inclad 
ing ‘tikliahoma and Texas. serving Wholesale 
liar@ware and Mill Supple Houses desires ad- 


ditiennl volume Mine. Michest seferences oem | | a x 4, sors he ee Ace, Chestnut & SUCCESSFUL HARDWARE SALESMAN, 
beth jobbers and companies now represented Ae StS., Nagepma Jy, Fe always in the Top Twenty group of Saleemen for 
Address Gox K-2. care of HAROWARE AGE the past ten years for the large, national St. Louis 
Chestaut & S06th Sts... Philadelphia WW. Pa. Hardware jobber oresently representing, desires 











to make a change hefore January 1, 1957. Want 
SALE: HARDWARE BUSINESS, MACON, | o, represent Manufacturer, selling direct to the 

(,A., population AZ OU Located in taat growing retailers in IMlinei« Missouri or adjoining states 

eneenee, eee es meng Ey « FO alr conarrenes Will send complete information upon request 

) ETT? - , | brick building. Volume $75,000 to $90,000 can be | Address: Box K-15, care of Harowaee Aca 

(CANADIAN MARKETING Or PORTUNITY imerensed. Reasonable rent. Will sacrifice. Fis | Sccmnad tae Seo’ Piiladclobla 39. Pe 

tures and stock $20,000 fan be reduced t 

$10,000.00 Address: Box 1-22, care of Has 





« 


National sales organization will warehouse or 


manufacture your line ot prod ict, exciusive basis 








only, sales to wholesalers ind chain ores through | WARE Aor. ( hestnut ‘A 54th Sts. Phila lelphia % 
out (anada Reply, Address Box K-20, care of Pa 
Haspowase Ace, Chestnut & Séth Sts, Philadel | THIS SALESMAN MAKES PROFITS 
phia 39, Pa there’s ample evidence that he handies his cus 
tomers intelligently and profitably Well estah 
FOR SALE: $ vear old retail hardware bus lished young--aggressive highly recommended 
| iness. modern building with ample parking avail alling on jobbers houseware (‘all phases) hard 
MANUPACTURERS REPRESENTATIVE lable to lease. Town of 60.000. northeast Ohio ware, paint metro New York Presently em 
Traveling Florida desires additional lines. Builders | (lean stock. Annual sales $120,000 Reason for | ploved by sales agency-——seeks association with rep 
hardware or associated line % years experience, | selling other interests Price $55.900. Address itable manufacturer Address Rox KO, care 
selling wholesale trade. Reply: BR. F. D’heere, | Box K-21, care of Hasowane Ace. Chestnut & | of Hasowanee Ace, Chestnut & 56th Ste, Phila 
14601 South River Drive, Miami $0. Florida | S6th Ste., Philadelphia 9. Pa | delohia 19. Pa 
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dik Q- j : 
if | Acme Steel Company 4\ | Fewsco Mig. Co sé 
Allen mf Cc ig Foll Cor 
AUTOMSA @ WAKER AND 5 “ The e 9 . . 6 | Follansbee Stee! Corp \4 
American Chain Division. Amer 
Deluxe can Chain & Cable Co., Inc ‘ 
American Crayon Co. The Hi2] 
Christmas hlow an aftirac- Americon Pad & Textile Co 29 
tive COPPER PLATED American Thermos Prod. Co The 66 | 
Fleer Mer- waxer for year | ames Co., O 20-21 | Gardner Wire Co 73 
chondiser free round gift ee Anima’! Trap Co of America 98 : Genera! Electri« Co 
w Extra large woo | Arrow Fastener Co. inc 44 Lemp Div 6% 
with six Wonx-o- _— by tas wrap. | Daren Grediecin 124 | General Tool Co 185 
matics and three oe Sener Atains Saw Division Gensco Tool Div 
LIST only $4.95 Bog ll Corp 3 | General Steel Warehouse Co 
extra wool heads, COMPLETE of Inc 103 
Add les in Ane weN Corp 172 | Geyer Mig. Co 166 
— d-on sa i 
All individually Gibson Good Tools, inc 172 
reolacement o 
gift wrapped, wool! heads srabler Mig. Co., The 9 
Graham & Co. Inc., John H 
Request Xmas List GS. W. Griffin Co \48 
$1.85 6 Greenlee Too! Co 14) 
28.20 deal. | 
| Behr-Monning Co 4) | Gries Reproducer Corp 150 
| Benneti-ljreiand§ inc 1/4 Griffin Mig Co 156 
Berger & dons, Inc. &. L is? 
Bethiehem Stee! Co 40 
Better tiomes & Gordens 8s 
Bissell Carpet Sweeper Co 79 " 
Biack & Decker Mfg. Co 16! | Hoaer & Sons Hinge Mig. Co, C. 42 
MASTER MANUFACTURING COMPANY waldo Pencit Ce 177 | Hall-Mack Ceo T 
} NMAN AY y ' LEVELAND §5 OHIO pow & Ge,, = " 13> | Hall-Wessel Co 10 
Boonton Molding Co 77 | Hanson Co. Henry L 110 
paneer e Brearley Co. The 129 Heller Co WC 7) 
mine oo Co Hercules Chemical Vo 133 
” - posuere ‘ Hode!l! Chain Div 
Ou a e ews Brown, Inc., John Clark 186 National Screw & Mig. Co 2? 
frownell & Co ine 149 Holt Mf Ce 66 
c 9 wz) 

What you do is news to thousands of other Bulman Corp 47 | stuaneteld Co. The ise 
hardware dealers who read HARDWARE AGE. Hustler Corp., Fronts Mie. Co. .. 104 
They're interested in knowing of your plans Hyde Mfg. Co 74 

Hydro i¢ Chemical Inc 184 
to remodel, of new partners, stores sold or o aig ; — Ce, In 
: y Oo roaucts 9 
bought, anniversaries, etc. ? 
Ca!-Dok Company, The 148 
Write us a short note about any of your Senities Mite Oe Me 
activities you feel would be of interest to Century Drill & Toot Works ia 
J 
others who read the News of the Trade regu- Century Products, Inc 124 
' if c 
larly in HA. Don't worry about style. Just va Mee Ge '? | Jackson & Son o., thomas 162 
Impion VeArment too! Co ov 
give us the facts briefly; we'll do the rest. Ad- Sieee tein kaa te ta ale ee 64 
=e . i! 124 
dreas your note to the Editor, HARDWARE AGE, Chavretet Meter Bly a - “9 Mes pre 
" ohnson Co iNtiam 
Chestnut & 56th Sts.. Phila. 39. Pa. Genera! Motors Corp 158 
Chicago Roller Skate Company i 
Columbia Fastener Co iv 
United Car Fastener Coro 4? K 
2 Fast-Selling Models Columbia Malleable Costings Div 
f wreaen Corp ‘46 | Keuffel & Esser Co 12) 
0 = Kevetone Steel & Wire Co 60-4! 
cee eeeraeees ’ Kimble Glos Co 
; " ee 
‘ No. 600 | | NEW ‘SILENT 8" Owens Illinois Glass Co "9 
Gop “alee j Large diameter wheels with D Kiein & Sons Mathias 122 
long-lasting rubber tires 
500 Desmond S'ephan Mig. Co. The 4) 
Mil DeWitt Products Co 16? 
Guarantee Diets Co. R. E 50 : 
Disston Div.. Henry, H. K. Porter 
Wheels Co 26 Lamson & Sessions Co., The 45 
sina aprbolng pittermonee. gp ag rnc Landon, Mon 6 Clan 
Johns Manvill 105 aly 
Ashe to the Shoe” comfort + Manville Corp U oom 4 
and lance bring extra sales Lawson Co., The 
Many other models to choose Div. of Tecumseh Prods. Co 4) 
from. awn-foy Div 
in 3-Color Self-Selling Packages—SEE YOUR JOBBER E Ou' board ae Corp on 
Libbey Giess Div 
HUSTLER CORPORATION ~ Sterling, Ulinois Eastman Chemical Products, Inc $i Owens Illinois Gloss Co 7 
Ekco Products Co 4 «6ULinck Co, O. E 186 





184 
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Linzer & Sons, Inc... David 137, 138 | Rockwell Mfg. Co 











Lockwood Hardware Mfg. Co 9 | Delta Power Too! Div 18-19 
Lufkin Rule Co. The 106 | Rockwood Mfg Co 185 
| Rogers Isinglass & Give Co 133 
| The Rubberset Co 16-17 
Rugg Co., E. T., The 6} 
M 
M & D Store Fixtures, inc 75 
Mackianburg-Duncean Co tt $ 
Magna Power Tool Corp 
Magne Engr. Corp 115 Safe Padiock & Hardware Co 15) 
Mansfield Sanitary Pottery, inc 171 | Sell Mountain Viv ' . . ti 
ial 
Mearshalitown trowel Co 184 | Sharon Bolt & Screw Co 172 4 residen j 
Martin Stamping & Stove Co 96 Sheffield Bronze Paint Corp 37 and commercial 
Master Mfg. Co 184 Silent Giow Oj! Burner Coro 104 
May Co. 0. C 186 | Skil Corp., The 1% : 7 ¢, . = E BASE _— DOME oe SWIVEL 
More Co. W. H 148 | Smith & Sons. Seymour &9 : , floor and wall 
McGill Metal Products Co 172 | Snel! Div... Parker Mia. Co 160 — 
Meinor industries. inc 22 Southwestern Plastic Pine Co 45 oe : + © | 
Midwest Mower Corp 24-725 | Sproyers & Nozzles 177 °y a os Designed lor service, 
Miller & Co, Inc., Robert & 186 | Standard Horse Nall Corp 133 4 a rs Beautifully finished for 
Millers Falls Co 6) Stanley-Judd Div ~ a ; Sales and Kye Appeal’ 
Minnesota Mining & Mfg. Co 33 The Stonley Works 9 js 7 agg 
Miracle Adhesives Corp 113 | Star Stainless Screw Co 8! : igi Oe WRITE FOR CATALOG NO. 18 
Modern Tool & Die Co i129 | «Stevens Co i7\ 
Musgrave Mfg Co 1469 Stile Croft Mig Co 55 
Stratafio Products tne 17) 
Supplex Corp S68 130 140-141. 172 
win f 175 
ee eee | MANUFACTUR! 
. REOCKWOODOD,., adits. PHONE 26 
Na'iona! Hardware Corp 175 ae 
Notional Housewares Mig. Ass 9 T 5 ln i as Sam PEE Be EE . 
National Mfg. Co 121 
Toolkraft Corp 107 rand 
* ge Ay ae aia Now, Sell the finest . 
Turnbuchkles, inc 148 
Turner Brass Works 16) Highest quality * Swedish Stee! 
: peda _ WOOD CHISELS 
©-Cedar Division 
American Marietta Co 28 @ Full Range of Sizes—'/,” to 2 
@ Holds exceptionally Keen Edge 
v @ indestructible Tenite Handles 
. Union Steel Chest Corp 1S! @ ‘op grain protective leather sheaths 
United Stotes Plywood Corp. 162-15] to fit oll sizes 
4 he Airbrush C 139 «United Stetes Stee! Corp : ‘ 
ee — pmesionn teat & Wee Olen @ Greater profits—No advance in Retail 
Parker Mig. Co 160 
Fence §2-5} Prices 
Parker Sweeper Co 46 . 23 
Cyclone Fence Div SER YOUR HARDWARE JOBKER 
Petersen Mig. Co . 178 
9°; as Chemical C 7 Utica Drop Forge & Tool Corp 13) 
ierce levens emica orp. | 
Pittsburgh Nipple Works. Inc 18! GENERAL TOOL co. 
Pittsburgh Plate Giass Co 904 W. Nebroske Ave. 
Pennvernon and Store Front 8 $¢. Paul 13, Minnesote 
Paint Div 126-127 v 





Piume & Atwood Mig. Co., The 147 Worn Products Co 114 











Portable Electric Tools, Inc 1! Vaughan & Bushnell Mig. Co 
Proto Tools 
Piomb Too! Co is 
HAVE YOU SEEN 
w 
9 Washburn Ceo. The 18 *6 
warrington Sasi ros 0.2 | Red Jacket’s “Submerga 
Quick Mig. Inc 64.57 ashington Stee! Products e ac © _ u me 
Water Master Co 147 
Weller Electric Corp y 
warner Co., Inc. R. 0 n Pump Package? 
R Wheatiand Tube Co 51 
Whitney Seed Co. tne 9) 
Red Devil Tools 187? Wickwire Spencer Stee! Div ie lt Sells Itself 
Red Jacket Mfg. Co 15 naa Fuel & iron Corp . 
Remington Arms Co Wiicou-Crittenden Div - ~y — 
E |. Depont DeNemours & Co North & Judd Mig. Co 17) 4 4 
Inc 9) Withold Products Co RED JACKI 4 | MFG. CO. 
Republic Molding Corp 169 Acorn Adhesives Co 76 
Revere Copper & Brass, inc Wissota Mig. Co i” DAVENPORT, IOWA 
Rome Mig. Co 29 Wooster Brush Co i) 
Ridge Too! Co. The Wright Stee! & Wire Co G F lbs 
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MARSHALLTOWN TROWEL COMPANY «© MARSHALLTOWN, IOWA 


SELL 


pius 
. Profits 2 


when you sell BULBS FREE 



















A SURE-FIRE SELLER 
OVER 80 
POPULAR SIGHS 


Gvailiabie >rze 
i," z /,". Ex- 


P tly styled, t 
oy ofects MO-GO placed sround bulbs planted in the DISPLAYS S pg enpeat: 
Fall will give comere™s protection against their easiest fo read 
i P destruction by field mice and moles. An WITH ALL day or night; use 
JUIDS added profit to you and protection for your indoors or out 
customers. ASSORTMENTS Highest quality 
trom moles, * . « « » Only complete controi"’ ns Necti ¢ 
Journal of Wildlife Management. WRITE FOR FREE .? 6 — 0. 
Trial size retails at 50c.; Home size ss ron, BULLETIN $-7 DAY. ge 

ita mice 300 baits) $1.00; Estate size $3.7 5. Cell named 


your wholesaler or write 





©. &. LINCK CO., Inc., Clifton, N. J. 


(creators of world famous TAT Ant Trap) 


HY-KO PRODUCTS co. ono 
Display Sells 30 


HYPONYX FH 


PLANT FOOD 














Put display on any counter 
without disturbing other 
goods (set *& equare feet 



















' gales space lileulay 
4 | if ‘Te \ e) a = in 30 oredus "1 ry 
Now demanded by milions gaurieetes age, sagatabion,\e ae nly pe nn My 
fener ae ily. Pays Products Retall $166.36 
f oy % pratt Sieet 1" Ditie , Does not deter. 
y in water for use YOUR COST $96.25 am 4 
mekes 6 gation id plant food, POR. fellevilic. SJ PEG BOARD 24°24 OEPRE: Coe TARE S 
Reta Your Cost $6 ib. deal delivers almost : MiLS GADGETS ON BOTH SIDES ye hae fs Opera, P 
1-02 pkt. SRR 72 to cose wi. 7 tbe...... 80 case weryplace in USA at more 7 ae eee eves 
Sor. can 2%..... 36 to case wi. 12 tbs. . 96.00 case than 40% off retail, in ee 
7-of. can Se..... 24 to cose wt. 14 Ws... ... 00 case eluding display valued at ae 
14d. con$ioo..... 12 to case wt. 16 ibs. ...., 00 case su 68 NOW you con sell Gadgets—No spoce problem 
Also packed in 10-ib., 25-1b., 504d. and 100-1. drums imc. 
li your jobber cannot supply you, order direct. Order from Your Jobber JOHN CLARK BROWN 
. Diveet FPacterg Shipment ONE MONTGOMERY ST y) y 
HYDROPONIC CHEMICAL CO... Ine Copley Ohio, U.S.A (or write for information) GELLEVILLE ONY CH €/TY GADGETS 





All popular sizes 















. THE ECONOMICAL PAPER DROPCLOTH COVER 
that will outsell and outlast all others, Resin base 
(NOT OILY) and crinkled to give the softness of 
cloth. In white or tan. Retail price: 69¢ to $2.19. 











Furmiture Rest — Pintie Type 













Set et 4in«a Rubber Expander 
| §-ceter Box, Tubular Glide 
RUBBER CUSHION GLIDES | 2 Boxes mn Upholstery Navi pa ann errno 












Wendertul for all woed 
and metal furniture 
Glide seftly. silently, 





Carton 
7 sizes, 
%” 


“Veanion Gide 


ie 


Monapont Gide 





« 3. coter card. 6 Sizes, 
A, ™. to706" ", 1%" 


PROMPT SHIPMENT 


Ask your jobber, if he is not supplied, — 
ROBERT E. MILLER & CO., INC.., 
35 Pearl St., New York 4, N. Y. 
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Rubber Adjustable | ubuler 
Thumd Tack Crutch Tip Spring Type 






























New Glass Cutter Packaging” 


MEANS BIGGER SALES— 
HIGHER PROFITS— 
LESS WORK FOR YOU 


PACKAGING & DISPLAY 


~~ REVOLUTIONARY NEW 
INDIVIDUAL PACKAGING 


itt An idea completely new in Glass Cutter merchandising. Each Red 

Devil Glass Cutter is individually packaged in a cardboard box—specially 

» hold and display the cutter and to protect the wheel. The com- 

it is sealed in a colorful moisture- weather- and dirt-proof trans- 

outer wrapper which displays and sells and protects the unit. Cutters 

can be identified through window or from catalog number stamped on end 

of package. 

Here's how this packaging benefits you: 


@ INCREASED SALES—Prestige of gives Red Devil Cutters extra 
sales appeal—colorful display packaging multiply impulse sales. 



















: 






024 — The mest pepuvler Gics 
» Cutter ever menvtactured. Used 
by millions for general purpose 
giess cutting 


023 — Identical with 024 except 
hes bell hendie. 5 leng. Eas 
finger-reach handle Manon. Gan j 
leng lasting wheel 





06 — Designed for cuttin lass . a . 
along samiiete or poper aaGinene A Red Devil COMBINATION that can't be rivaled, Red Devil Glass Cutters the 
Small 5/32 wheel makes tool world’s best—with super-honed, Chapmanized, bearing mounted wheels and easy-to- 
maneuverable for precise cutting 

hold shape. And the newest in scientific sales-making packaging that protects the 

Glass Cutter and its wheel from damage, dirt and rust, and which both displays and 
08 — Equipped with a special , : ppm Cc "9 
wheel developed for cutting sells the cutters. Red Devil's new “Fight Unfair Competition” pricing policy gives 
4 ene Ga such os vitrolite, vou an extra 8% profit—40% or more on this line-to better fight price cutters with 

carrera, etc 
aggressive promotion at the local level. 











*All Red Devil Gless Cutters are now in the Products of 


new packaging except the Neo. 7 which ere 

packed 12 te a box and the carbide wheel ° 

cutters which are sold in individyvel pilesti<x 

tubes with metal cops * UNION 11. N.J..U.S.A 








SPEED and BLU 





TOP 





STOVES 


RANGES 












































ee nmi 





BATT TT 








THE HUENEFELD CO., CINCINNATI 25, OHIO 











